End-to-end  cuien  fltS  ir  IEEE  task  force  developing 
carrier-grade  Ethernet  to  compete  against  DSL  and  SONET.  PAGE  37. 


Ethernet  MAN  vendors.  New  players  offer 

less  expensive,  more  flexible  broadband  access.  PAGE  39. 
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Internet,  telecom  networks  put  to  test 
in  wake  of  terrorist  strikes  on  U.S. 


■  BY  NETWORK  WORLD  STAFF 

Last  week’s  kamikaze-style  ter¬ 
rorist  attacks  on  the  World  Trade 
Center  and  Pentagon  exposed 


the  weaknesses  and  strengths 
of  Americas  communications 
systems,  which  played  such  a 
critical  role  in  the  aftermath  of 
the  destruction. 


GLEG  exec  debunks 
market  myths 

In  just  a  few  years ,  Bill  Rouhana  Jr.  built  Winstar 
Communications  into  a  competitive  local 
exchange  carrier  operating  in  74  markets  and 
worth  $6  billion.  Now  the  fixed  wireless  company 
is  in  Chapter  1 1  and  up  for  sale.  Network  World  Editor  in 
Chief  John  Dix  and  Senior  Writer  Michael  Martin  spoke 
with  Rouhana  in  his  largely  vacant  New  York  penthouse 
offices  about  what  went  wrong. 

in  1998  Winstar  was  one  of  the  two  fastest  growing  NW200 
companies,  ratcheting  revenue  up  243%  to  $244  million.  How 
did  you  go  from  that  to  Chapter  11  in  such  a  short  time? 

Think  about  that . . .  243%  revenue  growth.  And  what 
is  the  single  biggest  reason  people  say  companies  like 
ours  failed?  There  wasn’t  enough  broadband  demand. 
We  grew  the  following  year  to  over  $450  million,  and  to 
$760  million  in  2000,  and  this  year  we  would  have  been 

See  Winstar,  page  60 


PHOTO  CHRISTOPHER  WEIL 


As  people  reached  for  phones 
in  horror  and  shock  on  Tuesday 
morning  to  contact  family, 
friends  and  business  associates, 
many  found  landline  circuits 
jammed  and  cellular  service 
unavailable. 

Verizon’s  networks  struggled  to 
handle  twice  the  usual  call  vol¬ 
ume  even  as  the  carrier  lost  key 
cell  towers  and  voice  switches 
housed  near  the  site  of  destruc¬ 
tion.  Reviving  a  major  Verizon 
facility  adjacent  to  where  the 
World  Trade  Center  towers  stood 
is  considered  key  to  getting  the 
U.S.  stock  markets  reopened. 

Many  individuals  say  they 
found  Internet-based  e-mail 
and  the  Web  to  be  the  more  reli¬ 
able  form  of  communication  as 
events  unfolded. 

See  Attack,  page  8 


Firefighters  on  the  grim  job  sift  through  rubble  at  the  World  Trade  Center 
complex,  where  telecom  firms  are  looking  to  recover  key  facilities. 


More  online!  Read  expanded  coverage  and  find  out  where 
you  can  donate  money  and  IT  expertise  to  aid  attack  victims. 
www.nwfusion.com,  DocFinder:  6055 


Attacks  cast  pall  over  N+l  show 


■  BY  NETWORK  WORLD  STAFF 

ATLANTA  —  Despite  efforts  to 
present  some  sense  of  normalcy 
the  horrific  terrorist  attacks  last 
week  essentially  rendered  moot 
the  NetWorld+Interop  2001  show. 

The  unfolding  events  sent  peo¬ 
ple  scrambling  to  secure  ground 
transportation  home  and  turned 
many  exhibit  booths  into  TV 
dens.  On  Tuesday  keynote  ad¬ 
dresses  were  canceled,  the  exhib¬ 
it  floor  was  closed  early  and  a 
host  of  vendors,  including  Micro¬ 
soft,  AT&T,  Intel  and  Network 
World's  parent  company  IDG, 
abandoned  their  booths  to  re¬ 


unite  employees  with  family 

In  addition,  a  few  press  confer¬ 
ences,  including  BellSouth’s  stor¬ 
age  and  DSL  announcement, 
were  canceled. 

Dwindling  traffic  at  the  show 
foiled  some  exhibitors’  plans, 
including  those  of  the  10  Gigabit 
Ethernet  Alliance  (10GEA),:  a 
vendor-neutral  industry  group 
that  put  on  the  first  public  multi¬ 
vendor  demonstration  of  10G 
switches  and  components  (see 
story  .page  12). 

“I  don’t  think  the  attendance  at 
our  booth  represents  the  indus¬ 
try’s  interest  in  [10G  Ethernet] 
See  Interop,  page  12 


■  INSIDE 

MORE  INTEROP  NEWS 

•  1UG  Ethernet  inter¬ 
operability  goes  on 
display.  PAGE  12. 

•  Extreme  airs  application 
switches.  PAGE  17. 

•  Yipes  makes  Ethernet 
services  more  flexible. 
PAGE  25. 

§More  online! 

Ii  all  the  news  from 
show  in  one  place 

DocFinder:  5973 
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THE  STRAIGHT  GOODS  ON  e-BU 


THE  WHOLE  e-BUSINESS 
THING  IS  A  FAD. 

Nothing  could  be  further  from 
the  truth.  In  times  of  economic 
downturn,  it  may 
seem  prudent  to 
put  the  whole 
e-Business  issue 
on  the  backburner. 

But  it's  not.  Tough 
times  call  for  speed, 
nimbleness  and  agility 
more  than  ever.  The 
time  to  get  smart  and 
implement  e-Business 
solutions  for  your 
customers  is  today. 

THE  INTERNET  CHANGES 
EVERYTHING. 


cooperate  and  commingle  inside 
your  company.  It's  laughable  to 
pretend  that  any  one  external 
organization  can  "standardize"  all 
the  various  protocols,  systems, 
components,  new  technologies, 
languages,  databases  and  vendor 
relationships  that  your  business 
depends  on  to  succeed. 

Our  open  e-Business  platform 
embraces  diversity.  Making  all  of 
this  stuff  work  together  is  what 
our  stuff  is  all  about. 

A  WEBSITE  IS  A  PORTAL. 

A  PORTAL  IS  AN  e-BUSINESS. 

Well,  not  quite.  A  website  is  not  a 
portal.  And  even  if  it  was,  a  portal 
is  not  an  e-Business. 


The  Internet  does  not  change 
everything.  It  doesn't  change 
the  business  rules  that  run  your 
company.  Or  the  infrastructure 
you've  spent  years  building.  Or 
the  nature  of  your  business.  Or 
your  need  to  generate  revenues 
and  profit. 


Portals  and  websites  along  with 
application  servers,  databases, 
customer  relationship  programs, 
automated  supply  chains,  an 
efficiently  connected  field  force 
and  the  rest  of  your  back  office 
are  all  vital  components  of  an 
e-Business.  It's  making  them 
work  together  that’s  the  trick. 


The  Internet  is  obviously  a  critical 
part  of  any  e-Business.  But  the 
Internet  is  only  a  common  set 
of  protocols  for 
the  transport 
of  information. 

It's  how  well  you 
manage  that 
information 
that  determines 
the  success  of 
your  business. 


Unless  data  has  the  ability  to 
travel  from  a  customer's  pager  to 
your  trusty  S390 
mainframe  and 
then  back  to  your 
customer  via  cell 
phone,  you  may 
very  well  have  a 
website,  but  you 
really  don't  have 
an  e-Business. 


IT'S  A 

ONE-BRAND  WORLD. 

This  myth  surrounds  just  about 
every  significant  e-Business 
platform  discussion.  Virtually 
every  purveyor  of  e-Business 
platforms  touts  their  version  of 
this  "one-brand”  world.  Their 
brand,  of  course.  Big  surprise. 


Our  proven  e-Business  platform 
totally  delivers  this  end-to-end 
functionality.  It  integrates  every 
single  aspect  of  your  business. 
What’s  more,  it  has  the  scalability 
to  constantly  integrate  your  new 
components  into  the  mix.  Like 
say,  10,000  brand  new  customers, 
for  example.  Or  a  new  CRM  app. 


At  Sybase,  we  know  it's  just  not 
true.  Countless  brands  compete, 


Just  something  to  think  about 
when  people  offer  you  buzzwords 
instead  of  technologies. 


IF  AT  FIRST  YOU  DON’T 
SUCCEED,  THROW  SOME 
MORE  MONEY  AT  IT. 

Hah.  Very  funny.  But  still  a  popular 
belief  for  a  long  time.  Listen:  It's  all 
pure  poppycock.  The  real  e-Business 
solutions  deliver  real-life  business 
results.  By  that  we  mean  increased 
revenues,  reduced  costs  and  profit  to 
your  bottom  line. 

At  Sybase,  we  provide  e-Business 
solutions  among  the  FORTUNE  500® 
to  the  largest  firms  on  Wall  Street, 
to  the  biggest  names  in  healthcare, 
to  the  world's  largest  computer  and 
networking  companies,  and  to  the 
biggest  players  in  Europe  and  Asia. 

We  lead  the  way  in  enterprise  portal 
technology.  We  strongly  dominate  in 
enterprise  wireless  solutions.  And  we 
have  some  of  the  best  middleware 
integration  solutions  found  on  our 
planet. 

So  don't  throw  your  money  around. 
Look  for  an  ROI  that  has  a  sense  of 
immediacy.  Invest  carefully  based 
upon  proven  past  performance  and 
reasonable  expectations  of  return. 

IT’S  ALL  OR  NOTHING. 

The  Big  Bang  Theory:  You  need  to 
do  all  of  this  at  once.  Not  at  all  true. 

We  can  help  you  solve  the  problems 
you  have  today  while  simultaneously 
building  a  platform  that  can  solve 
tomorrow's  problems,  tomorrow. 

Implement  in  the  way  that's  right 
for  your  firm.  From  the  bottom 
up.  Or  the  top  down.  Component 
by  component.  It's  your  choice. 

Call  1-800-8-SYBASE  or  visit 
www.sybase.com/myths  and  we'll 
show  you  how.  Fact,  not  myth. 


IB? 


B Sybase 

Information  Anywhere” 


c2001  Sybase,  Inc.  All  rights  reserved.  All  trademarks  are  the  property  of  their  respective  owners. 
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News 


Linux  companies  continue  to  struggle 

■  There’s  more  bad  news  for  companies  seeking  to  make  a 
profit  from  the  open  source  Linux  operating  system,  as  an 
embedded  operating  system  maker  announce  layoffs,  and  a 
supplier  of  Linux-based  server  hardware  file  for  bankruptcy  pro¬ 
tection.  Lineo,  which  makes  the  Embedix  operating  system  and 
RTXC  development  tool,  will  eliminate  60  jobs  and  “spin  out” 
another  100  employees  in  peripheral  activities,  the  company 
said. 

The  cuts  will  leave  the  Lindon,  Utah,  company  with  about  110 
workers  focused  on  “core”  activities,  including  embedded  sys¬ 
tems  for  handheld  devices,  residential  gateways,  routers,  VPNs 
and  digital  television.  Lineo  plans  to  divest  peripheral  activi-  \ 
ties  to  partners  and  third  parties.  Meanwhile,  EBIZ 
Enterprises,  which  makes  the  Terian  line  of 
servers  for  the  business  market,  announced 
last  week  it  is  filing  for  Chapter  1 1  bankrupt¬ 
cy  protection.  The  company  will  file  a  reor¬ 
ganization  plan  with  a  Phoenix  court  “within 
the  next  couple  of  weeks,”  CEO  Dave  Shaw 
said  in  a  letter  to  shareholders.  EBIZ,  based 
in  Scottsdale,  Ariz.,  has  more  than  80 
employees.  The  company’s  subsidiary 
Jones  Business  Systems,  which  sells  and 
services  desktop  Linux-  and  Unix-based 
platforms,  also  filed  separately  for  bank¬ 
ruptcy  protection. 
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THIS  WEEK’S  QUESTION: 

Who  was  the  lETF's 
first  chair? 


Answer  this  and  nine  additional  questions 
online  and  you  could  win  $500!  Visit 

Network  World  Fusion  and  enter  2349 
in  the  Search  box. 

www.nwfusion.com 


Good  Bad  Ugly 

Yahoo  responded  to  the  needs  of  the  American  Red 
Cross,  which  had  its  Web  site  inundated  by  would-be  blood 
and  financial  donors  in  the  wake  of  last  week's  attacks,  by 
volunteering  computing  resources  that  wound  up  handling 
75%  to  85%  of  the  Web  site's  traffic. 

Qwest  Communications  is  supposed  to 

be  one  of  the  few  carriers  still  making  hay  while  the  rest  of 
the  industry  tumbles.  But  it  didn't  look  that  way  last  week, 
when  the  company  announced  4,000  layoffs  and  revised 
earnings  expectations  downward. 

EBay  formally  banned  the  auction  of  items  related  to  the 
World  Trade  Center  and  Pentagon  attacks  after  listings  for 
debris  and  other  materials  from  the  crime  scenes  were 
posted.  Enough  said. 


being  delisted  from  Nasdaq. The  company  isn’t  in  compliance  with  the  $1  minimum 
bid  price  requirement  for  Nasdaq  listing.  It  is  meeting  with  the  Nasdaq  Listing 
Qualifications  Panel  sometime  next  month  to  present  a  plan  to  regain  compliance 
and  request  the  stock  to  stay  listed.  Ventro  was  the  pioneer  of  business-to-business 
marketplaces,  running  Chemdex  and  Promedix,  but  it  ran  into  financial  trouble  and 
wound  up  closing  these  marketplaces.  It  has  since  transformed  into  an  e-business 
application  and  platform  provider  for  marketplaces. 

Oracle  does  OK 

■  Software  giant  Oracle  reported  better-than-expected  first-quarter 
/  earnings  last  week,  but  tabled  discussion  of  the  results  and  manage¬ 
ment’s  outlook  until  the  stock  market  reopens  this  week. 

Oracle  earned  $510.6  million  for  its  fiscal  first  quarter,  ended  Aug. 
31,  up  2%  from  $500.7  million  in  the  year-ago  quarter.  With  its  soft¬ 
ware  sales  eroding,  Oracle’s  revenue  in  the  quarter  dipped  to  $2.24 
billion. 

American  Greetings  snaps  up  competitor 

■  American  Greetings  last  week  spent  $35  million  to  acquire  Blue 
Mountain  Arts,  the  electronic  greeting  card  arm  of  Internet  access  compa¬ 
ny  At  Home.  The  acquisition  comes  less  than  two  years  after  At  Home, 
which  does  business  as  Excite@Home,  spent  $780  million  in  cash  and 
stock  to  buy  Blue  Mountain  at  the  height  of  the  dot-com  boom. 

American  Greetings  will  add  its  former  rival  to  its  family  of  online  greet¬ 
ing  card  providers,  including  AmericanGreetings.com,  Egreetings.com 
and  BeatGreets.com.  The  electronic  greeting  card  firm  spent  $28.6  mil¬ 
lion  to  acquire  the  latter  two  Web  properties  this  year. 


Mafiaboy  sentenced 

■  “Mafiaboy”  the  17-year  old  Canadian  responsible  for  a  series  of  massive  distributed 
denial-of-service  attacks  in  February  2000,  was  sentenced  to  eight  months  detention 
by  a  Canadian  judge  in  Quebec  last  week.  Mafiaboy  (Canadian  law  prevents  the 
naming  of  underage  offenders)  had  faced  up  to  two  years  in  prison  and  a  fine  of  up 
to  $650. 

Mafiaboy’s  punishment  actually  consists  of  two  consecutive  four-month  sentences. 
The  sentence  requires  Mafiaboy  to  spend  those  eight  months  in  open  custody,  essen¬ 
tially  a  strict  reform  school  in  which  the  population  can  gain  privileges  through  good 
behavior.  Mafiaboy  will  also  be  on  probation  for  one  year. The  terms  of  the  probation 
include  that  Mafiaboy  must  inform  the  Royal  Canadian  Mounted  Police  what  ISP  or 
other  communication  service  he  is  using  to  access  the  Internet.  Mafiaboy  is  also 
barred  from  owning  any  software  that  is  not  commercially  available,  from  associat¬ 
ing  with  cracker  groups  online  or  offline  and  from  visiting  hacking  Web  sites. 

Ventro  stock  hits  the  skids 

■  One-time  high-flying  business-to-business  marketplace  Ventro  is  under  threat  of 


Kournikova  creator  faces  judgment 

■  Saying  that  people  should  be  able  to  use  computers  and  the  Internet 
without  interference,  a  Dutch  public  prosecutor  on  Thursday  asked  the 
court  in  Leeuwarden,  Netherlands,  to  sentence  the  20-year-old  maker  of 
the  Anna  Kournikova  e-mail  worm  to  240  hours  of  civil  service. The  pros¬ 
ecutor  also  asked  the  court  to  not  return  the  defendant’s  computer  and  a  CD-ROM 
containing  computer  viruses. 

The  defendant,  Jan  de  Wit,  turned  himself  in  to  the  police  Feb.  14.  A  few 
days  earlier, he  had  posted  the  e-mail  worm  to  an  Internet  newsgroup  and 
it  spread  worldwide.  He  was  charged  with  spreading  data  via  a  computer 
network  with  the  intent  to  cause  damage.  The 
fact  that  no  damage  claims  have  been  filed  with 
the  prosecutor’s  office  is  one  reason  the  prose¬ 
cutor  isn’t  asking  for  heavier  sentencing. 

However,  the  U.S.  FBI  said  in  a  fax  to  the  prose¬ 
cutor  that  it  has  identified  55  victims  of  the 
worm  with  a  total  damage  of  $166,827.  That 
claim  wasn’t  specific  enough,  the  prosecutor 
says.  De  Wit  admits  he  created  the  program  using 
a  worm-making  tool  kit,  but  says  he  didn’t  fore¬ 
see  the  consequences  when  he  posted  the  virus. 

The  verdict  is  expected  Sept.  27. 


Corrections 


■  This  is  the  photo  that 
should  have  run  with  last 
week's  story  on  the  new 
EMC  Symmetrix  8230 
storage  product. 
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Like  the  fact  that  one  rack  loaded  with  new  thinking 
replaces  eight  racks  of  that  old  thinking. 

RLX  ServerBlades™cut  energy  costs  5x.  Slash  operating 
costs  6x.  Serve  4x  more  web  pages  per  square  foot. 
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Last  week's  deadly  terrorist  attack  on  the  Pentagon  damaged  about  two- 
fifths  of  the  Arlington,  Va.,  structure,  but  classified  and  nonclassified  data 
networks  and  phone  system  remained  intact.  The  main  network  problem, 
government  officials  say,  is  that  military  personnel  were  unable  to  use 
their  cell  phones  because  of  disruption  and  congestion  on  Verizon’s  cellu¬ 
lar  service. 


Attack 

continued  from  page  1 

“The  cellular  and  phone  sys¬ 
tems  are  horrendous,”  says  Phyl¬ 
lis  Lampell,  executive  director  of 
the  Wall  Street  Technology 
Association,  which  is  setting  up  a 
chat  room  on  its  Web  site  for  its 
1,200  members  to  offer  each 
other  data  center  space  or  other 
resources  in  the  wake  of  the 
attacks.  “I’ve  had  people  trying 
me  since  [Tuesday]  who  can’t 
get  through,  and  I’m  in  New 
Jersey’ 

She  adds:  “The  Internet  seems 
to  be  fine,  although  I’m  not  get¬ 
ting  tons  of  e-mail.” 

Still,  news  and  airline  Web  sites, 
including  those  for  CNN,  ABC 
News  and  The  New  York  Times , 
were  overwhelmed  by  traffic  vol¬ 
ume  during  the  first  hours  after 
the  attacks.  Content  providers, 
though,  had  some  success  in 
increasing  bandwidth  with  the 
help  of  hosting  providers  and 
content  delivery  network  com¬ 
panies  to  better  handle  up  to 
tenfold  spikes  in  visitor  traffic. 

Though  two-fifths  of  the  Pent¬ 
agon  was  damaged  by  the 
hijacked  airliner  slamming  into 
it,  the  military’s  command  and 
control  communications  re¬ 
mained  intact, as  did  its  classified 
and  nonclassified  intranets.  The 
Pentagon’s  private  phone  system 
survived,  though  circuits  to  the 
outside  world  were  often  unavail¬ 
able  in  the  Washington  area.  The 
main  problem,  Pentagon  officials 
say  was  cellular. 


“The  [Defense  Department]  sys¬ 
tems  continue  to  function  across 
the  board,  but  the  impact  was  on 
people  trying  to  use  cellular 
phones  from  Verizon,  which  are 
distributed  to  military  personnel,” 
says  spokeswoman  Sue  Hansen, 
who  survived  the  terrorist  attack, 
though  up  to  200  others  may  have 
died  at  the  Pentagon,  according 
to  last  week’s  estimates. 

Winstar  Communications  has 
been  able  to  deploy  fixed  wire¬ 
less  radio  equipment  that  is 
equivalent  to  fourT-1  lines  at  the 
Pentagon,  says  Bill  Rouhana  Jr., 
CEO  of  Winstar. “We’ve  been  able 
to  kludge  a  network  together  for 
them.” 

These  fixed  wireless  lines  are 
connecting  rescue  and  emer¬ 
gency  personal  to  Cingular 
Wireless’  network. They  are  using 
wireless  voice  services  to  stay 
connected  throughout  the 
burned  out  area  where  workers 
are  searching  for  victims. 

Rouhana  says  that  Sprint,  the 
Federal  Emergency  Manage¬ 
ment  Agency  and  New  York  City 
have  all  requested  assistance 
from  Winstar  for  everything  from 
replacing  T-3  lines  to  establishing 
emergency  services. 

At  the  World  Trade  Center  tow¬ 
ers,  Morgan  Stanley  Dean  Witter, 
the  New  York  Port  Authority, 
Lehman  Brothers  and  others 
among  the  1,200  businesses 
located  there  had  extensive  data 
centers  and  significant  network 
installations  on  site.  Many  if  not 
all  of  them  will  be  forced  to 
reevaluate  their  disaster-recovery 


plans  in  the  weeks  and  months 
to  come,  though  a  number  of 
them  also  indicated  they  were 
prepared  to  be  open  for  business 
the  day  after  the  attack. 

“The  firm  is  in  great  shape,  all  of 
our  systems  are  working,”  Morgan 
Stanley  CEO  Philip  Purcell  told 
employees  worldwide  last  Wed¬ 
nesday  from  the  firm’s  headquar¬ 
ters  on  Broadway  encouraging 
them  to  relay  that  message  to 
clients.  However,  Morgan  Stanley, 
which  had  3,500  people  in  the 
World  Trade  Center  buildings,  was 
reporting  that  up  to  40  of  its 
employees  were  missing  as  of  late 
last  week. 

Investment  firms  last  week 
were  reluctant  to  provide  details 
about  their  alternate  systems, 
though  disaster-recovery  vendor 
SunGard  Recovery  Services  dis¬ 
closed  that  15  customers  have 
been  affected  so  severely  as  to 
move  into  SunGard’s  sites,  where 
they  are  provided  with  full 
telecommunications  and  com¬ 
puter  equipment  to  duplicate 
their  office  needs.  Another  70 
customers  alerted  SunGard  that 
they  may  need  to  use  its  ser¬ 
vices.  Separately,  disaster-recov¬ 
ery  service  provider  Comdisco 
says  32  customers  declared  dis¬ 
aster  emergencies. 

Keeping  the  network  up 

Some  businesses  near  New 
York’s  ground  zero  shared  their 
experiences.  SoundView  Tech¬ 
nology  Group,  an  online  invest¬ 
ment  banking  firm  in  lower 
Manhattan,  which  was  declared 
a  disaster  zone,  kept  its  private 
data  network  operational  for 
Internet  access  and  e-mail  ser¬ 
vices  for  400  employees  in  New 


York,  Stamford,  Conn.,  and  San 
Francisco.  However,  part  of  the 
company’s  voice  network  was 
cut  off  when  the  World  Trade 
Center  towers  were  hit. 

SoundView  had  dedicated,  pri¬ 
vate  voice  lines  -  called  ring- 
down  circuits  -  at  all  the  major 
brokerage  firms  in  New  York,  and 
most  of  those  lines  were  down. 

“With  the  ring-down  circuits, 
you  just  pick  up  a  line  and  you’re 
talking  to  the  broker]’  explains 
Bart  Anthony  Lavore,  manager  of 
corporate  telecommunications 
for  SoundView.  “These  are  voice 
lines  that  can  be  copper  or  T-l 
circuits  that  go  straight  to  the 
brokerage  house.” 

Lavore  last  week  was  trying  to 
set  up  speed-dial  lines  between 
SoundView  and  the  temporary 
locations  of  brokerage  houses 
affected  by  the  disaster.  These 
speed-dial  lines  won’t  be  as  fast 
as  the  ring-down  circuits  and  will 
cost  more  because  they  use  the 
public  telephone  system,  but  at 
least  they  will  provide  connectiv¬ 
ity,  he  says. 

“We’re  still  trying  to  figure  out 
when  we’ll  be  able  to  set  up  the 
speed-dial  lines,”  Lavore  says. 
“[The  carriers]  haven’t  told  us 
when  there  will  be  power 
restored  to  the  three  central 
office  switches  closest  to  the 
financial  district.” 

Bill  Moore,  telecommunica¬ 
tions  manager  at  the  Museum  of 
Modern  Art  in  midtown 
Manhattan,  says  the  museum’s 
network  was  largely  unaffected, 
though  Internet  connectivity 
slowed.  Still,  he’s  concerned 
about  how  long  it  will  take  to 
rebuild  the  overall  network  infra¬ 
structure  serving  the  city. 


“My  gut  feeling  is  that  it’s  going 
to  take  quite  a  long  time  and  a 
very  major  effort  before  we  get 
our  communications  infrastruc¬ 
ture  anywhere  back  to  normal,” 
says  Moore,  who  is  also  an  officer 
with  the  Communications 
Managers  Association.  “It’s  going 
to  take  months,  knowing  what’s 
down  in  that  area.” 

Here  is  how  Moore  described 
the  communications  infrastruc¬ 
ture  in  lower  Manhattan:  “[It]  is  a 
maze  of  tunnels.  Most  of  the 
[fiber-optic]  cables  run  below 
ground  from  building  to  building 
in  those  tunnels. That  area  down 
there  is  where  Manhattan  nar¬ 
rows  to  a  point,  and  everything 
converges  down  there.  As  the 
World  Trade  Center  buildings 
collapsed,  they  collapsed  down 
into  those  tunnels.  And  as  they 
start  doing  the  excavation  down 
there,  there  are  likely  to  be  some 
tractor  cuts,  too.” 

Wall  Street’s  main  interconnec¬ 
tion  point  is  the  heavily  dam¬ 
aged  Verizon  West  Street  facility, 
which  supported  200,000  voice 
lines  and  3  million  private  lines 
prior  to  the  Sept.  1 1  attack.  Last 
week,  top  officials  at  the  New 
York  Stock  Exchange  (NYSE) 
and  Nasdaq  said  the  financial 
industry  with  its  extensive  data¬ 
storage  and  back-up  systems, 
would  be  ready  to  reopen  the 
stock  exchanges  today  -  if 
Verizon’s  facility  can  be  restored. 

“Verizon  is  working  mightily  in 
this  building,  and  there  is  great 
danger  to  workers,”  said  Richard 
Grasso,  chairman  of  the  New 
York  Stock  Exchange,  which  like 
other  exchanges  is  dependent 
on  interconnected  voice  and 
data  networks. 

At  a  press  conference  last 
week,  Grasso  acknowledged  that 
the  financial  industry  —  even 
though  the  U.S.  banking  and 
Federal  Reserve  networks  were 
unaffected  by  the  attacks  — 
needs  to  come  up  with  a  better 
telecommunications  infrastruc¬ 
ture  plan  to  respond  to  emergen¬ 
cies.  “As  an  industry,  after  we’ve 
resolved  the  challenges  of  the 
moment,  first  and  foremost  tak¬ 
ing  care  of  this  human  side  of 
the  tragedy,  we  will  partner  with 
the  Securities  and  Exchange 
Commission,  the  Federal  Trade 
Commission  and  others  and  ask: 
What  are  the  points  of  vulnera¬ 
bility?  How  do  we  improve  secu¬ 
rity  from  both  the  physical  and 
systemic  standpoint?”  he  said. 

Nasdaq  Chairman  Hardwick 
Simmons,  who  spoke  alongside 
Grasso,  said  the  stock  exchanges 
See  Attack,  page  10 


Close  calls 


Two  user  organizations  feel  fortunate. 

The  Communications  Managers  Association  had  an  event 
planned  for  last  Wednesday  in  New  York  called  "What  Do 
You  Do  When  the  Lights  Go  Out?  A  Look  at  Power 
Protection  &  Risk  Management.” 

The  meeting  was  to  be  held  from  8  a.m.  to  3  p.m.  at  59th 
Street  and  Park  Avenue.  Among  the  individuals  on  the  agenda 
was  a  network  executive  who  created  a  disaster  recovery  pro¬ 
gram  for  one  of  the  major  hospitals  in  New  York. 

Separately,  the  Wall  Street  Technology  Association  (WSTA) 
typically  holds  its  events  at  Windows  on  the  World,  an  exclusive 
restaurant  on  the  107th  floor  of  One  World  Trade  Center.  In  fact, 
WSTA  Executive  Director  Phyllis  Lampell  was  scheduled  to  be 
at  the  restaurant  last  Tuesday,  but  she  was  still  at  her  office  in 
Red  Bank,  N.J.,  when  tragedy  struck. 

In  a  press  release  issued  the  next  day,  WSTA  said  it  plans  to 
move  forward  with  its  October  and  November  events  at  “a  new 
venue  to  be  determined."  WSTA's  1,200  members  are  IT  execu¬ 
tives  at  financial  services  firms  in  the  New  York  area. 

—  Carolyn  Duffy  Marsan 
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Verizon’s  c  rucial  central  office 


West  Street  houses  one  of  Verizon’s  largest  central 
office  switching  facilities,  which  was  severely  damaged 
in  last  week’s  terrorist  attack.  With  the  New  York 
financial  markets  dependent  on  this  facility,  Verizon  is 
scrambling  to  bring  it  back  online. 


Problems: 

•  Facility  was  struck  by  steel  and 
debris  from  Building  7  in  the 
TwinTowers  complex. 

•  The  five  floors  in  the  basement 
storing  cables  are  full  of  water. 
Mechanisms  used  to  keep 
water  out  of  cables  failed. 

•  Building  is  full  of  smoke/dust. 


Water  surrounds  the  switches. 
No  electricity. 


Facility  supports: 

•  200,000  voice  lines. 

•  3  million  specialized  private 
lines. 

•  Four  call  processing  computers. 


Attack 
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were  in  continuous  discussion 
with  Verizon  executives  and 
long-distance  firms.  For  the  finan¬ 
cial  services  industry, “billions  of 
messages  per  second  are  the 
business  of  this  business,"  said 
Simmons,  adding  that  there’s 
concern  Verizon  can’t  yet  handle 
the  traffic  volume  it  did  before 
the  attack. 

Verizon  had  no  easy  answers  to 
questions  about  why  there  was 
not  more  alternate  routing. 
Despite  using  highly  reliable 
technology  such  as  SONET,  the 
reality  is  that  even  SONET’s  dual¬ 
ring  architecture  can’t  help 
when  both  the  fiber  rings  and 
the  equipment  attached  to  them 
are  ruined.  A  Verizon  spokesman 
says  the  carrier  has  already 
begun  routing  some  calls  to  its 
Broad  Street  facility  which 
Verizon  claims  handles  80%  of 
the  NYSE  and  Nasdaq  telecom 
needs  (the  West  Street  facility 
handles  the  rest).  Meanwhile, 
repair  work  was  proceeding 
under  treacherous  circum¬ 
stances  on  both  the  outside  of 
the  facility  showered  by  heavy 
debris,  and  deep  underground 
where  water  had  seeped  into 
cables  running  five  stories  deep. 

“This  could  be  a  very  long 
process,”  said  Larry  Babbio,  vice 
chairman  at  Verizon,  which  had 
almost  500  employees  at  the 
World  Trade  Center,  a  small  num¬ 
ber  of  whom  were  unaccounted 
for  at  press  time. “The  building  is 
filled  with  smoke  and  dust.  It’s 
difficult  to  breathe  and  to  see.” 

“Thousands  of  circuits  have 
been  moved  to  get  customers  up 
and  running,”  said  Ivan 
Seidenberg,  co-CEO  and  presi¬ 
dent  an  Verizon.  As  of  Friday,  the 
company  had  rerouted  24  OC48 
circuits,  which  is  the  equivalent 
to  more  than  20  million  T-l  lines, 
according  to  Seidenberg. 

Among  service  providers, 
Verizon’s  network  appears  to 
have  been  hit  the  hardest,  and 
Verizon  Wireless  lost  10  cellular 
transmitter  sites.  But  others  also 
took  major  hits.  Cingular  lost  six 
transmitter  facilities  in  New  York, 
while  Sprint  lost  four  cell  sites  in 
lower  Manhattan. 

AT&T  lost  landline  connectivity 
to  its  wireless  cell  sites  but 
reported  that  its  local  switching 
gear  located  several  stories 
down  in  the  basement  of  the 
World  Trade  Center  remained 
unscathed.  Still,  AT&T  says  it 
rerouted  calls.  Qwest  Commun¬ 
ications  and  WorldCom  say  their 


networks  were  not  affected  by 
the  attacks. 

Internet  trouble  spots 

While  Internet-based  commu¬ 
nications  fared  well  overall,  ISPs 
weren’t  immune  from  network 
interruptions. 

“It  doesn’t  matter  which  ISP 
you  have.There  are  only  so  many 
cable  conduits  under  the  city 
and  everyone  buys  lines  from 
everyone  else,”  says  Perry 
Metzger,  CEO  of  start-up  Wasabi 
Systems,  which  is  located  on 
14th  Street,  at  the  edge  of  the  dis¬ 
aster  zone.“All  of  the  ISPs  in  New 
York  have  been  having  trouble.” 

Wasabi  is  a  20-person  company 
that  backs  up  its  systems  to  a  site 
in  northern  Virginia  every  four 
hours.  But  even  with  a  disaster- 
recovery  plan  in  place,  it  took 
more  than  24  hours  for  the  com¬ 
pany  to  get  its  e-mail  system  and 
Web  site  running  on  spare  sys¬ 
tems  in  Virginia.  In  the  mean¬ 
time,  the  company’s  engineers 
located  around  the  country 


couldn’t  communicate  with 
each  other  or  access  corporate 
network  resources. 

Popular  news  sites  were  also 
overwhelmed,  according  to 
Keynote,  a  Web  monitoring  ser¬ 
vice,  which  reported  that  The 
New  York  Times,  CNN  and  NBC 
News  all  had  0%  availability 
between  9  and  10  a.m.  last 
Tuesday,  undoubtedly  because 
of  traffic  overload. 

“All  hell  broke  loose,”  says  Vice 
President  of  Technology  at  Wash- 
ingtonpost.com  Eric  Schvimmer. 

The  number  of  page  views  was 
estimated  to  be  running  at  10 
times  normal,  and  the  visual 
nature  of  the  terrorism  story 
meant  Web  site  visitors,  when 
they  could  get  access  to  wash- 
ingtonpost.com,  were  download¬ 
ing  high-bandwidth  digital  pho¬ 
tos  and  audio.  Schvimmer  says 
the  Web  site,  which  collocates 
with  Exodus  Communications 
but  also  uses  Akamai 
Technologies’  content  delivery 
services,  had  Akamai  provide 


extra  bandwidth  under  its 
FreeFlow  service. 

Exodus,  which  has  four  data 
centers  in  the  New  York  metro¬ 
politan  area  and  five  in 
Washington,  D.C.,  says  that  while 
its  Web  hosting  service  wasn’t 
interrupted,  company  personnel 
was  evacuated  from  the  New 


York  centers  and  a  skeleton  crew 
remained  in  the  Washington 
facilities,  which  all  were  being 
monitored  remotely. 

Ellen  Messmer,  Carolyn  Duffy 
Marsan,  Denise  Pappalardo, 
Jennifer  Mears  and  Kathleen 
Ohlson  contributed  to  this  story. 


Tragedy  claims  high-tech  executives 


The  grim  task  of  identifying  the  victims  of  last  week's  terror¬ 
ist  attack  revealed  that  several  executives  from  high-tech 
companies  were  among  the  dead. 

Six  executives  were  killed  aboard  hijacked  airplanes  that  were 
used  in  the  attack. 

These  victims  included  Daniel  Lewin,  31,  co-founder  and  CTO 
of  Internet  communication  company  Akamai  Technologies,  and 
Edmund  Glazer,  41,  CFO  of  California  optical  network  company 
MRV  Communications.  Both  were  on  board  American  Airlines 
Flight  11,  which  slammed  into  the  north  tower  of  the  World 
Trade  Center.  Also  on  the  flight  was  Phil  Rosenzweig,  47,  a 
director  in  Sun's  software  organization  who  had  been  with  the 
company  since  1991. 

"Daniel  Lewin,  or  Danny  as  we  all  knew  him,  was  just  a  great 
guy,"  says  Doug  Cavit,  CIO  at  McAfee.com,  one  of  Akamai's 
first  customers.  “We’re  all  poorer  with  him  being  gone." 

James  Hayden,  47,  the  CFO  for  Netegrity,  which  develops  Web- 
access  control  software,  was  killed  aboard  United  Airlines  Flight 
175  when  terrorists  crashed  the  plane  into  the  World  Trade 
Center's  south  tower.  He  was  traveling  to  Los  Angeles  to  speak 
at  the  Credit  Suisse  First  Boston  Software  Conference  in  Dana 
Point,  Calif.  Netegrity  CEO  Barry  Bycoff  was  supposed  to  be  on 
the  plane  with  Hayden  but  was  delayed  in  traffic  in  Boston. 

Mark  Bingham,  founder  of  The  Bingham  Group,  a  public  relations 
firm  specializing  in  wireless  technology,  was  killed  in  the  crash  of 
United  Flight  93  bound  for  San  Francisco  from  Newark,  N.J. 

Bingham  is  believed  to  be  part  of  a  group  of  passengers  who 
struggled  with  hijackers  before  the  plane  went  down  in 
Somerset  County,  about  80  miles  southeast  of  Pittsburgh,  short 
of  its  likely  intended  targets  at  either  Camp  David,  Md.,  or  the 
White  House.  Before  the  crash,  Bingham  phoned  his  mother  to 
tell  her  that  he  loved  her. 

“Mark  was  a  person  of  action  and  he  would  not  stand  by  and  let 
something  like  this  happen,"  says  Judy  Curtis,  a  senior  account 


Daniel  Lewin:  Friends  mourn  loss  of 
Akamai  executive. 


manager  at  the  company  and 
the  first  person  Bingham 
hired.  "His  friends  here  in 
San  Francisco  think  someone 
like  Mark  would  have  tried  to 
intervene  and  do  something.” 

Steven  “Jake”  Jacoby,  the 
COO  of  Metrocall,  a  wire¬ 
less  messaging  company, 
was  killed  aboard  American 
Airlines  Flight  77,  which 
crashed  into  the  Pentagon. 
He  was  en  route  from 
Washington,  D.C.,  to  Los 
Angeles  to  participate  in  the 
Personal  Communication 
Industry  Association  confer¬ 
ence  and  exhibition  this  week. 

Also  killed  was  Todd  Beamer,  32,  a  sales  manager  with  Oracle. 
Beamer,  who  had  been  with  the  company  for  seven  years,  was 
flying  to  California  for  a  company  meeting  on  Flight  93. 

Suzanne  Calley,  42,  worked  in  strategic  marketing  for  Cisco 
and  was  on  board  American  Airlines  Flight  77  that  crashed  into 
the  Pentagon.  She  would  have  celebrated  her  20th  wedding 
anniversary  the  next  day. 

Also  killed  on  Flight  11  were  Jeffrey  Coombs,  42,  a  security 
analyst  for  Compaq,  and  Jeff  Mladenik,  43,  interim  president  of 
Epsilon  Logic,  which  develops  COM/DCOM  components  and 
development  tools.  Also  Christopher  Zarba,  47,  a  software  engi¬ 
neer  at  Concord  Communications,  died  aboard  American 
Airlines  Flight  11. 

—  John  Fontana 

Network  World  Senior  Writer  Jennifer  Mears  contributed  to 
this  report. 


Core-to-Edge 
Enterprise  Solutions 

that  span  from  the  data  center,  to  the  department  level, 
all  the  way  to  the  very  edge  of  your  enterprise. 


? ;  "  ••  • :  s&yf. 


Hard  at  work  at  the  very  heart  of  the  world's  most  demanding  and  reliable  storage 
networks,  you'll  find  McDATA  enterprise  solutions.  In  over  70  of  the  Fortune 
100,  10  of  the  15  largest  U.S.  banks,  and  9  of  the  10  top  ISPs.  We've 
leveraged  our  open  storage  networking  technology  and  fabric  management  software 
expertise  to  create  a  full  family  of  open  enterprise  solutions  —  core-to-edge. 
Day-in  and  day-out  delivering  99.999%  availability  to  some  of  the  world's  most 
prominent  companies,  we  have  the  experience  you  can  rely  on,  too.  So  go  to  our 
web  site  or  give  us  a  call.  Without  a  doubt,  we've  got  a  solution  that  fits  your  needs. 
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All  eyes  at  the  N+l  trade  show  were  on  TVs  reporting  Tuesday's  tragedy. 


Interop 

continued  from  page  1 

technology”  says  Bob  Grow, 
10GEA  chair  and  an  Intel  engi- 
neer.“Lots  of  people  have  left  due 
to  the  tragic  events.” 

Show  organizer  Key3Media 
wouldn’t  release  attendance  fig¬ 
ures,  but  the  number  was  certainly 
less  than  the  50,000-plus  the 
Atlanta  show  normally  attracts 
each  year.  The  economy  didn’t 
help  either. as  many  cash-strapped 
companies  curtailed  travel. 

“It  is  obvious  to  anyone  that  our 
attendance  will  have  been  affect¬ 
ed. To  what  degree  we  don’t  know 
yet,”  says  Rick  Moore,  senior  vice 
president  of  communications  at 
Key  3  Media  Group. 

“Obviously  it  affects  people,  but 
there  was  no  place  really  for  peo¬ 
ple  to  go,”  Moore  says.  “We  closed 


a  little  early  on  Tuesday  because 
a  lot  of  the  vendors  and  atten¬ 
dees  wanted  to  get  on  the  phone, 
they  needed  some  time  to  get  a 
hold  of  family  and  friends 

“There  were  keynoters  that 
were  stuck  either  in  NY  or 
California  or  whatever. There  was 
some  disruption  and  we  had  to 
juggle  the  keynoters  around,”  he 
adds.  “But  1  think  for  the  most 
part,  Wednesday  morning,  there 
was  kind  of  resolve:  ‘You  know 
what, this  is  not  business  as  usual, 
but  on  the  other  hand  we’re  not 
going  to  let  something  like  this 
just  totally  cripple  us.’” 

One  observer  said  there  was 
some  good  foot  traffic  Wed¬ 
nesday  through  the  Cisco  and 
Extreme  booths. 

Novell  also  paid  a  heavy  price. 
N+I  was  supposed  to  be  the  big 
coming-out  party  for  the  NetWare 


6  Internet  services  platform,  but 
showgoers  were  too  preoccupied 
to  pay  much  attention.  The  key¬ 
note  by  Novell  Chairman  Eric 
Schmidt  was  canceled  (www. 


nwfusion.com,  DocFinder:  6060). 

3Com  was  also  counting  on  N+I 
to  make  a  comeback  of  sorts  after 
being  absent  from  the  last  three 
major  industry  trade  shows  — 


NetWorld+Interop  Las  Vegas  2001 
in  May;  ComNet  2001  in  Washing¬ 
ton,  D.C.,  in  January;  and  Net¬ 
World+Interop  2000  in  Atlanta. 

But  3Com  plowed  ahead  and 
announced  several  new  offerings 
for  its  NBX  LAN  telephony  system. 
The  firm  announced  Unified 
Communications  software  for 
NBX,  which  can  be  used  to  inte 
grate  NBX’s  voice  mail  system 
with  Microsoft  Exchange  or  Lotus 
Notes  e-mail  servers.  The  Unified 
software  will  be  available  in  the 
first  quarter  of  2002  for  $125  per 
seat. 

The  company  also  announced 
IP  Virtual  Tie  Line  software  for 
NBX,  which  lets  users  in  separate 
offices  make  interoffice  calls  and 
transfer  calls  over  an  IP  backbone 
by  simply  dialing  an  extension. 
The  software  starts  at  $3,000. 

And  finally  3Com  introduced  a 
low-end  IP  phone  with  fewer  fea¬ 
tures  than  previous  NBX  phones 
but  at  half  the  cost, at  $285, as  well 
as  software  for  stitching  together 
NBX  voice-mail  systems  at  sepa¬ 
rate  sites  into  a  logical  system.The 
multisite  voice  mail  software 
costs  $8,000  per  system. 

Other  products  and  services 
announced  at  the  show  include: 

•  The  AT&T  Managed  Services 
Portal. The  portal  provides  a  wide 
range  of  real-time  performance 
reports  that  customers  can  use  to 
monitor  hosted  applications. 
Businesses  can  view  usage  levels 
on  their  Web  sites  and  monitor 
daily  network  volumes.  Pricing 
was  not  available. 

•  An  enhanced  version  of 
Spirent  SmartxDSL  test  device. 
The  diagnostic  tool  measures  key 
DSL  network  and  network-device 
performance  metrics,  such  as 
throughput,  latency  packet  loss 
and  session  establishment  tests. 
Pricing  starts  at  $4,000. 

•  Computer  Associates’  Uni¬ 
center  Service  Desk  5.5,  formerly 
known  as  Unicenter  TNG  Ad¬ 
vanced  Help  Desk.  New  with  this 
release  of  the  service  desk  soft¬ 
ware  are  wireless  and  mobile 
connectivity  features.  CA  says  net 
managers  can  now  access  track¬ 
ing  mechanisms  and  operational 
statistics  in  real  time  via  Web  and 
wireless  devices.  The  firm  also 
added  trend-analysis  support  that 
will  help  users  track  problems 
over  time  and  better  meet  service- 
level  agreements. 

IDG  News  Service  contributed  to 
this  story. 

Get  more  information  online. 
DocFinder:  6045 
www.nwfiision.com 


10  Gigabit  Ethernet  put  to  the  test  at  NetWorld+Interop 


Eighteen  vendors  of  10G  Ethernet 
products  contributed  their  wares  for 
a  demonstration  of  the  technology  at 
NetWorld+Interop  2001  in  Atlanta  last 
week,  in  an  effort  to  show  the  network 
industry  that  prestandard  10G  technology 
can  successfully  communicate. 

The  product  test  test  was  hosted  by  the 
10  Gigabit  Ethernet  Alliance  (10GEA)  indus¬ 
try  group  and  was  billed  as  more  of  a  gen¬ 
eral  product  demonstration  than  a  proving 
ground  to  show  whose  products  worked 
and  whose  did  not,  so  results  on  vendor-to- 
vendor  interoperabil¬ 
ity  were  not  re¬ 
leased.  Even  so, 
demo  organizers  say 
the  showing  of  10G 
products  proves  to 
enterprise  and  carri¬ 
er  users  that  10G 
bit/sec  Ethernet  is 
ready  for  deploy¬ 
ment  and  that  the 
technology's  hefty 
price  tag  could  drop 
soon,  thanks  to 

advancements  being  made  in  optical  inter¬ 
face  and  10G  chip  technologies. 

Major  Gigabit  Ethernet  switch  vendors 
that  participated  in  the  demo  included 
Avaya,  Cisco,  Extreme  Networks,  Foundry 
Networks  and  Nortel.  All  of  these  switch 
vendors  have  announced  10G  products  that 
are  supposed  to  ship  by  year-end,  except 
for  Extreme,  which  has  not  yet  specified  a 
shipping  date  or  price  for  its  product. 
Component  and  testing  equipment  makers 
represented  at  the  demonstration  included 
Agilent  Technologies,  Broadcom  and  PMC- 


Interop  served  as  the  stage  for  18  10G 
Ethernet  companies  to  demo  their  wares. 


Sierra. 

“The  focus  was  getting  the  vendors  to 
play  together  and  to  get  traffic  flowing," 
over  10G  connections,  says  Bob  Grow,  chair 
of  the  10GEA  and  an  Intel  engineer. 

Instead  of  just  connecting  all  the  vendors’ 
10G  switches  together  in  one  large  10G 
bit/sec  mesh,  the  switches  were  set  up  in  a 
mixture  of  topologies,  with  some  switches 
aggregating  multiple  Gigabit  connections 
and  a  few  connecting  to  each  other  over 
10G  links. 

Five  of  the  seven  vendors’  switches  in  the 
demonstration  were  able 
to  talk  to  each  other  over 
10G  links,  according  to 
Grow. 

"This  demo  should  give 
potential  customers 
confidence  in  looking  at 
technology  —  confi¬ 
dence  that  it’s  really 
Ethernet  and  it's  really 
plug  and  play,”  Grow 
says. 

Products  demonstra¬ 
ted  included  Avaya’s 
Cajun  P550,  Extreme’s  BlackDiamond, 
Cisco's  Catalyst  6500,  Foundry's  Netlron 
and  Nortel's  PassPort  8600.  All  the  boxes 
are  currently  shipping  backbone  switches 
that  were  fitted  with  10G  Ethernet  blades. 

One  chip  technology  that  showed  suc¬ 
cessful  interoperability  was  the  10G 
Attachment  Unit  Interface  (XAUI)  chipset. 
XAUI  —  pronounced  “zowie"  —  is  an  alter¬ 
native  version  of  the  10G  standard  draft 
that  specifies  how  optical  transceivers  and 
silicon  on  a  10G  board  communicate. 
Specifically,  the  technology  outlines  how  to 


reduce  the  number  of  pins  on  the  physical 
interface  of  a  10G  module  from  72  to  16 
pins.  While  this  may  sound  esoteric,  “the 
more  things  you  can  pack  onto  a  board,  the 
cheaper  it  will  be,"  Grow  says.  “The  mes¬ 
sage  here  is  that  [XAUI]  presents  a  path 
for  driving  down  costs  for  10  Gigabit 
Ethernet.” 

Grow  estimates  that  XAUI  technology 
could  cause  the  per-port  price  of  10G 
Ethernet  to  drop  by  as  much  as  80%  during 
the  next  few  years.  (Prices  for  announced 
10  Gigabit  products  range  from  $20,000  to 
$80,000  per  port.) 

While  many  who  observed  the  multiven¬ 
dor  demonstration  were  impressed, 
according  to  Grow,  other  industry  watch¬ 
ers  say  it  will  take  more  to  spur  wide¬ 
spread  10G  adoption. 

“Demonstrating  interoperabiltiy  is  fine, 
but  enterprise  customers  are  going  to 
need  something  to  scare  them  into  using 
it  because  there's  no  real  reason  to 
deploy  it  just  yet,"  says  Robin  Layland, 
principal  consultant  at  Layland  Consulting 
in  West  Hartford,  Conn.  “Technology  such 
as  network-attached  storage  could  drive 
users  to  10G,  it  certainly  could  use  the 
bandwidth." 

And  while  advancements  —  such  as  XAUI 
—  may  help  bring  down  10G  costs,  other 
concerns  about  the  technology  still  remain. 

"10G  Ethernet  still  needs  a  lot  of  the  car¬ 
rier-class  technology  built  in  to  it,  and  my 
main  question  about  it  is  when  all  that 
redundancy,  etc.,  is  finally  in  there,  will  10G 
Ethernet  still  be  inexpensive?  At  this  point 
that's  not  clear,"  says  Michael  Walsh,  presi¬ 
dent  of  the  Frame  Relay  Forum. 

—  Phil  Hochmuth 


What's  the  best  way 
to  deploy  QoS?” 


voice  over  IP  now? 


“How  can  I  improve 
security  across  my  j 
network?” 


“What’s  the 
role  of  MPLS  in 
a  VPN?” 


Got  questions  about  the  WAN? 


AWAY! 


As  the  next-generation  wide-area  network  (WAN) 
evolves,  network  and  IT  professionals  like  you  are 
faced  with  a  new  set  of  critical  questions. 

There’s  no  better  place  to  get  answers  than 
Network  World’s  State  of  the  WAN:  Extending  Your 
Network’s  Reach. 

This  interactive  Town  Meeting  is  your  chance  to 
fire  technical  and  strategic  questions  at  WAN  experts 
who  won’t  duck  the  tough  ones.  Go  head-to-head 
with  leading  vendors  shaping  the  future  of  the  WAN. 
Share  ideas,  experiences  and  knowledge  with  peers 
who  face  the  same  challenges  as  you. 
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Extending  Your 
Network’s  Reach 

A  Network  World  Town  Meeting 

SAN  JOSE,  CA 

Sept.  20  Postponed 

NEW  DATE  TO 

BE  ANNOUNCED 

WASHINGTON,  D.C. 

October  11 

LOS  ANGELES,  CA 
Sept.  21  Postponed 

NEW  DATE  TO 

BE  ANNOUNCED 

CLEVELAND,  OH 

October  16 

BOSTON,  MA 

October  9 

ATLANTA,  GA 

October  17 

NEW  YORK,  NY 

October  10 

CHICAGO,  IL 

October  18 

Join  industry  experts  Dr.  Jim  Metzler,  founder  of 
Ashton,  Metzler  and  Associates,  John  Gallant,  president  and 
editorial  director  of  Network  World,  and  Sandra  Gittlen, 
events  editor  at  Network  World,  for  a  focused  discussion  of 
the  most  pressing  issues  facing  WAN  managers  today.  Walk 
away  with  the  knowledge  you  need  to  tackle  VPNs,  security, 
VoIP,  quality  of  service,  MPLS,  network  access  and  more. 

Do  what  more  than  5,000  satisfied  network  and 
IT  professionals  have  already  done  —  attend  this  FREE 
Network  World  Town  Meeting.  Register  now  for  State 
of  the  WAN:  Extending  Your  Network’s  Reach  and  be 
prepared  to  fire  away! 

GOLD  EXHIBITING  SPONSOR: 


SBS 

Technologies 


Register  today  at  www.networkworld.com/seminars/wan  or  call  800-643-4668. 

To  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  508-490-6520  or  adamato@nww.com. 


TOWN  MEETING 


Where  technology  leaders  answer  to  you. 
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Project  mgmt.  key  to  CRM 

Picking  a  vendor  and  installing  its  software  only  a  piece  of  the  puzzle. 


■  BY  ANN  BEDNARZ 

ORLANDO  —  Gartner’s  semi¬ 
annual  customer  relationship 
management  summit  lost  much 
of  its  momentum  when  last 
week’s  terrorist  attacks  occurred, 
but  not  before  analysts  and  users 
shared  some  CRM  wisdom  with 
the  show’s  567  attendees. 

Scott  Nelson, vice  president  and 
research  director  for  Gartner’s 
CRM  group,  opened  his  keynote 
address  with  a  sobering  statistic: 
More  than  50%  of  CRM  imple¬ 
mentations  are  considered  fail¬ 
ures,  a  trend  that  will  continue 
through  2006. 

“The  odds  are, your  CRM  project 
will  be  a  failure,”  Nelson  told  the 
attendees. 


He  cited  the  top  10  causes  of 
CRM  failure,  including  poor-qual¬ 
ity  customer  data;  limited  cus¬ 
tomer  input;  lack  of  coordination 
among  departmentwide  initia¬ 
tives;  and  sales  incentives  that  are 
tied  to  old  objectives. 

The  message:  Lack  of  a  compre¬ 
hensive  strategy  is  what  derails 
many  CRM  efforts. 

Mark  Meyer,  director  of  CRM  at 
BMC  Software,  agrees.  His  com¬ 
pany  twice  failed  to  get  Siebel’s 
field-sales  application  up  and 
running  smoothly.  The  CRM 
team  didn’t  involve  users,  fed 
bad  data  into  the  system,  didn’t 
do  adequate  work  to  analyze 
business  processes,  and  didn’t 
get  the  support  of  sales  man¬ 
agement,  Meyer  said. 


Elusive  success 

Through  2006,  more  than 

of  all  CRM  Implemen¬ 
tations  will  be  viewed 
as  failures  from  the 
customer  point  of  view, 
Gartner  predicts. 


When  it  tried  a  third  time  to  roll 
out  Siebel’s  applications,  BMC 
faced  significant  resistance  from 
users.  If  you  mentioned  Siebel  to 
the  sales  team, “immediately  dart¬ 
boards  began  to  materialize  on 


VPN  security  requirements  debated 

Data  can  be  compromised  if  partner’s  network  is  unsafe. 


■  BY  SANDRA  GITTLEN 

Debates  about  the  security  of 
IP  VPNs  rage  on  throughout  the 
industry,  but  many  large  VPN 
users  are  most  worried  about 
what  happens  to  their  traffic 
when  it  reaches  a  recipient’s 
network. 

Where  an  IP  tun¬ 
nel  terminates  is  as 
critical  as  the  over¬ 
all  connection  it¬ 
self,  according  to 
Jim  Metzler,  founder 
of  Ashton,  Metzler 
and  Associates  and 
moderator  of  Net¬ 
work  World's  multi¬ 
city  State  of  the 
WAN  tour. 

Data  can  be  great¬ 
ly  compromised  if 
an  IP  tunnel  dumps 
off  into  an  insecure 
part  of  another 
company’s  network, 
he  says.  For  instance,  if  you  con¬ 
nect  to  a  partner  that  passes  your 
traffic  straight  through  to  its  net¬ 
work  without  holding  the  traffic 
in  a  “demilitarized  zone,”  then 
your  information  could  be  in 
jeopardy. 

For  Walter  Nieczyporowski,  a 
network  specialist  at  the  Bank  of 
Montreal  in  Toronto,  this  is  unac¬ 
ceptable.  His  company  goes  to 


great  lengths  to  check  out  the 
specifications  at  the  other  end  of 
any  planned  IP  tunnel  ahead  of 
time. 

“We  want  to  know  what’s  at  the 
other  end.  We  don’t  want  to  cre¬ 
ate  a  tunnel  if  they  are  exposed  to 
the  ’Net  on  the  other  side,”  he 
says.  Nieczyporow¬ 
ski  and  his  team,  as 
well  as  the  bank’s 
information  secur¬ 
ity  experts,  work 
closely  with  cus¬ 
tomers,  such  as  big 
oil  companies,  that 
want  to  establish 
private  connec¬ 
tions  with  the 
bank. 

The  team  makes 
sure  there  is  no 
direct  connection 
between  the  end  of 
an  IP  tunnel  and 
the  destination 
site’s  corporate  net¬ 
work.  If  the  information  security 
team  does  not  feel  comfortable 
with  the  setup,  it  will  deny  the 
request  to  create  a  link. 

A  director  of  communications 
technology  at  a  large  pharma¬ 
ceutical  company  who  asked  not 
to  be  named,  takes  this  a  step  fur¬ 
ther.  His  company’s  legal  team 
requires  all  customers  and  part¬ 
ners  linking  in  through  IPVPNs  to 


sign  a  liability  document. 

“We’re  sharing  drug  plans  with 
other  companies,  doing  e-com- 
merce,”he  says.“It’s  more  than  just 
needing  firewalls  on  either  side.” 

Then,  an  audit  begins.The  com¬ 
pany  hands  over  its  guidelines  for 
partnering,  including  a  proposed 
architecture  for  the  drop-off 
point.  “There  are  always  some 
companies  that  want  to  throw 
you  into  a  router  with  an  [access 
control  list]  on  it.That’s  not  allow¬ 
able,”  he  says. 

There  are  no  shared  ports 
allowed  in  this  plan.  In  fact, a  part¬ 
ner  needs  to  have  a  router  run¬ 
ning  VPN  software  in  a  DMZ  with 
a  separate  network  card  for  just 
that  traffic,  he  says.  The  pharma¬ 
ceutical  company  also  scruti¬ 
nizes  the  partner’s  security  poli¬ 
cies,  including  who  has  access  to 
the  network. 

“We  aren’t  going  to  just  plug 
into  a  company  because  they  say 
they  have  a  VPN.  VPNs  don’t 
mean  the  same  thing  to  all  peo¬ 
ple,”  he  says.  “That’s  why  we’re 
clear  about  our  requirements.” 

The  director  acknowledges  that 
not  all  partners  have  this  technol¬ 
ogy  in  place,  and  he  dispatches 
his  team  to  help  set  up  the  pre¬ 
ferred  drop-off  point,  if  needed. 
Sometimes,  the  company  will 
even  fund  the  upgrade  if  the  part¬ 
nership  is  critical.  ■ 


More  online! 


IP  VPNs  are  included  in  the 
agenda  for  our  State  of  the  WAN 
and  Security/VPNs  seminars. 
Sign  up  now. 

DocFinder:  6043 


your  shirt,”  Meyer  told  attendees. 

Meyer  and  his  team  worked 
hard  to  earn  the  sales  team’s 
support  in  BMC’s  third  attempt 
—  which  was  successful.  If  he 
had  to  do  it  over  again,  Meyer 
said  he  would  double  the  time 
spent  with  executive  manage¬ 
ment  and  do  more  return-on- 
investment  analysis. 

Melissa  Johnson,  senior  vice 
president  and  CIO  of  Sterling 
Commerce,  shared  the  lessons 
she  learned  in  preparing  to  up¬ 
grade  her  company’s  Vantive 
applications  to  the  PeopleSoft  8 
suite. 

First  and  foremost,  Johnson 
advocates  a  plain  vanilla  imple¬ 
mentation. 

“Do  everything  in  your  power 
to  convince  the  business  not  to 
customize,”  she  said.  Johnson 
also  stressed  the  need  for  accu¬ 
rate  customer  data  and  business 
partner  training. 

In  a  session  on  project  imple¬ 
mentation,  Gartner  Research  Dir¬ 
ector  Walter  Janowski  spoke 
about  the  importance  of  arming 
your  CRM  project  team  with 
adequate  resources.  He  shared 
some  advice  on  assembling  the 
right  CRM  team: 

•  Include  the  finance  depart¬ 
ment.  “Make  friends  with  Fin¬ 
ance,”  Janowski  said.  It  helps  to 
have  someone  with  financial 
clout  backing  the  CRM  project 
from  the  start. 

•  Look  for  outside  assistance. 
Most  firms  can’t  do  a  complex 
CRM  implementation  with  only 
internal  expertise. 

•  Keep  project  management 
internal.  While  outside  consul¬ 
tants  are  helpful  for  advising  and 
assisting,  Janowski  recommends 
looking  in-house  to  fill  project 
manager  positions. 

•  Don’t  underestimate  the  im¬ 
portance  of  accurate  database 
content. 

Janowski  also  said  to  be  wary 
of  vendors  offering  big  dis¬ 
counts  if  you  buy  all  of  your 
software  licenses  upfront.  If  you 
know  the  majority  of  users 
won’t  use  the  software  until  an 
18-month  implementation  is 
complete,  why  buy  now?  You’ll 
be  paying  maintenance  and 
support  fees  for  unopened  li¬ 
censes,  and  an  upgraded  ver¬ 
sion  may  be  available  by  the 
time  users  are  ready  to  use  the 
software,  he  said.  ■ 
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Gigabit  capability  on  your  current  Cat-5  network  isn’t  a  pipe  dream.  With  Intel”  PRO/IOOO  T  Server  Adapters  you  can  increase  your  bandwidth  capacity 
by  a  massive  ten  times.  These  gigabit  adapters  work  with  your  existing  10/1 00Mbps  network  and  will  seamlessly  ramp  up  to  1000Mbps.  And  they’re  not 
just  super-fast.  They’re  super-flexible.  Intel  PRO/1000  T  Server  Adapters  offer  advanced  server  features  like  load  balancing  and  fault  tolerance  across 
multiple  operating  systems.  Intel”  PRO  Network  Connections,  the  intelligent  way  to  connect.  For  more  information  and  a  trial  kit,  visit  intel.coin/network/go/cat5/ 
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VERITAS  Software 


drives  your  data. 

VERITAS.  The  software  that  fuels  storage. 


VERITAS 


Register  today  for  VERITAS  VISION  2001 

at  veritasvision.com 
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INTRODUCING  THE  FASTEST  STORAGE  SOFTWARE  ON  EARTH. 


BrightStor™  Enterprise  Backup 

What  good  is  storage  software  if  it  isn't  fast  enough  to  back  up  all  of  your  critical  information? 

BrightStor  Enterprise  Backup  sets  a  new  standard  for  high-speed  storage  software,  which  means 
you  don't  have  to  pick  and  choose  what  data  to  protect.  So  if  you're  looking  for  the  best  storage 
solution  for  UNIX,  Windows  NT,  and  Windows  2000,  you  just  found  it. 

HELLO  TOMORROW  |  WE  ARE  COMPUTER  ASSOCIATES  |  THE  SOFTWARE  THAT  MANAGES  eBUSINESS1" _ ca.com/brightstor 


Computer  Associates™ 


©2001  Computer  Associates  International,  Inc.  (CA).  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 


Advanced  Storage  by  Sony" 


•518GB  compressed,  200GB  uncompressed 

©2001  Sony  Electronics  Inc  All  rights  reserved.  Reproduction  in  whole  or  in  part  without  written  permission  is  prohibited  Features  and 
specifications  subject  to  change  without  notice.  Sony,  Advanced  Storage  by  Sony,  DTF  and  the  DTF  logo  are  trademarks  of  Sony 


What  defines  the  best  in  data  storage  solutions? 
A  system  that  fits  your  space,  storage,  and  budget 
parameters.  A  modular  system  that  scales  from 
540  Gigabytes  all  the  way  to  11  Petabytes. 

A  tape  drive  with  a  precedent-shattering  24MB 
per  second  sustained  transfer  rate.  And  robotics 
proven  over  years  and  years  of  24/7  pounding. 
In  short,  it  takes  Sony. 


Sony  Data  Systems  data  storage  products  have 
long  been  the  choice  where  the  volumes  of  data 
are  vast  and  the  access  demands  are  severe,  such 
as  data  centers,  and  in  online  services,  government, 
broadcasting,  seismology,  and  medicine.  And  Sony 
systems  are  based  on  an  unwavering  commitment 
to  tape  technology.  Our  latest  DTF-2  tapes  store 
up  to  518GB*.  And  incorporate  either  an  ultra-wide 
SCSI  or  Fibre  Channel  interface.  And  our  latest 
midrange  automated  tape  libraries  fit  your  space 
requirements  and  your  budget,  not  to  mention 
your  SAN  and  NAS  environments. 


So  if  your  data  storage  requirements  are  more 
demanding  then  ever,  your  choice  is  easier  than  ever. 


i/ff 

DTF 

Digital  Tape  Format 


1-800-829-7669 


www.sony.com/datasystems 


For  further  information  on  Sony 
Data  Storage  Systems,  please  call: 


Sony  DTF  Data  Storage 
Products:  A  Perfect  Fit 
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Storage  ROI: 

Gaining 

Order 

From  Chaos 

ccording  to  a  recent  study, 

all  the  digitized  data  on  the  planet  since  the  beginning 
of  time  will  double  within  two  years.  After  that,  you  can 
expect  a  twofold  increase  every  12  to  18  months.  The 
average  “Data  2000”  company  (the  largest  2000  storage 
users)  will  double  its  online  capacity  demands  every  8V2 
months. 

Small  wonder  that  IT  professionals  are  preoccupied 
with  storage  matters  these  days.  Storage  is  the  corner¬ 
stone  of  all  we  do  in  IT — after  all,  it’s  the  zeros  and  ones 
we  generate,  manipulate,  and  try  to  manage  that  can 
mean  the  difference  between  business  success  and  failure. 

IT  departments  are  in  the  throes  of  a  true  crisis — 
keeping  up  with  ever-increasing  demand  for  storage 
while  money  and  personnel  are  at  a  premium.  These  IT 
departments  are  asked  to  perform  herculean  tasks  on  a 
daily  basis,  all  the  while  knowing  the  next  wave  of 
growth  is  right  around  the  corner. 

Beginning  September  25  in  Washington,  D.C.,  I  will 
moderate  a  series  of  Network  World  Town  Meetings  that 
address  how  investing  in  storage  networks  can  help  IT 
professionals  manage  and  leverage  the  increasing  volume 
of  corporate  data — the  lifeblood  of  the  business. 

In  these  sessions,  industry  leaders  will  present  current 
technologies  designed  to  allow  you  to  do  more  with 
less — a  critical  ingredient  for  success.  These  Town 
Meetings  will  show  you  what  is  real  and  what  is  prom¬ 
ised,  and  how  you  can  you  solve  todays  problems  with 
current  technology — solutions  that  will  continue  to  pro¬ 
vide  ROI  down  the  road. 

As  an  attendee,  you  will  have  the  opportunity  to  ask 
me  and  other  industry  representatives  hard  questions, 
specific  to  your  needs.  Together  we’ll  try  to  unravel  the 
mystery  of  where  the  storage  world  is  headed. 

For  more  information  on  the  Town  Meetings,  click  on 
www.networkworld.com/seminars/storage.  Meanwhile, 
crack  the  pages  of  this  supplement,  “Storage  ROI  is 
Hot,”  and  begin  your  journey  of  harnessing  order  and 
direction  from  chaos. 

— Steve  Duplessie 

Founder/ Senior  Analyst,  The  Enterprise  Storage  Group  Inc. 

uni'll',  en  terprisestoragegroup.  com 
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of  profanity*/ 
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will  bring  your 
data  back.  /  .Vi 


Put  an  end  to  lost  data  with  the 
MaxAttach™  NAS  4300  file  server 
from  Maxtor.  Only  the  MaxAttach 
4300  with  Persistent  Storage 
Manager  (PSM)  attaches  to  your 
network  via  Ethernet  and  auto¬ 
matically  takes  snapshots  of  your 
file  system  as  often  as  you  tell  it 
to.  Making  data  recovery  easier 
than  ever.  And  like  all  of  our  NAS 
4000  Series  products,  it  provides 
disk  storage  for  the  cost  of  tape. 
So  while  profanity  won't  bring 
your  data  back,  the  new 
MaxAttach  4300  will.  Compare 
the  MaxAttach  4000  Series  to 
other  storage  solutions  with  the 
MaxAttach  Storage  Calculator 
at  www.maxtor.com/ma320  or 
call  1-800-240-9201. 


MaxAttach  NAS  4300 
File  Server 


400GB  capacity 
PSM  snapshot  capability 
Gigabit  &  10/100  Ethernet 
$5,999  MSRP 
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Network 
storage 
TCO  and 
ROI  are 
critical, 
but  don’t 
lose  sight 
of  the 
long-term 
payback. 


Potential 


Information  growth  knows  no  boundaries. 

and  is  impervious  to  economic  ups  and  downs.  Managing  the  staggering 
growth  of  digital  information  and  the  associated  infrastructure  in  times  of 
economic  slowdown  poses  quite  a  challenge.  Network  storage  architectures 
promise  to  help.  The  challenge  for  IT  management  is  determining  the  value 
of  these  new  technologies. 


Today,  harassed  IT  managers  are  taking  a  closer 
look  at  storage  strategies  and  investments.  Measures 
such  as  total  cost  of  ownership  (TCO)  and  return  on 
investment  (ROI)  have  become  standard  require¬ 
ments  in  all  storage  proposals.  In  fact,  preliminary 
results  of  a  recent  study  by  Enterprise  Management 
Associates,  co-sponsored  by  Network  World,  show 
that  the  predominant  measure  used  to  track  expecta¬ 
tions  of  network  storage  solutions  is  TCO. 
Companies  are  requiring  the  entire  solution — stor¬ 
age,  storage  infrastructure,  and  management — to 
bring  significant  value  to  their  environments. 


Dividends  Ahead 


At  a  time 

when  the  business  value  of  technology  reigns 
supreme,  companies  may  be  hesitant  to  invest  in  net¬ 
work  storage.  But  investing  in  a  net- 
|  work  storage  architecture  brings  sig¬ 
nificant  value  to  the  problem  of  ever- 
expanding  backup  windows  by  allow¬ 
ing  the  data  to  be  moved  from  primary 
storage  to  secondary  storage  and  even 
tertiary  storage,  without  impacting 
data  accessibility.  “The  predominant 
value  of  network  storage,  as  seen  by  IT 
management  today,  is  the  consolida- 


RICK  STURM 


don  of  data  to  increase  availability  and  reliability  as 
well  as  improve  backup  and  recovery  performance,” 
states  Anne  Skamarock,  senior  analyst  with 
Enterprise  Management  Associates,  and  lead  analyst 
on  the  latest  study. 


An  investment  in  today’s  accessibility  solution  will 
evolve  into  tomorrow’s  manageability  solution. 
Through  industry  organizations  such  as  the  Storage 
Networking  Industry  Association  (SNIA),  vendors 
are  working  aggressively  to  further  the  scope  of  the 
network  storage  solution.  On  the  horizon  are  solu¬ 
tions  that  further  the  efficacy  of  consolidated  storage. 
It  won’t  be  long  before  IT  organizations  will  be  able 
to  use  the  capacity  they  currently  own  more  effec¬ 
tively,  across  applications  and  even  departments. 

Through  the  use  of  virtualization  techniques  and 
policy-driven  procurement  software,  storage  will  be 
allocated  on  the  basis  of  its  capabilities  relative  to 
application  criteria,  rather  than  what  happens  to  be 
sold  with  the  application  server.  Furthermore,  the 
very  near  future  will  bring  the  consolidation  of  net¬ 
work-attached  storage  (NAS)  file  data  and  block 
data  using  a  common  IP  storage  network  infra¬ 
structure. 

IT  management  continues  to  watch  costs  close¬ 
ly.  However,  if  management  only  views  storage  as  a 
cost  center,  they  will  certainly  miss  an  opportunity. 
With  network  storage,  organizations  will  be  able  to 
leverage  continuing  significant  return  on  their 
investments  through  the  technological  generations 
on  the  horizon. 


Rick  Sturm  is  president  of  Enterprise  Management 
Associates,  Boulder,  Colo.  His  most  recent  book  is 
“Foundations  of  Service  Level  Management”  (Sams, 
2000).  E-mail  him  at  sturm@enterprisemanagement.com. 


STORAGE  ROI  IS  HOT 


NETWORK  CONNECTIONS  7 


ROI 


i 


Advertising  Supplement 


How  to  Measure 


The  current  economy  has  greatly  impacted  how  IT  executives  deploy  new 


technologies.  Yet,  even  though  there  might  be  less  money  or  a  freeze  on  IT  spending  in 
many  areas,  storage  demands  continue  to  grow,  forcing  IT  to  juggle  expenses  to  keep  up 
with  exploding  business  data.  IT  executives  today  have  more  to  worry  about 


than  just  where  they  will  store  data  generated  by 
business.  They  must  closely  track  costs  and  deter¬ 
mine  how  to  measure  return  on  investment  (ROI). 

A  May  2001  report  from  Gartner/Dataquest,  a 
market  research  firm  headquartered  in  Stamford, 
Conn.,  shows  external  storage  growing  at  a  104 
percent  compound  annual  rate,  to  over  3.8  million 
Terabytes  in  2005.  These  two  issues  combined  mean 
a  new  focus  on  storage  ROI  to  support  conservative 
storage  purchases — quite  a  rapid  turnaround 
from  recent  years  when  IT  infrastructure 
spending  expanded  at  a  rapid  clip,  according 
to  storage  industry  watchers. 

“What’S  different?  We  are  talking 
about  ROI  now,”  says  Nick  Allen,  vice  presi¬ 
dent  and  research  director  of  storage  research 
at  Gartner  Group.  “Storage  used  to  be  a  sec¬ 
ondary  thing.  But  now  businesses  are  having 
to  deal  with  rapid  growth  as  well  as  justifying 
expenses.” 

David  Graham,  worldwide  IT  operations 
director  at  Vignette  Corp.,  Austin,  Texas,  has 
noticed  the  difference  over  the  last  year. 
Vignette,  an  e-business  software  company,  has  two 
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data  centers  where 
storage  is  a  priority 
and  key  to  business 
operations.  Graham 
has  taken  steps  to 
assess  what  storage 
systems  are  in  place, 
and  how  those  sys¬ 
tems  are  being  used 
by  business  opera¬ 
tions  to  achieve  busi¬ 
ness  goals. 

“Before,  most  com¬ 
panies  were  looking 

to  grab  market  share,”  - 

says  Graham.  “Now 

you  have  to  pay  more  attention  to  your  run  rates  and 
expense  lines.  The  focus  is  to  run  the  business  more 
efficiendy.” 

Graham  and  other  IT  executives  are  looking  at 
ways  to  measure  their  IT  efficiencies,  including 
ROI.  Traditionally,  ROI  has  meant  “cost  savings,” 
calculated  as  total  savings  and/or  return  divided  by 
total  cost.  The  gotcha  for  IT  executives  becomes 


During  these  lean 
economic  times, 
corporate  technology 
purchases  are  being 
increasingly 
scrutinized  for 
their  return  on 
investment.  Storage 
is  no  exception. 
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Our  storage  systems  are  plug-and-play. 
No  matter  who  makes  the  plug. 


Our  competitors  would  never  give  you  so  much  freedom.  But  at  Hitachi  Data  Systems”  we 
always  approach  things  a  bit  differently.  We  know  succeeding  in  the  global  e-world  means 
you  have  to  be  more  agile,  more  flexible.  So  we  design  our  Hitachi  Freedom  Storage- 

Lightning  9900'"  Series  and  Thunder  9200"  subsystems  to  be  open  and  work  seamlessly  data  systems 
with  systems  from  other  manufacturers.  Want  to  give  your  company  a  more  open,  flexible 
information  infrastructure  to  grow  on?  Go  to  www.hds.com/9  or  call  1-866-448-2208. 
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CALCULATING 


R  O  I 


John  McArthur,  vice  president  of  worldwide  storage  research  at  International  Data  Corp.  (IDC), 
and  other  analysts  suggest  there  are  a  number  of  measurements  that  go  into  calculating  ROI  of 
existing  and  new  storage  technologies.  The  following  are  some  of  the  factors  they  recommend: 
Determine  the  best  approach  to  a  storage  problem:  a  high  capital  expense  for  a  scalable  and 
reliable  storage  system,  or  a  cheaper  and  less  scalable  system. 

What  are  the  people  costs  associated  with  managing  storage?  Could  investing  in  better  stor¬ 
age  management  tools  reduce  those  costs? 

What  will  a  storage  investment  do  to  improve  application  and  operations  availability,  and  how 
do  organizations  measure  that  improved  uptime? 

Will  adopting  new  storage  systems  or  technologies  lead  to  business  profits? 

How  does  a  storage  investment  help  business?  (An  example  is  getting  products  to  market  faster.) 
Will  outsourcing  storage  or  storage  management  through  a  Storage  Service  Provider  (SSP)  be 
more  cost-effective  than  deploying  a  new  storage  infrastructure? 


what  costs  and  other  measurements  need  to  be  fac¬ 
tored  into  quantifying  these  savings.  The  first  step  is 
to  determine  how  much  the  IT  organization  is 
spending  on  storage,  and  how  much  of  the  storage 
systems  are  being  used.  Many  times  this  can  be  a 
linchpin  in  tight  economic  times. 

“People  are  deferring  decisions  because  they 
haven’t  done  an  ROI,”  says  John  McArthur,  vice 
president  of  worldwide  storage  research  at 
International  Data  Corp.  (IDC),  Framingham,  Mass. 
“You  need  to  know  what  your  current  costs  are. 
Lots  of  companies  don’t  know  how  much  storage 
they  really  have,”  he  says. 

Justifying  storage  expenditures  through  ROI 
analyses  can  be  largely  subjective  and  based  on  indi¬ 
vidual  IT  spending  practices,  according  to  industry 
observers.  But  ROI  does  help  IT  executives  get  a 
better  handle  on  their  storage  environments,  and 
what  will  be  needed  to  scale  for  the  future. 

Adopting  new  storage  architectures  such  as  stor¬ 
age  area  networks  (SANs),  network-attached  stor¬ 
age  (NAS),  or  storage  resource  management  (SRM) 
can  provide  large-scale  ROI.  But  customers  need  to 
do  their  homework  before  investing. 

Allen  says  Gartner’s  advice  to  customers  is 
“understand  your  true  total  cost  of  investment 
before  locking  into  a  value-added  technology.  Don’t 
focus  on  purchase  price  alone.  Realize  how  much 
this  is  costing  you  in  the  long  run.” 

Other  analysts  offer  a  graver  assessment  of  ROI, 
questioning  whether  it  can  really  be  considered  a 
true  IT  cost  analysis  because  of  its  subjective 
nature. 

“Any  attempts  to  calculate  ROI  are  arbitrary,” 
says  Phil  Goodwin,  program  manager  of  storage 
research,  Meta  Group,  based  in  Stamford,  Conn. 
“Senior  management  knows  it  is  impossible  to  cal¬ 


culate.  It  becomes  a  gating  mechanism  to  IT 
expenditures.” 


Storage  Networking 
Can  Cut  Costs 


As  IT  exec¬ 
utives  examine  storage  spending,  storage  network¬ 
ing  is  increasingly  seen  as  a  way  to  boost  IT  cost- 
effectiveness  while  providing  competitive  advan¬ 
tage.  The  movement  toward  SANs  and  NAS  has 
already  begun.  Gartner  Group  predicts  most  server 
storage  will  be  external  and  networked  by  2005. 

There  is  also  mounting  evidence  to  suggest  that 
deploying  storage  networking  (either  SAN  or  NAS) 
can  in  fact  boost  companies’  ROI  by  cutting  a 
number  of  key  costs  associated  with  storage — espe¬ 
cially  storage  management  and  personnel. 

Industry  watcher  Enterprise  Storage  Group, 
Milford,  Mass.,  suggests  that  the  cost  of  moving 
from  a  non-networked  storage  infrastructure  to  a 
network  storage  infrastructure  will  have  a  dramatic 
ROI.  In  a  recent  study  of  IT  executives,  Enterprise 
Storage  Group  found  that  for  those  who  have 
implemented  a  SAN,  the  average  amount  of  storage 
they  felt  their  personnel  could  manage  is  3.7  times 
greater  than  what  they  could  manage  with  a  dis¬ 
tributed  direct-attached  storage  environment.  A 
storage  network-based  environment  also  opens  the 
door  to  deploying  better  storage  management  tools. 

“If  you  are  going  to  make  an  investment  in  any¬ 
thing  this  year,  make  an  investment  in  storage 
resource  management,”  says  IDC’s  McArthur. 

Others  suggest  that  in  addition  to  cutting  storage 
management  costs,  organizations  could  significantly 
improve  their  business  operations.  In  this  era  of  the 
Internet,  where  networking  rules  and  data  availabil¬ 
ity  is  crucial,  imagine  being  better  able  to  handle 
e-business  transactions,  customer  relationship  data, 
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Your  Data  Could  Be 
On  The  Path  To  Destruction 


Failure  to  protect  mission  critical  data  can  kill  your  business  faster  than  your  competitors  can.  Now  you 
can  prevent  data  disasters  from  happening  with  Double-Take®  software  from  N5I  Software.  Double-Take 
delivers  real-time  data  replication — safely,  securely  and  reliably  to  offsite  locations.  So  when  disaster 
strikes,  you  can  strike  back — in  no  time  flat. 

^  GeoC  luster 


Why  risk  weathering  the  storm? 

Get  the  Double-Take  advantage  today,  and 
know  your  data  will  be  there  when  it  counts. 


for  Windows'  2000/NT' 


^Double-Take 


Certified  For 


t-r  n 

L  Windows 


Windows  2000  Advanced  Server 
Windows  2000  Server 


See  for  yourself  why  Double-Take  is  recommended  by  Compaq ®,  Dell ®,  Microsoft !*,  IBM •  and  Hewlett-Packard *.  We 
may  not  be  able  to  save  your  corporate  headquarters,  but  with  Double-Take,  your  customers  won't  know  it's  gone. 

Call  NSI  Software  at  888-674-9495  or  visit  www.nsisoftware.com/nw 

*2001  NSI  Software.  NSI  and  Double-Take  are  registered  trademarks  of  Network  Specialists,  Inc.  GeoCluster  is  a  trademark  of  NSI  Software.  Windows  2000,  Windows  NT, 
and  Microsoft  BackOffice  are  registered  trademarks  of  Microsoft  Corporation.  All  other  names  may  be  trademarks  or  registered  trademarks  of  their  respective  companies. 
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distinguishes  companies  from  one  another  is  the  information 
they  have  and  how  they  make  use  of  it.  The  Holy  Grail 
make  any  information  accessible  to  any  user, 


anytime,  anyplace.” 


-Dan  Tanner,  senior  analyst,  storage  and  storage 
networking  research,  Aberdeen  Group,  Boston 


and  other  mission-critical  data 
types. That  could  lead  to  faster  time 
to  market  for  new  products,  more 
responsive  customer  service,  and  increased  transac¬ 
tion  volumes  supported  on  enterprise  systems. 
Other  studies  and  customer  experiences  support 
these  assertions. 

A  July  2001  ROI  study  by  KPMG  Consulting 
Inc.,  McLean,  Va.,  and  sponsored  by  Brocade 
Communication  Systems,  San  Jose,  Calif,  affirms 
the  cost  benefits  of  investing  in  a  SAN.  KPMG  eval¬ 
uated  two  customers’  experiences  in  moving  to  a 
SAN  environment:  Federal  Express  and  Intuit.  In 
both  customer  sites  SANs  provided  reduced  capital 
expenditures,  increased  IT  staff  efficiency,  improved 
system  and  application  availability,  and  enhanced 
ability  to  efficiently  exploit  the  full  value  of  a  com¬ 
pany’s  information  assets. 

With  Brocade’s  assistance,  Intuit  Inc.,  Mountain 
View,  Calif.,  a  maker  of  personal  finance,  small  busi¬ 
ness  accounting,  and  tax  preparation  software,  began 
deploying  a  SAN  in  1999  that  has  grown  to  provide 
storage  services  to  most  of  the  company’s  depart¬ 
ments.  The  deployment  has  provided  cost  savings  in 
a  number  of  ways,  especially  in  personnel  and  man¬ 
agement  costs.  Intuit  has  used  the  SAN  to  gain 
competitive  advantage  through  the  products  and 
services  it  provides,  according  to  Peter  Philp,  senior 
systems  manager  for  storage  and  backup  in  the 
company’s  technology  operations.  Intuit  has  been 
able  to  improve  the  scope  of  services  it  can  offer 
over  the  Internet,  including  real-time  stock  quotes, 
filing  of  tax  returns,  online  collaboration  between 
tax  accountants  and  clients  to  share  information, 
and  other  online  offerings. 

“Every  one  of  these  things  is  on  a  shared  storage 
array  that  is  backed  up  and  restored  on  a  SAN.  It  has 
completely  changed  our  business,”  says  Philp.  “It 
makes  our  customers  more  efficient  in  what  they 
can  do  online  and  gives  them  a  higher  level  of  data 
integrity  and  security.” 

One  thing  is  clear:  Storage  networking  can  pro¬ 
vide  competitive  advantage  by  making  data  more 
accessible,  regardless  of  the  medium  and  application. 

“All  you  really  care  about  is  the  data,”  says  Dan 
Tanner,  senior  analyst  for  storage  and  storage  net¬ 
working  research  at  Aberdeen  Group,  Boston. 


“What  distinguishes  companies  from  one  another  is 
the  information  they  have  and  how  they  make  use 
of  it.  The  Holy  Grail  is  to  make  any  information 
accessible  to  any  user,  anytime,  anyplace.” 


The  Business  Case 


for  Storage 


So,  you  have 

done  your  ROI  analysis,  formulated  a  budget,  and 
drawn  up  a  strategic  plan  for  your  future  storage 
expenditures.  Not  so  fast.  You  might  want  to  con¬ 
sider  ways  to  bolster  your  business  case  for  storage. 

Traditionally,  storage  hasn’t  been  sexy.  But  the 
battle  to  make  a  business  case  for  storage  is  getting 
easier  as  the  recognition  for  the  value  of  data  grows, 
according  to  industry  analysts. 

“Everyone  buys  into  the  thought  that  informa¬ 
tion  is  valuable,”  says  Meta  Group’s  Goodwin.  A 
good  example  is  customer  resource  management 
applications.  “They  know  they  have  programs  and 
applications  that  generate  data.” 

Knowing  how  to  market  the  value  of  managing 
and  storing  this  data  for  both  IT  and  business  oper¬ 
ations  will  increasingly  be  key  to  ensuring  that  the 
storage  budget  is  fully  funded.  It  all  comes  down  to 
IT’s  interdependency  with  business. 

“What  IT  needs  to  do  is  relate  infrastructure  back 
to  a  business  operation,”  says  Goodwin.  “It  is  easier 
to  associate  revenue  with  an  infrastructure.  And  it 
draws  the  business  manager  into  the  management  of 
that  infrastructure.” 

The  advent  of  SSPs  has  also  changed  the  value  of 
storage  by  making  it  a  service.  For  enterprises,  stor¬ 
age  could  also  be  viewed  as  a  service  for  users  and 
departments — a  repository  for  crucial  data.  Then  IT 
executives  can  better  track  the  use  of  storage  by 
department,  and  build  strategies  that  take  into  con¬ 
sideration  changing  departmental  needs  for  storage. 
Service-level  agreements  with  departments  could 
also  be  leveraged  for  budgetary  responsibility. 

“Many  storage  cost  centers  could  turn  into  profit 
centers,”  says  IDC’s  McArthur.  “They  become  a 
competitive  service  bureau  to  their  company  and 
eventually  offer  the  service  to  other  companies.”  H 


Jamie  Gruener  is  a  former  freelance  writer  and  consultant 
who  recently  joined  Boston-based  market  research  firm 
Yankee  Group  as  a  senior  analyst  covering  storage. 
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Add  storage  and  content  without  adding  more  racks.  With  help  from  DataCore.  Our  SANsymphony'“  software  virtualizes  storage,  creating  shared 
pools  from  any  networked  assets.  So  you  can  use  storage  from  one  server  to  alleviate  the  growing  pains  of  another.  For  more  on  virtualization, 
read  our  free  white  paper  at  www.datacore.com/click.  After  all,  the  best  way  to  solve  your  storage  problem  is  to  keep  it  from  ever  becoming  one. 

iV  DataCore 

V  SOFTWARE 


O  2001,  DataCore  Software  Corporation. 


Advertising  Supplement 


■  ■  I  a  storage  area  networks  (SANs)  and 

I— I  i\U  kJ  vJCJ  I  I  nJ  j  network-attached  storage  (NAS)  sit 

on  both  ends  of  the  storage  spectrum.  SANs  are  primarily  suited  for  high-speed, 
block-level  backup  whereas  NAS  is  for  flexible  file  access. 


Although  NAS  and  SAN  differ  significantly,  they 
are  not  mutually  exclusive.  In  fact,  a  large  enterprise 
might  need  to  use  both  types  of  storage,  depending 
on  the  applications  and  storage  needs.  “SANs  and 
NAS  perform  two  different  functions;  they  are 
complementary,”  says  Zachary  Shess,  senior  analyst, 
storage  and  storage  management,  in  the  Palo  Alto, 
Calif.,  office  of  Aberdeen  Group  Inc.,  a  Boston  con¬ 
sulting  firm.  “A  SAN  cannot  solve  all  your  [storage] 
problems,  and  neither  can  NAS.” 

Whether  a  company  elects  SANs  or  NAS — or 
both — as  its  storage  architecture  of  choice  depends 
on  the  type  of  data  to  be  stored,  how  often  it  needs 
to  be  accessed  or  restored,  and  whether  users  need 
to  share  files  stored  on  the  device. 


SANs  Ideal  for 


IN  THIS  ARTICLE 


NAS/SAN 
Combo  Meets 
Enterprise 
Needs 

2DDs  the  Next 
Storage  Wave 


Backup,  OLTP 


IT  managers 

deploy  SANs  where  they  need  a  high-speed,  dedi¬ 
cated  path  from  server  to  storage  device,  independ¬ 
ent  of  the  LAN,  and  where  they  want  to  share  stor¬ 
age  with  servers.  Shess  points  to  backup  as  an  ideal 
application  for  a  SAN;  for  example,  companies  can¬ 
not  run  huge  backup  jobs  during  the  day  while  the 
business  is  operating.  And  for  global  companies 
operating  24x7,  backup  becomes  an  even  bigger 
issue.  “So  it  makes  sense  for  these  companies  to  run 
their  backup  jobs  on  a  SAN.  It  doesn’t  slow  down 
the  network,”  says  Shess. 


SANs  use  the  Fibre  Channel  interconnection 
protocol,  which  allows  data  transmission  speeds  of 
up  to  1G  bit/second — much  faster  than  traditional 
SCSI-based  PC  and  server  devices 
(which  have  a  maximum  speed  of 
160M  bits/second).  This  makes 
SANs  particularly  well  suited  for 
applications  such  as  online  transac¬ 
tion  processing  (OLTP)  and  stream¬ 
ing  media. 

The  downside  is  that  because 
SANs  are  a  network  unto  themselves,  separate  from 
the  LAN,  they  can  be  costly  and  time-consuming  to 
deploy,  says  Shess.  The  total  price  tag  varies  widely. 
Depending  on  the  combination  of  switches,  storage 
devices,  and  software  needed,  the  cost  can  run  into 
millions  of  dollars.  Rollouts  can  take  a  year  or  more. 

NAS,  by  contrast,  is  cheaper,  quicker,  and  easier  to 
deploy.  Unlike  SANs,  which  were  architected  to 
move  large  blocks  of  data,  the  primary  purpose  of 
NAS  is  to  serve  files.  So  it  is  suited  to  file-oriented 
environments  where  access  is  the  key  consideration. 

NAS  was  designed  to  increase  file-access  perform¬ 
ance  and  support  large  amounts  of  storage,  says  Anne 
Skamarock,  senior  analyst  at  Enterprise  Management 
Associates,  a  consulting  company  in  Boulder,  Colo. 
NAS  file  servers,  called  “filers”  or  “appliances,”  are 
quick  to  configure,  usually  requiring  only  10  minutes 

Continued  on  page  18 
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We  Make  The  Most 
Reliable  Host  Bus 
Adapters  In  The 
Industry,  Yet  We’re 
The  Ones  With  The 
Live,  24/7/365 
Tech  Support. 


Go  Figure!  Then 


to  illustrate  our 


company-wide  mission  of 
providing  "enterprising  solutions” 
for  our  customers?  Not  just  for 
today’s  unique  environments,  but 
for  whatever  tomorrow  brings 
as  well.  Maybe  that’s  why  it’s 
really  no  coincidence  some  of 


the  most  demanding  storage 
networks  in  the  world  rely 


never  run  out  ol 


enterprising  solutions,  but  we 

. 

are  running  low  on  paper. 


enterprising  solutions 


0  Nate  &  Chuck 

Tech  Support/ Amateur  Pilots 


hp  storage  area  management 


What  it  does:  It  graphically  displays  event  and  inventory 
trends  for  your  storage  devices,  enabling  you  to  easily 
predict  where  and  when  storage  will  be  needed. 


How  it  helps:  It  enables  you  to  quickly 
respond  to  your  ever-changing  storage 
needs  and  allocate  accordingly. 

How  you'd  explain  it  to  a  bass 
fisherman:  It  could  tell  you  the 
exact  moment  each  fish  becomes 
hungry,  what  they're  hungry  for 
and  where  they  plan  on  dining. 


hp  infrastructure  solutions  for  an  always-on  business:  www.hp.com/go/storagesuccess 
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NAS 

(network-attached  storage) 

^  NAS  filers,  or  “appliances,”  attach  to  a  LAN 
and  deliver  files  to  client  systems  via  the  LAN. 

^  Clients  running  different  operating  systems  can 
share  NAS  files. 

^  NAS  filers  do  not  share  storage  with  other 
servers. 

)/  Suited  to  file-level  (as  opposed  to  block-level) 
I/O  (such  as  for  file-sharing). 


✓ 

✓ 


✓ 

✓ 


SAN 

(storage  area  network) 

Based  on  Fibre  Channel. 

SAN  storage  connects  to  multiple  servers 
through  a  separate  network,  not  via  the  LAN. 
Servers  access  SAN  files  using  block  I/O 
commands,  not  by  calling  files. 

SANs  do  share  storage  with  other  servers. 
Suited  to  block-level  I/O  (such  as  for  high¬ 
speed  backup)  and  bandwidth-intensive 
backup  environments. 


Continued  from  page  14 


to  install  into  an  existing  network. 

Steve  Rin  was  skeptical  about  the  claim  that  he 
could  be  up  and  running  with  a  NAS  appliance  in 
minutes.  A  database  administrator  for  Indian 
Motorcycle  Co.,  based  in  Gilroy,  Calif.,  Rin  was 
planning  to  upgrade  his  Sun  server  to  manage  data¬ 
base  growth  of  20G  to  40G  bytes  per  week.  But 
after  a  trip  to  the  labs  at  Network  Appliance  Inc.,  he 
discovered  the  company’s  F840  NetCache  Filer 
would  let  him  back  up  his  company’s  90G-byte 
Oracle  database  in  five  minutes  without  bringing 
down  the  system,  a  task  that  had  taken  hours  before. 
Indian  Motorcycle  invested  $250,000  in  a  NAS  sys¬ 
tem  last  February. 

Rather  than  upgrading  to  an  expensive  new 
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International  Data  Corp.  projects  an  80  percent 
compound  annual  growth  rate  in  data  from  1999  to 
2003,  with  a  market  size  of  $46.4  million. 


server,  “NAS  storage  allows  us  to  use  our  current 
servers  and  just  attach  the  disks  that  we  need.  It 
extends  the  life  of  our  hardware,”  says  Rin.  Indian 
Motorcycle  recently  bought  20  1 8G-byte  disks  and 
plans  to  add  four  more  36G-byte  disks  soon.  The 
appliance  also  allows  file  sharing  between  Indian’s 
Unix  and  NT  environments. 


Two-Dialect  Devices 


wave  of  storage,  according  to  Skamarock,  are  storage 
devices  that  merge  NAS  and  SANs.  Aberdeen’s  Dan 
Tanner,  senior  analyst,  storage  and  storage  network¬ 
ing  research,  refers  to  these  as  “two-dialect  devices,” 
or  2DDs. These  hybrid  devices  combine  the  file-ori¬ 
ented  structure  of  NAS  with  the  block-oriented 
nature  of  SAN  data,  giving  users  the  ability  to 
choose  the  highest-performance  path — whether 
SAN  or  NAS — for  specific  file  backups.  “Vendors 
are  beginning  to  realize  companies  need  both  types 
of  storage,”  says  Shess.  Indeed,  several  companies 
already  offer  storage  devices  that  contain  both 
approaches. 

In  simple  terms,  a  2DD  would  be  “a  specialized 
NAS  server  that  can  access  data  off  a  SAN,”  adds 
Skamarock.  According  to  Tanner,  at  their  best,  2DDs 
have  SAN  attributes.  For  example,  they  can  carry 
out  high-speed  block  I/O  transfers  between  servers 
and  storage;  provide  a  high-speed  data  path  for  bulk 
I/O  transfers;  and  consolidate  server  storage.  They 
also  have  NAS  characteristics,  such  as  the  ability  to 
deliver  files  over  a  LAN  and  share  files  across  het¬ 
erogeneous  platforms.  While  no  vendor  currently 
has  a  solution  that  so  perfectly  spans  both  types  of 
storage,  it’s  just  a  matter  of  time,  says  Tanner. 


Lauren  Gibbons  Paul  is  a  Waban,  Mass.,  miter  who 
covers  storage  and  networking  issues.  E-mail  her  at 
laurenpaul@mediaone.net. 
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It's  time  to  free  your  resources,  increase  your  capacity  and 
move  your  mission-critical  data  elegantly,  efficiently  and  at 
the  speed  of  light.  With  Cisco  enterprise  optical  solutions, 
you  take  advantage  of  an  ultra  high  bandwidth  infrastructure 
capable  of  delivering  any  packet,  over  any  wavelength,  on 
any  platform  -  enabling  immense  operational  efficiencies.  With  Cisco  AVVID  enterprise  architecture, 
you  can  do  all  this  without  any  disruption.  This  standardized  enterprise  architecture  allows  you  to 
seamlessly  integrate  voice,  video,  wireless  and  data  applications  on  a  single,  scalable  network. This 
includes  new  and  existing  technologies  alike.  Whether  you're  building  your  enterprise  network  or 
extending  it  with  Cisco  Powered  Network  services,  take  advantage  of  the  tools  below  to  get  it  done  right. 
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A  Tale 
of  Two 


Galileo 
International 
Ties  Revenue  to 
Network  Storage 
Systems 


Frank  Auer;* 

pelled  to  formally  justify  Galileo  International  Inc.’s 
huge  investment  in  storage.  With  102  Terabytes  of 
storage  capacity,  storage  certainly  plays  a  big  role  at 
the  30-year-old  global  travel  information  services 
provider  and  consumes  a  massive  chunk  of  the  over¬ 
all  systems  budget.  Why  no  formal  ROI  analysis? 
Simple.  Every  penny  of  Galileo’s  $1.6  billion  in 
2000  revenue  is  tied  to  its  data  storage. 

“We  don’t  make  a  physical  product.  Our  infor¬ 
mation  systems  are  the  engine  that  makes  us  money. 
Every  bit  of  revenue  we  make  runs  through  our  sys¬ 
tems  and  storage,”  explains  Auer,  vice  president  of 
systems  and  operations.  Headquartered  in 
Rosemont,  Ill.,  Galileo  provides  travel 
information  to,  and  processes  reservations 
for,  43,000  travel  agents  in  109  countries. 
Even  its  plans  for  new  revenue-generating 
offerings  are  tied  to  storage  by  providing 
faster,  easier,  and  more  complete  access  to 
the  information  already  stored  in  its  sys¬ 
tems. 

Galileo  operates  two  computerized  reser¬ 
vation  systems  located  in  Denver:  Its  Apollo 
system  is  marketed  in  Canada,  the  United  States, 
Mexico,  Japan,  and  certain  islands  in  the  Caribbean, 
while  its  Galileo  system  handles  the  rest  of  the 
world.  The  company  estimates  that  about  one-third 
of  all  automated  travel  reservations  worldwide  are 
booked  through  its  systems,  which  contain  schedule, 


IN  THIS  ARTICLE 


Making  Storage 
Central  to  the 
Business  Plan 

Generating 
Revenue  via 
Network 
Storage 

Maximizing 
Storage  Cuts 
Costs 


Storage  can  represent  both  a 
revenue-generator  and  a  way  to 
save  costs,  as  companies  like 
Galileo  International  and 
FreeMarkets  demonstrate. 


ALAN  RADDING 


fare,  and  reservation  information  from 
500  airlines  as  well  as  information  on 
more  than  47,000  hotel  properties  and 
37  car  rental  companies.  The  systems, 
which  operate  around  the  clock, 
processed  more  than  345  million  book¬ 
ings  in  2000.  During  peak  periods  the 
systems  handle  10,000  requests  per  second. 

The  Galileo  data  center  encompasses  21  enter¬ 
prise  systems  servers  with  a  combined  processing 
capacity  approaching  5,800  MIPS  (millions  of 
instructions  per  second).  These  are  classic  main¬ 
frame  systems  running  a  specialized  travel  industry 
platform  called  Transaction  Processing  Facility 
(TPF),  which  provides  real-time,  high- volume 
transaction  processing  capability  and  forms  the  hub 
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VERITAS  Software 
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VERITAS.  The  software  that  fuels  storage. 
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“Every  bit  of  revenue  we 
make  runs  through  our 
systems  and  storage.” 

— Frank  Auer,  VP,  systems  and  operations, 
Galileo  International  Inc. 


of  the  operation.  In  addi¬ 
tion,  Galileo  runs  Virtual 
Machine  (VM)  operating 
platforms  for  software  devel¬ 
opment  and  testing,  and 
OS/390  enterprise  servers 
that  handle  hotel  room,  auto 
rental,  and  other  services  and 
communications  manage¬ 
ment  functions. 

In  addition  to  this  classic  mainframe  environ¬ 
ment,  Galileo  runs  an  extensive  open  systems  envi¬ 
ronment  consisting  of  numerous  Unix  and 
Windows  NT  systems.  This  is  where  most  of  the 
new  action  is  focused  today.  These  systems  not  only 
handle  the  corporate  administrative  systems,  such  as 
payroll  and  finance,  but  perform  considerable  data¬ 
base  processing  to  augment  the  TPF  platform  and 
deliver  Galileo’s  new  managed  hosting  services. 

Storage  is  central  to  the  Galileo  operation.  In  the 


early  1990s,  the  company  began  replacing  legacy 
IBM  3090  storage  with  EMC  Corp.  Symmetrix 
storage  systems.  Today,  almost  all  of  the  company’s 
102T  bytes  of  storage  reside  on  EMC  systems 
organized  mainly  into  SANs,  Auer  reports.  “The 
networked  storage  makes  it  easy  for  us  to  deploy 
storage  on  demand,”  he  explains.  Administrators  can 
quickly  shift  storage  capacity  between  systems  and 
applications. 

Although  the  company’s  mainframe  storage  con¬ 
sistently  grows  at  about  15  percent  a  year — not  the 
100  percent-plus  per  year  storage  growth  some 
companies  have  reported — its  open  systems  storage 
is  growing  much  faster,  driven  by  new  initiatives 
like  managed  hosting  and  novel  approaches  to 
delivering  data.  Still,  investing  in  yet  more  storage 
isn’t  a  concern.  Rather,  Auer  believes,  storage  is  the 
price  the  business  readily  pays  because  the  digitized 
information  stored  in  Galileo’s  systems  is  the  cur¬ 
rency  of  today’s  economy. 


Maximizes 
Every  Byte  of 
a  NAS/SAN 
Environment 


The  climate 

businesses  of  all  types  has  been  terrible,  but 
FreeMarkets  Inc.,  a  Pittsburgh-based  online  B2B 
sourcing,  auction,  and  consulting  services  firm  with 
$91  million  in  revenue  last  year,  has  managed  to  sur¬ 
vive.  Its  achievement,  in  part,  lies  in  keeping  close 
tabs  on  technology  expenses,  including  storage. 

“We  follow  the  same  processes  to  justify  and 
manage  our  technology  expenses  as  our  customers,” 
says  John  Benzinger,  vice  president,  information 
technology.  FreeMarkets’  customers  use  the  compa¬ 
ny’s  auction,  reverse  auction,  and  competitive  sourc¬ 
ing  to  reduce  their  procurement  costs.  For 


Benzinger,  managing  technology  expenses  meant 
competitively  shopping  multiple  storage  vendors 
and  testing  interoperability  and  performance  claims 
in  its  internal  R&D  lab  before  settling  on  Compaq 
Computer  Corp.  as  its  primary  storage  provider. 
Benzinger  also  carefully  manages  the  company’s 
1 1  T-byte  heterogeneous  storage  environment  to 
ensure  maximum  value  from  every  Megabyte  of 
storage  capacity. 

FreeMarkets’  CFO  clearly  is  willing  to  approve 
big  storage  investments,  but  requires  Benzinger  to 
justify  every  expenditure.  “We  do  project  analysis 
for  every  storage  investment,”  he  says. 

The  company’s  storage  environment  today  con¬ 
sists  of  1 1 T  bytes  of  network  storage,  both  SAN  and 
NAS,  serving  an  array  of  Unix  and  Windows/Intel 
servers  from  a  variety  of  vendors,  and  several 
Terabytes  of  direct  server-attached  storage.  Last  year, 
storage  amounted  to  4T  to  5T  bytes.  By  this  time 
next  year,  he  expects  storage  capacity  to  reach  20T 

Continued  on  page  30 
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High  Reliability  Storage 

Made  Simple 

Introducing  POPnetserver,  a  NAS  Solution  for  Workgroup  Networking 

“/  don  V  think  anyone  can  touch  their  features  at  their  price  points.  ” 

Richard  Ptak,  The  Hurwitz  Group 


POPnetserver 

2000 

1U  desk,  wall  mount, 
or  rack-dense 
RAID  0,  !,  5 
80GB  (expandable  to 
240GB) 

$999* 


POPnetserver 

4000 

1 U  rack-dense 
hot  swap,  hot  spare 
RAID  0,  l  5 
240GB  (expandable 
to  320GB) 

$1895* 


Every  workgroup  network  manager  could  use 
more  storage  and  backup.  But  that's  only  the 
beginning  of  a  fundamental  business  deci¬ 
sion.  Today's  enterprise  workgroups  also 
require  cross-platform  file  sharing,  network 
security,  assured  interoperability,  and  high 
reliability.  With  so  many  critical  elements  at 
hand,  how  do  you  keep  it  simple?  With  the 
POPnetserver  NAS  solution.  The  POPnetserver 
addresses  all  your  network  storage  challenges 
head  on  -  for  a  price  you  won't  believe. 

Realize  the  best  possible  return  on  investment 
with  the  POPnetserver  family  of  NAS  appli¬ 
ances.  You'll  get  unmatched  performance 
levels.  Significant  capacities.  High-end 
reliability  features.  All  for  an  entry-level  price. 
POPnetserver  is  the  only  NAS  product  on  the 
market  today  to  feature  hot  plug,  hot  spare 
and  RAID  5  capabilities  for  under  $2,000. 

And  did  we  mention  installation  in  less  than 
five  minutes? 


•  (  l-  C  C  C 

4b.  c  ••tic* 
Ip  <  ••tin 


MM 


Grow  and  manage  your  storage  network  with  POPnetserver. 
Call  us  today  at  888-353-0337,  or  visit  our  web  site  at 
www.popnetserver.com.  It  really  is  that  simple. 


Now  available  through 

prenHo 

JL  MHMOPt.COM 


FIA  Storage  Systems  Group 

a  subsidiary  of  Wearnes  Technology  Corporation 


FIA,  and  FIA,  Inc  .  and  POPnetserver  logos  are  trademarks  of  First  Internet  Alliance,  Inc  All  other  trademarks  are  the  property  of  their  respective  companies 

'Suggested  retail  price,  reseller  price  may  vary. 
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Effective  management 


The 


of  enterprise  network  storage 
will  be  key  to  deriving  the 
most  value  from  the  investment. 


of  Storage  Management 


JON  WILLIAM  TOIGO 


O  ONE  LIKES  TO  THINK  ABOUT  IT, 
but  business  processes  are  increasingly  sensitive  to  IT  outages. 
A  study  last  year  by  Stamford,  Conn. -based  Meta  Group  pegged  the  average  cost 
of  downtime — across  all  business  sectors — at  just  over  $1  million  per  hour. 


In  a  related  survey  conducted  by  Intel,  the  leading 
cause  of  server  downtime  was  attributed  to  data  stor¬ 
age.  The  study  placed  the  blame  for  more  than  half 
(55  percent)  of  planned  and  unplanned  downtime  on 
the  failure  or  disruption  of  storage  components  or 
the  corruption  of  data  that  they  contained. 

In  point  of  fact,  proactive  storage  management 
could  have  avoided  most  of  the  causes  of  storage  fail¬ 
ures  listed  in  the  Intel  research.  The  monitoring  of 
disk  capacity  utilization,  drive  temperatures,  and 
other  metrics  could  have  notified  administrators  of 
disaster  potentials,  enabling  them  to  have 
taken  action  before  failures  or  service 
disruptions  occurred. 

Unmanaged  or  poorly  managed  stor¬ 
age  sets  the  stage  not  only  for  day-to- 
day  operational  disruptions,  but  also  for 
the  larger  concern  of  storage  disasters 
that  can  bring  the  business  literally  to  a 
standstill.  Without  provisions  for  effi¬ 
cient  storage  recovery — usually  in  the  form  of  tape 
backups  or  data  mirroring  strategies — an  organiza¬ 
tion’s  most  precious  asset,  data,  is  at  risk. 

The  role  of  effective  storage  management  is 
reflected  in  storage  total  cost  of  ownership  (TCO). 
In  addition  to  reducing  downtime  by  predicting  fail¬ 
ures,  storage  management  contributes  to  cost  savings 


in  terms  of  reduced  labor  requirements. 

Many  vendors  are  touting  the  scalability  advan¬ 
tages  of  their  products,  noting  that  capacities  can 
grow  smoothly  from  a  few  hundred  Gigabytes  to 
many  Terabytes.  However,  such  capacity  scaling,  in 
the  absence  of  effective  management,  merely  increas¬ 
es  the  number  of  staff  required  to  manage  storage. 
Numbers  vary  depending  on  the  analyst,  but  the 
amount  of  storage  that  can  be  efficiently  monitored 
and  administered  by  a  single,  trained,  IT  staffer 
directly  relates  to  how  well  the  storage  itself  is  instru¬ 
mented  for  management.  The  better  the  manage¬ 
ment  provisioning,  the  more  storage  an  individual 
staffer  can  handle. 

Similarly,  the  advantages  cited  by  vendors  of  new, 
network  storage  products — such  as  increased  storage 
performance  and  accessibility — are  quickly  offset  by 
high  cost  of  ownership  if  organizations  do  not 
implement  the  products  with  careful  attention  to 
management.  In  the  absence  of  effective  storage 
management,  increased  accessibility  simply  translates 
to  increased  network  bandwidth  and  labor  costs. 
Higher  speed  and  performance  merely  mean  that 
viruses  and  worms  can  propagate  more  efficiently. 

In  full-out  disasters,  the  amount  of  time  required 
to  restore  data  to  a  usable  form  is  key.  This  time-to- 
data  storage  recovery  requirement,  as  many  organiza- 
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Waiting  to 
questions  could  be 
hazardous  to  your  business 


i  Get  straightforward  answers  to  your 
hard-hitting  questions  from  storage 
experts  Steve  Duplessie,  founder  of 
Enterprise  Storage  Group  and 
Sandra  Gittlen,  events  editor  at 
Network  World 


■  Meet  face-to-face  with  world-class 
storage  vendors  and  compare  the 
best  solutions  on  the  market. 


■  Explore  the  pros  and  cons  of  tech¬ 
nologies  such  as  SAN,  NAS,  Fibre 
Channel,  SCSI,  InfiniBand,  storage 
over  IP  and  more. 


Register  for  Network  World’s 
Storage  Town  Meeting:  Building  A 
Superior  Infrastructure.  And  get  the 

answers  you  need  now — before  your 
storage  infrastructure  becomes  hazardous 
to  your  business. 


“When  should  I  consider  iSCSI?” 


“Where  can  I  turn  for  storage 
management  advice?” 

“. Should  storage  be  centralized 
or  distributed?” 


Get  answers  at  Network  World’s 
Storage  Town  Meeting. 

As  online  storage  demands  surge,  you  face  a  flood  of 
questions  about  how  to  build  an  infrastructure  strong 
enough  to  handle  the  data  streaming  into  your  enterprise. 

There’s  no  better  place  to  get  answers  than  Network 
World’s  Storage  Town  Meeting:  Building  A  Superior 
Infrastructure.  Attend  this  FREE,  interactive, 
one-day  event  and  you’ll: 


“Will  e-business  continue  to  fuel  the 
storage  crisis?” 


“Whats  the  prognosis  for  Fibre  Channel- 
based  SANs?” 
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A  Network  World  Event 

WASHINGTON,  D.C. 
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September  25 
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Register  today  at  www.networkworld.com/seminars/storage  or  call  800-643-4668. 
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Server  Downtime: 
Storage  Is  a  Culprit 

Fans 
8°/c 


Memory 

5% 


According  to  a  recent  survey  by  Intel,  storage  was  the 
leading  cause  of  downtime.  Typical  root  causes  include 
disk  full  errors,  scaling  issues,  drive  and  other  hard¬ 
ware  failure,  cabling  issues,  and  data  corruption. 


tions  are  learning,  is  increasingly  difficult  to  meet  as 
storage  platforms  themselves  become  more  compli¬ 
cated  and  management  technologies  are  having  dif¬ 
ficulty  keeping  pace.  Without  data  backups,  recov¬ 
ery  is  impossible.  However,  even  with  backups,  data- 
restore  operations  can  become  bogged  down  by  vir¬ 
tualization  software  used  to  simplify  the  manage¬ 
ment  of  storage  devices.  Some  firms  report  that 
“mismatched”  backup/restore  software  and  virtual¬ 
ization  software  products  used  in  their  shops  are 
creating  delays  of  up  to  100  hours  just  to  read  a 
Terabyte  of  files  back  from  tape  to  their  virtual  disk 
volumes. 

Despite  the  primacy  of  storage  management  in 
containing  long-term  storage  costs,  ensuring  storage 
uptime,  and  delivering  storage  return  on  investment 
(ROI),  the  question  remains:  Is  the  management  of 
storage  being  accorded  a  key  role  in  product  selec¬ 
tion?  Depending  upon  whom  you  ask, 
the  answer  is  a  definite  “maybe.” 


been  successful,  according  to  Anne  Skamarock,  sen¬ 
ior  analyst  with  Enterprise  Management  Associates, 
a  consulting  firm  in  Boulder,  Colo.  She  says  that 
technology  consumers  understand  the  TCO  bene¬ 
fits  of  network  storage.  In  storage  acquisition  deci¬ 
sion-making,  she  says,  “TCO  is  king.” 

John  McArthur,  vice  president  for  storage 
research  at  International  Data  Corp.  (IDC), 
Framingham,  Mass.,  agrees.  He  notes  that  compa¬ 
nies  have  been  largely  weaned  from  the  view  of 
storage  as  a  peripheral  device  and  now  see  storage 
technology  as  a  strategic  infrastructure.  A  major 
driver  of  the  move  to  network  storage  is  the  per¬ 
ceived  value  of  these  technologies  in  delivering  a 
more  robust,  scalable,  and  accessible  storage  infra¬ 
structure.  Says  the  analyst,  “Companies  are  no 
longer  buying  general-purpose  servers  to  do  file 
serving.  They  understand  the  benefits  of  data  cen¬ 
tralization  and  the  centralization  of  management.” 

This  improved  understanding  of  the  strategic 
value  of  network  storage  accounts  for  the  shift  from 
server-attached  storage  and  internal  storage  deploy¬ 
ments  to  SAN  and  NAS  that  has  been  under  way 
since  the  late  1990s,  according  to  analysts.  In  late 
2000,  IDC  predicted  a  67  to  68  percent  combined 
annual  growth  rate  for  network  storage  sales 
through  2004.  By  contrast,  the  numbers  from  IDC 
envisioned  a  much  slower  rate  of  growth  for  server- 
attached  storage  (7  to  10  percent  CAGR)  and,  for 
the  first  time  in  history,  a  negative  growth  rate  in 
internal  server  disk  storage  sales  (-3  percent). 

While  McArthur  expects  the  current  economic 
climate  to  carve  about  10  percent  from  last  year’s 
storage  spending  projections,  he  remains  bullish  on 
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TCO  Is  King 


For  the  past  several  years,  driven  by 
annual  data  growth  rates  of  70  to  100 
percent  in  many  companies,  attention 
has  been  focused  squarely  on  finding 
solutions  for  scaling  storage  capacity  in  a 
nondisruptive  way.  Vendors  have  intro¬ 
duced  network  storage  technologies 
such  as  network-attached  storage  (NAS) 
and  storage  area  networks  (SANs)  to 
provide  mechanisms  for  scaling  and  cen¬ 
tralizing  storage,  citing  the  improved 
TCO  organizations  can  glean  from  such 
strategic  storage  acquisitions. 

The  education  of  the  consumer  has 
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What  our  Storage 
in  the  Enterprise 
newsletter  covers: 
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The  amount  of  data  moving 
across  networks  has 
skyrocketed,  and  much  of 
that  data  needs  to  be 
stored.  Some  analysts  have 
estimated  that  within  three 
years,  spending  on  storage 
at  major  companies  will  be 
three  times  that  spent  on 
computer  hardware.  Anne 
Skamarock,  an  analyst  who 
specializes  in  storage  at 
Enterprise  Management 
Associates,  brings  her  15 
years  experience  in  the 
network  storage  field  to 
network  IT  executives  each 
week.  With  our  Storage  in 
the  Enterprise  newsletters 
you'll  read  about  how  to 
address  such  issues  as  the 
lack  of  interoperability 

among  vendor  products,  storage  management  and  application  management,  and  receive  analysis  of  the  marketplace 
to  help  you  make  the  best  decisions  about  your  storage  solutions. 

If  you  are  a  Network  IT  executive  who  has  responsibility  for  assessing  your  firms'  storage  requirements  ,  and  are 
purchasing  the  equipment  necessary  to  meet  those  requirements,  then  you  should  subscribe  to  Network  World 
Fusion's  Storage  in  the  Enterprise  newsletter! 


Sign  up  today  at:  www.nwwsubscribe.com/foc268 


Do  you  need 

■  Storage  News? 

■  Storage  Updates? 

■  Storage  News  Analysis? 


Each  of  Network  World  Fusion's  FREE  e-mail  newsletters  are  dedicated 
to  a  specific  technology  topic  and  provide  the  news,  news  analysis  and 
strategic  overview  just  for  that  technology. 


Network  World  Fusion's  Storage  in 
the  Enterprise  e-mail  newsletter! 


Then  you  needr 
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The  Price  of  Downtime 
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network  storage  growth.  “There  is  still  growth,  but 
I’m  not  sure  it  is  as  fast,”  McArthur  says.  “Some 
companies  are  still  rolling  out  SANs  and  NAS. 
Others  are  putting  their  plans  on  hold,  especially  in 
the  small  to  medium  enterprise  space  and  in  com¬ 
panies  that  [aren’t  publicly  traded],  and  are  betting 
more  of  their  own  money  on  network  storage 
deployments.” 

Skamarock  observes,  “While  storage  continues  to 
be  required  by  companies,  strategic  changes  to  the 
infrastructure  are  being  pushed  out.  Plans  to  deploy 
SANs  have  moved  out  to  the  12-  to  24-month 
timeframes.  Last  year’s  study  found  timeframes  to  be 
in  the  6-  to  12-month  range.” 


Squeezing  Costs 


|  Analyst  views 
are  being  echoed  by  integrators  and  resellers, 
including  Hoot  Thompson,  chief  technology  officer 
for  Patuxent  Technology  Partners,  Columbia,  Md. 
“Cost  of  ownership  is  certainly  a  key  issue  for  our 
customers — mostly  government  organizations  and 
large  commercial  entities,”  says  Thompson.  Also,  he 
says  there  is  a  clear  correlation  between  the  size  of 
the  organization  and  its  operations,  and  its  interest 
in  SAN  or  NAS. 

“A  larger  enterprise  sees  the  value  of  storage  net¬ 
working  as  storage  growth  outstrips  the  capability  to 
manage  it  cost-efficiently  with  available  personnel,” 
says  Thompson.  “In  smaller  organizations,  however, 
buying  storage  and  attaching  it  to  a  server  or  LAN  is 
cheaper  and  avoids  the  pain  of  deploying  SANs.” 

Bill  Peldzus,  storage  consulting  marketing  man¬ 
ager  within  the  storage  professional  services  organ¬ 
ization  of  Imation  Corp.,  Oakdale,  Minn.,  agrees 


with  Thompson’s  perspective.  He 
adds,  “New  storage  acquisitions  are 
being  based  entirely  on  expected  cost 
savings.  SAN  and  virtualization  are 
increasingly  being  explored,  but  the 
bottom  line  is  that  companies  are 
looking  to  aggregate  storage  in  a  SAN 
for  longer-term  cost  savings.” 

Peldus  says  the  rationale  is  less 
about  the  management  advantages  of 
centralized  storage  than  the  options 
that  SANs  deliver  in  vendor  and  prod¬ 
uct  selection.  His  customers  “expect 
SANs  to  enable  the  purchasing  of 
storage  in  the  future  as  a  commodity. 
[Our  customers  expect  to]  be  able  to 
reduce  storage  costs  by  leveraging  different  products 
from  different  vendors.” 

Michael  Linett,  president  of  Zerowait,  a  high- 
availability  engineering  firm  based  in  Newark,  Del., 
reinforces  this  view.  Says  Linett,  “Our  customers 
already  see  storage  as  a  commodity.  They’ve  realized 
that,  if  they  wait  two  months,  storage  products  will 
be  cheaper  and  faster.  It’s  like  the  PC  market  now.” 

Linett  notes  that  his  company  just  lost  a  project 
in  a  large  firm  that  elected  to  host  data  on  idle 
OS/390  mainframe  DASD  (direct  access  storage 
devices),  rather  than  deploy  the  network  storage 
solution  that  Zerowait  proposed.  The  integrator 
takes  it  in  stride.  “We  focus  on  big  companies. 
[Zerowait  clients  include  several  Fortune  1000 
firms.]  In  those  environments,  overall  storage  is  a 
shell  game,”  Linett  says.  “They  decide  where  storage 
needs  to  be  placed  and  the  best  way  to  network  to 
it  and  load  balance  around  it,  based  on  cost.  You  are 
no  longer  talking  about  storage,  you’re  talking  about 
networks.” 

During  lean  times,  Linett  says,  large  companies 
will  play  the  storage  market,  buying  storage  at  the 
cheapest  cost  or  deferring  purchases  until  the  price 
is  right.  “The  real  focus  is  on  uptime.” 

IDC’s  McArthur  confirms  Linett’s  observation. 
He  says  companies  are  making  decisions  about  stor¬ 
age  based  both  on  strategic  (long-term  cost  savings) 
and  tactical  (short-term  cost  of  acquisition)  consid¬ 
erations.  “Companies  are  doing  a  little  of  both. They 
are  definitely  putting  the  squeeze  on  vendors  to 
deliver  products  at  a  lower  cost.  But  they  are  also 
trying  to  squeeze  long-term  costs  out  of  their  infra¬ 
structure.” 
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Managing  storage  just 
got  a  lot  easier.  With  our 


RELAX 


(more)  with  the  industry's  first  clustered  NAS  applian 


clustered  Lunar  Flare™ 
NAS  appliances,  you  can 
add  capacity  in  no  time 
with  no  user  downtime. 
And  our  Try  Before  You 
Buy  program  makes  it  an 
easy  decision. 


a  new  level  of  thinking 


Buy  before  October  15th  and  we'll  send  you 
a  hammock  to  jumpstart  your  relaxation.  Call  800.BUY.TRCD 
or  visit  us  at  www.tricord.com.  start  relaxing  more. 


Shared  File  System  for  SANs 


olume  Sharing  Software  for  SANs 


AK I91 
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Provider  of  advanced  software  solutions 

for  the  storage  area  network  market 


www.  sanbolic.  com 
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Where’s  the 
Management? 


|  For  all  of  the 
current  emphasis  on  costs  and  deployment  options  in 
storage  product  acquisitions,  little  attention  appears 
to  be  focused  on  storage  management  itself.  Missing 
from  most  vendor  product  pitches,  for  example,  is 
any  discussion  of  how  network  storage  is  instru¬ 
mented  for  centralized  management. 

Current  network  storage  management  standards 
are  lagging  behind  network  storage  technology 
itself.  Some  storage  products  may  be  managed  via 
Simple  Network  Management  Protocol  (SNMP) 
agents,  while  others  articulate  their  own  status 
monitoring  and  configuration  Web  pages,  or  require 
the  use  of  proprietary  management  software  sold 
with  the  storage  device. 

Work  is  ongoing  within  many  standards  organi¬ 
zations  and  trade  associations  to  develop  more 
comprehensive  strategies  for  management  of  het¬ 
erogeneous  storage  environments,  but  results  are 
slow  in  coming.  Given  this  situation,  it  comes  as  lit¬ 


tle  surprise  that  many  vendors  de-emphasize  man¬ 
agement  features. 

Without  management,  network  storage  is  no  more 
stable  or  resilient  than  the  server-attached  or  internal 
storage  approaches  that  it  displaces.  In  fact,  unman¬ 
aged  or  poorly  managed  network  storage  could  be  a 
good  deal  less  resilient  than  previous  storage 
approaches  and  more  prone  to  producing  storage  dis¬ 
asters  that  are  an  order  of  magnitude  worse  in  terms 
of  scope  and  duration. 

Moreover,  without  management,  network  storage 
cannot  deliver  its  purported  cost-saving  advantages, 
whether  strategic  or  tactical.  In  the  final  analysis,  to 
quote  IDC’s  McArthur, “There  is  still  some  customer 
education  to  be  done.” 

Jon  William  Toigo  is  an  independent  consultant  and 
author  of  “Hie  Holy  Grail  of  Data  Storage  Management" 
and  of  the  forthcoming  "The  Holy  Grail  of  Network 
Storage  Management,”  both  from  Prentice  Hall  PTR. 


A  Tale  of  Two  Users 

Continued  from  page  22 

bytes.  Although  network  storage  has  emerged  in  the 
last  year  as  the  company’s  primary  storage  direction, 
Benzinger  does  not  foresee  an  end  of  direct  server- 
attached  storage  anytime  soon.  “Direct-connect 
storage  will  always  play  a  part.  For  some  things  it 
works  best,  like  Web  servers,”  he  notes. 


Storage  Objectives 


Storage  is 

central  to  FreeMarkets’  business  plan.  “We  need  to 
have  a  lot  of  temporary  storage  available,  and  we  take 
in  a  lot  of  MRP  data  from  our  customers,” 
Benzinger  explains.  The  company  also  maintains  a 
massive  database  containing  financial  and  operational 
information  on  150,000  suppliers.  Benzinger’s  key 
storage  objectives  are  scalability,  availability,  reliabili¬ 
ty,  manageability,  and  interoperability. 

To  get  the  most  out  of  storage  resources,  storage 
administrators  freely  move  disk  capacity  around. 
“We  might  have  extra  capacity  in  our  NAS  system. 
But  if  we  need  it  in  the  SAN,  we  will  physically  pull 
it  out  and  move  it,”  he  explains.  Once  the  disk  is 
installed  in  the  SAN,  however,  administrators  can 
allocate  and  reallocate  it  through  a  management 
console.  Two  dedicated  administrators  manage  the 


company’s  worldwide  storage  environment.  They 
are  supported  by  a  24x7  network  operations  center 
and  a  handful  of  network  administrators  who  con¬ 
centrate  on  the  server  environment. 

Interoperability  and  manageability  are  central  to 
reducing  costs.  FreeMarkets  incorporates  the  server- 
attached  storage  it  picks  up  when  it  acquires  other 
companies  into  its  storage  environment.  The  com¬ 
pany  also  invests  in  storage  management  tools  to 
enable  it  to  deploy  increasing  amounts  of  storage 
without  increasing  staff.  To  Benzinger’s  dismay, 
however,  “there  is  no  tool  to  manage  the  total  stor¬ 
age  environment.  We  still  have  to  write  a  lot  of  cus¬ 
tom  scripts,”  he  says. 

Looking  ahead,  Benzinger  wants  to  enable 
FreeMarkets’  customers  to  make  greater  use  of  the 
company’s  storage  through  self-service.  For  instance, 
IP  storage  promises  to  make  it  easier  for  customers 
to  bring  over  their  MRP  data.  It’s  all  part,  he  notes, 
of  getting  maximum  value  from  the  company’s  stor¬ 
age  investment. 

Alan  Radding  (www.technologywriter.com)  is  a  freelance 
writer  in  Newton,  Mass. 


For  more  information,  please  call  Shaun  Budka,  Manager  of  Custom 
Media  Solutions,  Network  World,  Inc.,  508-490-6597 
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cisco.com/go/storagesolutions 


Now  you  can  make  storage  resources  available  anywhere 
over  IP  by  establishing  a  system  based  on  open  standards. 
With  Cisco  storage  solutions,  you  can  consolidate  storage 
resources  over  your  existing  IP  network  —  enabling  you 
to  save  money  while  deploying  and  managing  the  most 
demanding  storage  application.  With  Cisco  AVVID  enterprise  architecture,  you  can  do  all  this 
without  any  disruption.  This  standardized  enterprise  architecture  allows  you  to  seamlessly  integrate 
voice,  video,  wireless,  storage  and  data  applications  on  a  single,  scalable  network.  This  includes 
new  and  existing  technologies  alike.  Whether  you're  building  your  enterprise  network  or  extending 
it  with  Cisco  Powered  Network  services,  take  advantage  of  the  tools  below  to  get  it  done  right. 


Cisco  Systems 


Empowering  the 
Internet  Generation™ 


Recent  Articles 


White  Papers 


Storage  Networking  Webcast 


Cisco  Powered  Network 


25  NT  servers . $165,700' 

25  Snap  Server  41 00/160GB  units ....  $67,475" 


'cause  you  were  robbed. 


Network  Storage  Facts: 

1 .  Network  Attached  Storage  (NAS)  costs  about  59%  less  than  the  NT  servers  you  buy  now.3 

2.  Snap  Server  is  the  #1  selling  brand  of  workgroup  network  attached  storage.4 

3.  Snap  Servers  install  in  five  minutes,  support  ail  major  network  platforms  and 
require  minimal  administration. 


Estimate  your  company's  savings  with  our  easy  online  calculator. 

www.snapser^r.com/roi 


Quantum 


Ease  of  Use 

•  Auto-sensing  10/100/Gigabit  Ethernet 
(Gigabit  -  12000  model  only) 

•  Automatic  recognition  of  network 
types/clients 

•  Supports  DHCP,  BOOTP  and  RARP 

•  Configuration  via  Web  browser 
Features 

•  Embedded  OS  (unlimited  user  license) 

•  Pentium-class  processor 

•  RAID  5,  1  or  0 

•  Easily  supports  100  or  more  clients 


•  SMART  predictive  disk  failure  analysis 

•  Disk  space  quota  set  by  administrator 

•  Full  functioning  FTP  server 

•  SNMP  support 

Compatibility 

•  Simultaneous  support  for  Windows  2000, 
NT,  NetWare,  UNIX,  Linux  and  Macintosh 
networks  and  clients  across  TCP/IP,  IPX, 
NetBEUI  and  AppleTalk  networks 

•  Complete  NFS  3.0  protocol  support, 
symbolic  linking  of  files  and  directories. 
Network  Lock  Manager  and  rpcinfo 
command  support 


Network  Backup 

•  Compatible  with  Windows  and  NetWare 
backup  software,  including  Veritas 
Backup  Exec,  Computer  Associates 
ARCservelT  and  Microsoft  backup 
software  for  Windows  95/98/NT/2000 

Network  Security 

•  Set  access  permissions  at  file  and 
directory  level 

•  Integrates  with  Microsoft  Domain 
Controllers  or  local  user  list 


Guarantee 

•  3-year  parts  and  labor 


Price  (MSRP) 

Model  12000  (900GB) . $14,99? 

Model  4100  (300GB) . $4,49? 

Model  4100  (160GB) . $2,69? 

Model  2000  (80GB) . $1,39? 

Model  1000  (40GB)  . $79? 

Model  1000  (20GB)  . $49? 


Copyright  ©  2001  Quantum  Corporation.  All  tights  reserved.  Quantum,  the  Quantum  logo,  Network  Storage  Mode  Simple,  and  Snap  Server  ore  trademarks  of  Quantum  Corporation  registered  in  the  U  S  A.  and  other  countries.  Products  mentioned  herein  ore  for  identification  purposes  r 
and  may  be  registered  trademarks  or  trademarks  of  their  respective  companies.  All  other  brand  names  or  trademarks  are  the  property  of  their  respective  owners.  Quantum  specifications  ore  subject  to  change.  1|  $6,628  per  server  price  reflects  average  price  of  four  leoding  bn 
general  purpose  servers  meeting  these  specifications:  733  to  BOOrnHz  processor,  256M8  RAM,  4x36-GB  HDD,  RAID  Controller,  standard  keyboard,  mouse  and  monitor  and  Win2000  Server  OS;  2)  $2,699  MSRP  for  Snap  Server  4I0O/160GB  with  160GB  capacity,  RAID  5,1,0,  i 
Snap  OS  v3,0  licensed  for  unlimited  number  of  users  (operational  limit  of  approximately  150  users  per  Snap  Server  4 100/1 60GB).  3)  Based  on  comparison  of  above  models.  4)  Sales  leadership  claim  based  on  PC  Data  report,  February  2001  for  hard  disk  workgroup  NAS  units  under  $5.0 
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The  scoop  on  wireless  LAN  snoops 

Guardent  demonstration  points  to  potential  dangers  of  careless  802.11  network  setups. 


■  BY  JASON  MESERVE 

What’s  that  unknown  person  with  the 
laptop  sitting  on  a  bench  outside  your 
office  doing?  If  you’re  running  an  802. 1 1- 
based  wireless  LAN,  that  person  could 
be  watching  your  employees’  every 
online  move. 

Guardent,  a  consulting  firm  that  devel¬ 
ops  technology  for  assessing  companies’ 
network  vulnerabilities,  recently  took 
Network  World  on  a  “tour”  through 
Cambridge,  Mass.,  to  show  just  how 
much  unprotected  wireless  LAN  traffic  is 
floating  among  the  airwaves.  Standing 
along  one  of  the  city’s  major  thorough¬ 
fares,  consultant  Jamie  Fullerton  used 
an  IBM  ThinkPad  equipped  with  a  stan- 


■  Network  Appliance  last  week 
introduced  its  first  multiprocessor 
storage  appliances  designed  to  work 
with  large  databases  or  complex  cor¬ 
porate  applications  such  as  enter¬ 
prise  resource  planning  software. 

The  F880  can  handle  up  to  6  tera¬ 
bytes  of  data,  and  the  F880c  can 
scale  up  to  12  terabytes.  As  Network 
Appliance  upgrades  other  parts  of 
its  software  line,  the  company  ex¬ 
pects  the  larger  unit  to  be  able  to 
manage  18  terabytes  of  data.  Avail¬ 
able  immediately,  the  products  start 
at  $135,000.  www.netapp.com 

■  Hewlett-Packard  last  week  intro¬ 
duced  the  e-PC  40,  a  small-footprint 
desktop  computer  with  built-in  diag¬ 
nostic  tools  that  could  help  end  users 
solve  some  of  their  own  technical 
problems  instead  of  calling  their  IT 
departments  for  help.  The  machine  is 
3.7  inches  wide,  9.8  inches  high  and  11 
inches  deep,  and  weighs  less  than  10 
pounds.  The  e-PC  will  cost  $580  with 
an  Intel  Celeron  processor  and  $850 
with  a  Pentium  IV  processor. 
www.hp.com 


dard  wireless  network  interface  card 
and  proprietary  software  written  by 
Guardent  to  peer  into  the  wireless  world. 

Most  of  the  information  flowing  across 
his  laptop’s  screen  was  run-of-the-mill 
network  traffic,  such  as  print  jobs  and 
boring  e-mail.  Even  so,  we  saw  a  router 
reconfigured,  including  its  IP  address, 
name  and  other  data  —  the  sort  of  infor¬ 
mation  that  would  be  valuable  to  a  hack¬ 
er  looking  to  map  a  network  and  wreak 
havoc.  Had  we  been  watching  earlier, 
Fullerton  says  we  probably  would  have 
learned  the  router’s  password. 

To  an  average  observer,  most  of  the  traf¬ 
fic  would  look  like  computer  gibberish. 
But  Fullerton’s  discerning  eye  could  tell 
what  operating  systems  were  being  run 
and  the  names  of  all  the  servers  being 
accessed  over  the  network.  He  pointed 
out  a  number  of  NetBIOS  (Windows) 
packets  that  could  be  put  through  a  sim¬ 
ple  decoder  to  read  the  text. 

While  there  is  excitement  around  the 
wireless  LAN  market  —  Cahners  In-Stat 
estimates  the  market  will  be  worth  $3  bil¬ 
lion  by  next  year  —  there  is  also  plenty 
of  concern  about  security 

And,  unlike  wired  networks,  where  an 
attacker  has  to  be  physically  connected 
to  a  network,  a  wireless  hacker  could  be 
driving  by  in  a  car  or  walking  around  a 


Air  defense 


Tips  for  securing  wireless  LANs: 


•  Use  VPN  software  on  any  machine 
connecting  to  a  corporate  LAN  over 
a  wireless  network. 


•  A  strong  implementation  of  the  Wired 
Equivalent  Privacy  standard  can 
protect  wireless  LAN  traffic  that 
"leaks”  outside  a  building. 

•  If  a  wireless  LAN  is  offered  in  a 
public  area  of  a  building,  keep  its 
traffic  separate  from  that  on  the 
wired  network. 

•  Minimize  the  amount  of  transmission 
power  used  in  the  wireless  LAN  to 
decrease  the  distance  waves  will 
travel. The  average  distance  for  a 
typical  setup  is  1,000  feet. 


Be  sure  to  customize  your  wireless 
LAN  settings,  as  "default”  settings 
are  an  open  invitation  to  hackers. 


building.  An  intruder  could  even  leave  a 
handheld  device  hidden  for  a  few  hours 
to  record  traffic  (Guardent  has  a  version 
of  its  software  in  the  works  for  Compaq 
iPaq  handhelds). 

Traffic  on  wireless  LANs  adhering  to 


IEEE  801 . 1 1  specifications  runs  across  14 
channels  in  the  U.S.  using  part  of  the 
radio  spectrum  between  2.4  and  2.5 
GHz.  The  typical  range  for  a  wireless 
access  point  is  about  1,000  feet,  enough 
to  broadcast  traffic  outside  the  physical 
wall  of  a  building. 

Fullerton  says  many  wireless  access 
products  come  ready-to-use,  but  have 
limited  security  settings.  Users  should 
change  the  default  settings  on  the 
devices  to  make  them  less  of  an  open 
door  to  intruders  (see  graphic). 

Companies  can  also  protect  data  using 
the  same  VPN  software  used  to  connect 
remote  workers  over  the  Internet.  VPNs 
work  the  same  over  802.11b  as  they  do 
in  a  wired  network,  Fullerton  says. 
Finally,  access  to  wireless  LANs  should 
be  authenticated,  to  ensure  unwanted 
users  remain  “outside.” 

“A  company  along  the  [Charles  River  in 
Cambridge]  has  a  wireless  connection 
for  its  courtyard,  but  they  keep  it  sepa¬ 
rate  from  the  wired  LAN,”  Fullerton  says. 
“Employees  using  the  wireless  network 
need  to  connect  through  a  VPN.” 

Guardent  gave  the  demonstration  to 
help  promote  its  new  wireless  security 
assessment  service,  which  starts  at 
around  $10,000. 

Guardent:  www.guardent.com 


Extreme  makes  apps  switching  play 


■  BY  PHIL  HOCHMUTH 

ATLANTA  —  Extreme  Networks  last  week 
bolstered  its  switch  lineup  with  two  prod¬ 
ucts  aimed  at  enabling  customers’  net¬ 
works  to  handle  traffic 
more  intelligently 

The  products,  announ¬ 
ced  at  NetWorld+Interop 
2001,  include  a  full¬ 
blown  application 
switch  and  an  applica¬ 
tion  switching  module  for  the  company’s 
existing  Black  Diamond  Gigabit  Ethernet 
chassis. 

SummitPxl  is  a  single-port,  Gigabit 
Ethernet  switch  that  could  sit  in  front  of  a 
Web  server  farm  to  direct  traffic  to  the  ap¬ 
propriate  server  based  on  packet  in¬ 
spection  done  at  Layer  4  (the  TCP/IP  or 


transport,  layer  of  the  OSI  stack)  and  Layer 
7  (the  application  layer). 

Extreme’s  other  new  product,  the  PxM 
module,  does  the  same  job  as  SummitPxl, 
but  fits  into  a  BlackDiamond  6800  chassis, 
letting  customers  deploy 
one  fewer  device  on 
their  networks.  The  mod¬ 
ule  can  tap  into  the  256G 
bit/sec  backplane  of  a 
BlackDiamond. 

Extreme  says  its  new 
gear  includes  hardware-based  Layer  4- 
Layer  7  switching  logic,  which  will  initially 
be  deployed  in  the  products  as  reprogram¬ 
mable  chips  called  field  programmable 
gate  arrays  (FPGA).  During  the  next  few 
months,  Extreme  plans  to  convert  these 
FPGAs  into  application-specific  integrated 
circuits,  which  provide  better  performance 


(although  Extreme  would  not  say  how 
much  faster  the  ASIC-based  products 
would  be). The  FPGA  technology  for  Sum¬ 
mitPxl  and  the  PxM  module  was  acquired 
when  Extreme  purchased  Web  switching 
firm  WebStacks  in  March  for  $15  million. 

According  to  Extreme,  competing  prod¬ 
ucts,  such  as  Cisco’s  CSS  1 1800,  Foundry’s 
Serverlron  400  and  Nortel’s  ACEswitch  184, 
all  execute  Layer  4-Layer  7  switching  func¬ 
tions  either  in  software  or  in  a  mix  of  hard¬ 
ware  and  software.  Extreme  says  its  hard¬ 
ware-based  Web  switching  products  can 
provide  10  times  the  performance  of  soft- 
ware-based  switching  products. 

Extreme’s  SummitPxl  will  be  available 
this  month  for  $50,000.  Pricing  for  the  PxM 
module  was  not  released,  but  Extreme  says 
the  module  will  be  available  by  year-end. 

Extreme:  www.extremenetworks.com 
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Invasion  of  the  offloaders 


As  relentless  as  cockroaches  in  a  Man¬ 
hattan  apartment,  vendors  of  Web 
server  offloadAVeb  acceleration  de¬ 
vices  are  coming  out  of  the  woodwork.The 
products  are,  paradoxically,  so  similar  to 
one  another  and  yet  so  different.  Chosen 


and  implemented  properly,  they  can  yield 
great  benefits  for  network  managers. 
Choose  the  wrong  one  for  the  job  and  this 
erstwhile  panacea  becomes  a  Pandoras 
box.  Allow  me  to  explain. 

As  intranets  and,  especially,  e-commerce 


02001  PowerQuest  Corporation.  All  rights  reserved.  All  brand  and  product  names 
are  trademarks  or  registered  trademarks  of  their  respective  owners.  The 
PowerQuest  products  may  be  protected  under  U.S.  and  International  patent  law  or 
pending  patents. 


Proven  Solutions  for  Storage  Management 


PowerQuest  PowerManage  Suite™  provides  IT  professionals  with  a  data 
availability  solution  for  enterprise-wide  Windows®  2000  and  NT®  Servers.  This 
suite  is  a  comprehensive  set  of  products  that  allows  you  to  prevent  storage 
problems  before  they  occur,  minimize  system  downtime  in  the  event  of  a 
problem,  and  reduce  the  overall  cost  of  network  storage  administration. 


PowerQuest  PowerManage  Suite 


includes: 


PowerQuest  PowerExpert  ST™ 

•  Monitor,  manage  and  enforce  disk  storage  limits  in  real  time  to  maximize 
disk  space 

•  Generate  standard  and  customizable  reports  on  all  major  storage  criteria 

•  Capacity  plan  by  recording  storage  usage  over  time  to  estimate  future 
storage  requirements 


PowerQuest  VolumeManager™ 

•  Easily  resize,  reconfigure,  check,  format,  delete  and  copy  volume  sets 

•  Reconfigure  and  add  drives  to  your  RAID  storage 

•  Securely  shred  partitions  to  protect  your  valuable  data 


PowerQuest  StorageMonitor™  (included  in  VolumeManager) 

•  View  volume/partition  and  server  information  domain-wide  via  a  web  browser 

•  Receive  automatic  threshold  notification  via  e-mail  or  pager 


Combine  these  products  with  PowerQuest’s  consulting,  training  and  education, 
and  premium  support,  and  it’s  no  wonder  that  77%  of  Fortune  500  companies 
and  over  4  million  satisfied  customers  rely  on  PowerQuest  solutions. 


To  find  out  more  about  PowerQuest  Storage  Management  Solutions, 
or  to  receive  a  FREE  demo  of  PowerQuest’s  PowerManage  Suite,  call  us 
today  at  1-800-379-2566,  or  simply  visit  us  at 

www.powerquest.com/powermanage/nww 
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boomed  in  recent  years,  sales  of  Web 
servers  exploded.  Naturally,  increased  traf¬ 
fic  eventually  would  drive  the  server  to 
such  a  point  that  it  became  a  bottleneck 

—  triggering  the  purchase  of  yet  another 
server  to  share  the  load. 

More  than  one  entrepreneur  noted  that, 
in  almost  every  case,  the  bottleneck  was 
not  systemwide  but  was  resource  specific 

—  usually  the  server  CPU.  More  impor¬ 
tantly  it  was  often  a  single  high-use,  high- 
drain  function  that  was  consuming  the 
majority  of  the  resource. 

The  notion  of  Web  server  offload  fol¬ 
lowed  quite  naturally  If  one  could  remove 
just  one  high-draw  function  from  the  main 
processor,  immense  amounts  of  CPU 
power  could  be  made  available  for  appli¬ 
cation  functions. 

Given  the  cost  of  server  hardware,  license 
fees,  setup  and  administration  time  —  not 
to  mention  rack“real  estate”  for  those  com¬ 
panies  (e-commerce  infrastructure  often 
was  hosted  by  a  third  party)  —  the  value 
proposition  was  about  as  close  to  a  “no- 
brainer”  as  you  could  get. 

While  some  established  firms,  such  as 
Intel  and  Nortel, are  dabbling  in  this  realm, 
for  all  intents  and  purposes  it  is  exclusively 
the  realm  of  an  array  of  nimble  start-ups  — 
companies  such  as  Abeona  Networks 
(Web  acceleration),  Akamba  (Web  server 
offload),  Alacritech  (Web  server  accelera¬ 
tion),  ClickArray  (Web  server  offload)  and 
FineGround  Networks  (content  accelera¬ 
tion),  Redline  Networks  (TCP  and  HTTP 
acceleration)  —  to  name  just  a  few. 

In  the  aforementioned  group  we  find 
TCP  Secure  Sockets  Layer  (SSL),  HTTP 
and  other  functions  offloaded  and  accel¬ 
erated.  Most  companies  provide  a  single 
function  such  as  TCP  or  SSL  offload,  but 
several  “next-generation”  devices  deliver 
“multiple  offload”  features. 

Through  no  fault  of  the  vendors,  this  is 
an  extremely  fragmented  arena.  Con¬ 
ceivably  one  could  require  multiple  func¬ 
tions  —  and  thus  multiple  products  — 
“front  ending”  the  server.  That  could  be  a 
nightmare  to  manage.  Thus,  even  classify¬ 
ing  these  products  —  a  necessity  for  mak¬ 
ing  detailed  comparisons  —  is  troubling. 

And,  because  many  of  the  vendors  take 
the  “secret  sauce”  approach  to  their  prod¬ 
ucts  (that  is,  they  don’t  really  want  to  tell 
anyone  how  they  work)  benchmarking 
becomes  a  challenge. 

Some  of  these  “black  magic”  boxes  work 
by  inserting  themselves  fairly  high  up  into 
the  protocol  stack. 

When  this  is  the  case  one  need  always 
be  concerned  not  only  about  compatibil¬ 
ity  problems,  but  about  finger  pointing 
when  troubles  occur. 

With  all  that  these  new  devices  have  to 
offer,  though,  prudent  network  profession¬ 
als  should  consider  offloading  some  of 
their  worries  onto  them. 

Tolly  is  chairman  and  CEO  of  Tolly 
Research.  Tolly  also  is  founder,  president 
and  CEO  of  The  Tolly  Group.  He  can  be 
reached  at  kto!ly@  tolly.com. 
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CONVERGENCE  Cisco's  voice-over-1  P-plus  strategy. 


Has  Cisco's  AW1D  lived  up  to  the  early  hype? 


■  BY  PHIL  HOCHMUTH 

Almost  two  years  ago, at  NetWorld+Interop  1999, Cisco 
first  announced  AWID  (architecture  for  voice,  video 
and  integrated  data),  its  all-encompassing  blueprint 
for  converged  enterprise  networks. 

While  the  list  of  products  that  come  under  AVVID’s 
umbrella  continues  to  increase,  some  users  still  see  the 
architecture  as  focused  predominantly  on  voice  over  IP 
rather  than  as  a  broad,  overarching  framework  encom¬ 
passing  security, VPNs  and  other  products,  as  Cisco  has 
positioned  it. 

Indeed,  since  its  introduction  to  the  market  as  Cisco’s 
convergence  blueprint,  AWID  has  become  synonymous 
with  IP  telephony  to  many  Cisco  customers. 

“We  looked  at  AWID  as  a  cost-savings  measure,” says 
Billy  Rudeck,  network  coordinator  for  Village  Care  of 
New  York,  a  Manhattan  nonprofit  network  of  health  clin¬ 
ics.  Rudeck  says  his  firm  is  looking  into  Cisco  AWID 
voice-over-IP  products  to  replace  Mitel  phones  and 
PBXs  in  the  organization’s  seven  facilities  throughout 
the  city 

“We  know  Cisco  knows  what  they’re  doing  with 
[voice  over  IP], even  though  they  were  not  involved  in 
telephony  in  the  past. They’re  the  pioneers  in  IP  tele¬ 
phony”  he  says.“The  potential  is  there  in  our  network 
for  these  IP  phones  to  reach  more  than  1 ,000  users.” 

While  Cisco’s  AWID  brand  has  helped  the  company 
become  a  leader  in  IP  telephony  —  Cisco  became  the 
No.  1  seller  of  IP  phones  this  year,  according  to  Cahners 
In-Stat  —  the  vendor  wants  to  spread  its  AWID  brand 
further. 


AWID  product  lineup 

The  following  products  are  the  key  VoIP  pieces 
in  Cisco’s  AWID  product  lineup: 

Media  Convergence  Server:  An  Intel 
Pentium-based  server  running  the  Windows  NT 
operating  system,  also  known  as  an  IP  PBX. 

CailManager:  Software  that  runs  on  Media 
Convergence  Server,  providing  PBX-like  functionality, 
such  as  call  control,  hold,  call  transfer  and  other  basic 
office  telephone  system  features. 

Cisco  7900  series  IP  phones:  A  variety  of  ip 
telephony  client  devices,  such  as  speaker  phones  and 
XML-enabled  phones  that  can  act  as  Web  browsing 
thin  clients. 

In-line  power  switch  modules:  Blades  for 
Cisco’s  Catalyst  4000  and  6000  switch  lines  that  can 
provide  AC  power  to  IP  telephones,  similar  to  the 
way  PBXs  supply  power  to  circuit-switched  phones. 

Cisco  Unity:  Cisco's  unified  voice  and  e-mail 
server,  which  provides  voice  mail  for  CailManager 
servers  and  can  work  with  Microsoft  Exchange  servers 
to  provide  end  users  with  one  mailbox  for  voice  mail 
and  e-mail. 


AWID:  More  than  just  VoIP,  Cisco  says 

One  thing  that  Cisco  has  stressed  is  that  AWID  is 
supposedly  more  than  just  the  marriage  of  IP 
video/voice  to  traditional  datacom  products.  Lately, 
the  company  has  lumped  almost  every  non-service 
provider  announcement  it  makes  —  including  those 
on  PIX  firewalls, VPN  products,  security  and  network 
management  software,  content  distribution  and  Web 
switching  appliances,  as  well  as  storage  routing  prod¬ 
ucts  —  into  the  AWID  product  family 

Last  year,  Cisco  said  it  would  invest  heavily  in  inte¬ 
grating  software  and  hardware  into  a  more  cohesive 
network  communications  layer. The  push  to  expand 
AWlD’s  umbrella  was  led  in  large  part  by  James 
Richardson,  Cisco’s  chief  marketing  officer,  who  over¬ 
saw  AWID’s  inception  and  development  as  the  former 
vice  president  of  Cisco’s  enterprise  line  of  business 
(Richardson  changed  titles  when  the  company  reorga¬ 
nized  last  month). 

Richardson  has  said  that  investments  in  middleware 
development  will  let  AWID  become  more  than  an  IP 
voice  and  data  convergence  blueprint  and  reach  into 
all  areas  of  large  enterprise  networking  —  such  as 
e-commerce,  content  delivery  networks  and  security 

Cisco  has  taken  the  steps  to  do  this.The  firm  has 
spent  more  than  $4  billion  on  software  companies, 
while  increasing  the  number  of  partners  in  AWID  to 
33,  including  several  new  members  in  the  security 
area,  such  as  content  filtering  firm  N2H2,  Entrust 
Technologies  and  Sygate,  which  makes  personal  fire¬ 
wall  software. 

Also  in  line  with  its  software  investment  strategy, 
Cisco  recently  released  the  applications  for  compa¬ 
nies  to  install  around  the  converged  IP  voice  and  data 
infrastructure  promoted  by  AWID.  Cisco  has  added 
personal  messaging  management  applications,  scaled- 
up  IP  call  center  applications  for  both  large  and  small 
businesses,  management  software  specifically  for  con¬ 
trolling  an  IP  voice  environment  and  most  recently,  a 
version  of  its  unified  voice/e-mail  messaging  software 
for  large  companies. 

AWID  perceptions 

While  Cisco  has  spent  billions  of  dollars  on  position¬ 
ing  and  marketing  the  AWID  brand,  users  and  net¬ 
work  integrators  who  actually  work  with  AWID  prod¬ 
ucts  on  a  daily  basis  are  making  up  their  own  minds 
about  what  works,  and  what  doesn’t,  regarding  Cisco’s 
“uber-brand.” 

“Cisco  has  done  a  pretty  good  job  of  trying  to  wrap  a 
brand  around  AWID,” says  Stu  Feddersen,  vice  president 
of  Network  Visions,  a  Herndon,  Va.,  network  integration 
firm  that  specializes  in  installing  Cisco  voice-over-IP 
products  in  small  and  midsize  companies. 

“A  while  back  [AWID]  was  kind  of  a  piece-parts  strat¬ 
egy  with  different  manufacturers’  products  they 
bought. They’ve  brought  it  into  a 
pretty  cohesive  marketing  piece,” 
he  says. 

While  Feddersen  says  he  has 
seen  AWID  evolve  as  a  marketing 
plan  and  product  integration 
blueprint,  he  says  pushing  AWID’s 
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Stu  Feddersen 

Vice  president,  Network  Visions 

scope  beyond  IP  voice  and  video  might  be  a  stretch  for 
Cisco. 

“I  really  haven’t  seen  Cisco  roll  out  security  pieces  or 
wireless  or  storage  under  AWID,”  he  says.“I  don’t  know 
how  that’s  going  to  work.  I  don’t  know  if  it  makes  sense 
either.  AWID’s  already  pretty  broad.” 

Feddersen  adds  that  trying  to  sell  IP  telephony  to  a 
business  has  unique  challenges.  Cisco  could  risk  mak¬ 
ing  enterprise  users  shy  away  from  an  already  complex 
technology  by  piling  more  applications  and  technolo¬ 
gies  on  top  of  AWID. 

Other  users  call  into  question  Cisco’s  choice  to  rely 
heavily  on  Microsoft  products  for  many  of  the  key 
parts  of  AWID,  such  as  a  server  and  messaging  plat¬ 
form. 

“Cisco  AWID  products  have  their  limitations  because 
they’re  kind  of  [Microsoft  Windows]  NT-ish,” says  Steve 
Donnegan,  a  senior  network  architect  with  Predictive 
Systems,  an  integration  firm  in  New  York.  Donnegan,  who 
has  helped  several  companies  install  Cisco  voice-over-IP 
sites, says  because  Cisco’s  CailManager  software  and 
Media  Convergence  Server  hardware  are  based  on  the 
NT  server  operating  system,  the  offering  can  be  a  turnoff 
for  some  corporate  users. 

One  early  adopter  says  he  would  like  to  see  Cisco 
rely  less  on  Microsoft  software,  but  is  not  displeased 
with  his  AVVID-based  voice-over-IP  network. 

“My  gut  feeling  is  that  Cisco  is  a  data  company  in  the 
first  place  and  a  telephony  vendor  in  the  second 
place,”  says  Jim  Olson,  CIO  of  Menlo  College  in  Ather¬ 
ton,  Calif.  Menlo  uses  Cisco’s  CailManager  software  to 
support  600  students,  staff  and  faculty  on  its  IP  phone 
network. 

Olson  figures  Cisco  did  not  want  to  reinvent  the  wheel 
when  it  got  into  the  voice-over-IP  business  by  creating  its 
own  IP  PBX  operating  system. 

“Cisco  wants  to  be  first  to  market  with  an  IP  voice  serv¬ 
er,  so  they  developed  something  fast  and  got  the  thing 
out  the  door  and  that’s  fine,”  he  says. 

While  Olson  hasn’t  experienced  many  problems  with 
CailManager  servers  crashing,  he  would  like  to  see 
Cisco  come  up  with  either  a  Unix-  or  Linux-based  plat¬ 
form  for  its  IP  voice  servers. 

“Cisco  is  new  to  servers,”  Olson 
says,  but  he  doesn’t  see  that  as  a 
major  problem. “AWID  is  the 
way  to  do  [voice  over  IP],  If  I 
were  to  go  with  another  college, 
I’d  choose  to  install  [voice  over 
IP]  with  Cisco  again.” ■ 
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Lessons  from  Leading  Users 


BIC  brings  employees  together  via  intranet 


■  BY  JENNIFER  MEARS 

BIC  is  probably  best  known  for  its  pens  and  lighters, but  it  also  sells  a 
variety  of  correction  fluids  and  stationery.  Last  year,  the  global  com¬ 
pany  realigned  itself  around  these  product  categories,  requiring 
employees  separated  by  thousands  of  miles  to  work  together. 

When  BIC  asked  employees  how  their  jobs  could  be  made  easier,  the 
overwhelming  response  was  to  make  long-distance  collaboration  easier. 
That’s  what  BIC  is  doing,  thanks  to  help  from  portal  software  vendor 
Plumtree  and  digital  collaboration  software  maker  eRoom. 

Plumtree  and  eRoom  are  the  cornerstones  of  an  intranet  project,  dubbed 
Maestro,  that  aims  to  increase  productivity  at  its  65  offices  by  giving 
employees  a  single  point  of  access  to  the  information  and  resources  they 
need,  as  well  as  connecting  them  across  time  zones  and  continents.  While 
BIC  hasn’t  estimated  overall  cost  savings,  the  company  expects  to  reduce 
its  travel  budget  by  10%  in  2002  because  of  the  efficiencies  created  by 
Maestro. 

BIC  was  using  e-mail,  but  “we  really  needed  to  take  it  to  the  next  level.  It 
made  sense  to  develop  an  intranet,  which  was  geared  toward  an  anytime, 
anywhere  type  of  technology, ’’says  John  Augenstein, global  intranet  project 
manager  for  BIC. 

Augenstein  looked  at  a  variety  of  portal  vendors,  which  he  declined  to 
name,  in  early  2000  and  settled  on  Plumtree  and  eRoom  that  spring. 

See  BIG,  page  24 


Keeping  things 
organized  with  Maestro 


BIC’s  intranet,  dubbed  Maestro, 
gives  employees  centralized  access 
to  a  host  of  applications  and  data. 


An  employee  logs  in  to  multiple  applications  on  the  Maestro  intranet  via  a  portal  interface. 
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Frame  relay 


The  eRoom  server 
supports  collaborative 
applications  among 
domestic  and  inter¬ 
national  employees. 


Firewall 
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Plumtree  servers  tie  into 
corporate  e-mail  servers  and 
use  Web  crawler  technology 
to  pull  information  from  the 
Internet. 


E-mail  servers 


■  IBM's  Lotus  Software  division  last  week  said  it  would 
ship  a  Mobile  Notes  client  for  the  Compaq  iPaq  Pocket 
PC  handheld  by  the  end  of  this  year.  The  client  will  enable 
access  to  mail,  calendars  and  address  books  from  the 
iPaq.  Pricing  was  not  announced.  Earlier  this  year,  Lotus 
announced  support  for  Palm  OS  handhelds  and  the 
Nokia  9210  Communicator  multimedia  device,  www. 
lotus.com 


■  Database  software  maker  Oracle  said  last  week  it  has 
acquired  3Cube,  a  small  maker  of  collaborative  software 
for  hosting  online  meetings.  Oracle  is  not  disclosing  any 
terms  or  details  of  the  deal.  3Cube,  which  is  a  privately 
held  company  in  Burlingame,  Calif.,  was  formed  in  1999 
and  developed  several  Web-based  communication  services 
that  let  customers  hold  online  meetings  and  collaborate  on 
projects  over  the  Internet.  Its  flagship  product,  Web 
Meeting  Services,  lets  users  share  access  to  Internet 
applications  such  as  Web  browsers  on  remote  computers 
and  make  Web-based  phone  calls,  www.oracle.com; 
www.3Cube.com 


Firm  sharpens  self-help  tools 

Web-based  software  aims  to  take  the  load  off  customer  service. 


■  BY  ANN  BEDNARZ 

LOS  ANGELES  —  Knowledge- 
Base  Solutions  last  week  an¬ 
nounced  a  new  version  of  its  flag¬ 
ship  software,  making  it  easier  for 
users  to  create,  retrieve  and  edit 
documents  to  be  shared  with 
employees  and  customers. 

KnowledgeBase.net  2.0  pro¬ 
vides  the  tools  companies  need 
to  build  self-help  features  into 
corporate  intranets  and  Web 
sites.  The  goal  is  for  employees 
and  customers  to  be  able  to  find 
answers  to  their  questions  by 
searching  a  repository  of  text, 
audio  and  video  files  —  without 
enlisting  a  help  desk  or  customer 
service  agent  in  the  process. 

The  7-month-old  company  touts 
the  simplicity  of  its  product:  To 
add  a  document  to  a  corporate 
repository,  a  user  simply  right- 


clicks  his  mouse. 

For  Xsense  Connectivity,  this 
means  all  its  engineers  can  easily 
contribute  to  the  company’s  grow¬ 
ing  repository  of  technical  notes, 
frequently  asked  questions,  trou¬ 
bleshooting  procedures  and  glos¬ 
saries, says  Howard  Cheng, director 
of  operations  at  the  network  equip¬ 
ment  distributor.  Xsense  started 
using  KnowledgeBase.net  in  July 
and  the  company  has  built  its 
knowledgebase  to  include  100 
documents. 

Support  for  Adobe  PDF  files  is 
new  in  Version  2.0.  Previous  ver¬ 
sions  supported  Microsoft  appli¬ 
cations,  including  Word  and 
Excel,  as  well  as  Text  and 
Rich  Text  Format  files. 

Version  2.0  also  adds  an 
authoring  tool  that  lets 
users  write  documents 
directly  to  HTML,  rather 


than  converting  word-processor 
documents. 

KnowledgeBase.  net  converts 
the  files  to  HTML  and  indexes 
documents  by  keywords  and 
phrases;  alternatively,  an  adminis¬ 
trator  can  override  or  expand 
upon  those  keywords.  At  the 
heart  of  the  system  is  a  search 
engine  that  supports  keyword 
searches  and  natural  language 
queries. 

Customer  queries  are  tracked, 
and  the  results  can  be  used  to  fine- 
tune  items  such  as  frequently 
asked  questions.  In  addition, 
KnowledgeBase.net  can  export 
See  KnowledgeBase,  page  24 
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Need  access  from  Australia?  Want  to  print  from  Prague?  Get  the  freedom  of  NetWare®  6.  As  part  of  Novell’s  one  Net 
vision,  NetWare  6  lets  your  users  have  access  to  their  file,  print  and  other  storage  resources  from  any  browser  in  the  world, 
anytime.  So  no  more  lugging  laptops  to  Latin  America.  All  they’ll  need  is  any  computer  with  an  Internet  connection. 
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Enterprise  Applications 
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Bradner 


Last  week  I  ranted  about  the  Digital 
Millennium  Copyright  Act.  But,  leave 
it  to  Congress  —  something  far  worse 
may  be  in  the  works. 

Sen.  Fritz  Hollings,  D-S.C.,  is  on  the  verge 
of  introducing  legislation  that  would,  in 
effect,  outlaw  computer  innovation  and 
might  just  make  it  a  crime  to  compete 
with  Microsoft.  Hollings  is  reportedly 
about  to  introduce  the  Security  Systems 
Standards  and  Certification  Act,  a  copy 
of  which  was  leaked  to  Wired.  (See  the 
draft  bill  at  www.politechbot.com/docs/ 
hollings.090701.html.)  This  bill  would 
cover  any  new  “interactive  digital  device” 


The  end  of  the  free  world? 


and  would  require  that  all  such  devices 
“include  and  utilize”  copyright  protection 
technology  certified  by  the  U.S.  Secretary 
of  Commerce. 

According  to  the  draft,  the  term  “interac¬ 
tive  digital  device”  means  “any  machine, 
device,  product,  software  or  technology, 
whether  or  not  included  with  or  as  part  of 
some  other  machine,  device,  product, soft¬ 
ware  or  technology,  that  is  designed,  mar¬ 
keted  or  used  for  the  primary  purpose  of, 
and  that  is  capable  of,  storing,  retrieving, 
processing,  performing,  transmitting,  re¬ 
ceiving  or  copying  information  in  digital 
form.” 

There  was  a  fascinating  article  in  the 
September  issue  of  Smithsonian  on  Dan 
Foster,  who  uses  sophisticated  word  usage 
analysis  to  figure  out  who  authored  vari¬ 
ous  documents.  I  do  not  think  one  needs 
to  use  his  techniques  to  figure  out  that  this 
bill  was  written  by  the  copyright  industry 
and  not  by  Hollings  or  his  staff. 


As  an  author,  it  is  a  laudable  goal  to  pro¬ 
tect  the  rights  of  copyright  holders,  but 
this  is  a  case  where  the  cure  is  far  worse 
than  the  disease.  Dealing  with  copyrights 
in  the  digital  age  is  not  easy.  See  the 
National  Research  Council  report  titled 
“The  Digital  Dilemma”  (http://books.nap. 
edu/html/digital_dilemma/).  I  was  on  the 
panel  that  produced  this  report,  and  we 
spent  a  lot  of  time  discussing  technical 
protection  systems  such  as  the  one  that 
the  bill  seeks  to  mandate. The  report  con¬ 
cluded  that  “there  is  a  great  diversity  in  the 
kinds  of  digital  intellectual  property  busi¬ 
ness  models,  legal  mechanisms  and  tech¬ 
nical  protection  services  possible,  making 
a  one-size-fits-all  solution  too  rigid.” 

In  addition,  there  is  the  potential  for  sig¬ 
nificant  collateral  damage  from  a  rule  of 
this  type.  First,  the  definition  of  interactive 
digital  device  is  vague  and  could  cover 
anything  from  a  microwave  oven  to  a 
supercomputer,  all  of  which  would  be 


www.nwfusion.com 


made  more  expensive  and  complicated 
by  this  law.  But  worse,  the  use  of  the  term 
“utilize”  in  the  bill  would  mean  that  only 
trusted  operating  systems  could  be  used 
on  the  computers.  Say  goodbye  to  Linux 
and  to  most  flavors  of  Unix.  The  logical 
conclusion  is  that  only  Microsoft  and 
Apple  operating  systems  would  be  legal 
because  those  companies  could  pro¬ 
duce  “secure”  systems  that  could  keep 
people  from  programming  around  the 
protection  system. 

This  rule  might  be  good  for  Mickey 
Mouse,  but  it  is  very  harmful  to  the  rest 
of  us. 

Disclaimer:  Whatever  Harvard  is,  it  is  not 
Mickey  Mouse,  and  the  above  observation 
is  my  own. 

Bradner  is  a  consultant  with  Harvard 
University's  University  Information  Sys¬ 
tems.  He  can  be  reached  at  sob@ 
sobco.com. 
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■  Lessons  from  Leading  Users 


BIC, 

continued  from  page  21 


BIC  has  three  hubs,  in  Connecticut,  France  and 
Brazil,  all  linked  via  international  frame  relay 
lines.  Local  BIC  offices  are  tied  into  the  back¬ 
bone  via  frame  relay  links  as  well. 

He  says  launching  Maestro  was  “pretty  straight¬ 
forward”  because  BIC  relied  on  eRoom  and 
Plumtree  to  help  with  the  implementation.  The 
Plumtree  software  runs  on  a  batch  of  Microsoft 
servers  —  two  Web  servers,  a  job  server,  a  data¬ 
base  server  and  a  file  server  —  and  eRoom  runs 
on  a  single  Web  server,  but  uses  the  Plumtree 
database  server  for  such  things  as  indexing. 

“With  our  infrastructure  staff  working  with  the 
eRoom  and  Plumtree  technologists,  we  were 
able  to  order  the  servers,  bring  the  servers  in, 
install  software  and  test  it.  We  basically  went 
from  concept  to  launch  in  five  months,”  he  says. 

Maestro  is  available  to  about  3,500  employees 
in  four  continents,  with  between  150  and  185 
users  accessing  the  portal  at  any  one  time. 

BIC’s  main  concern  was  to  provide  collabora¬ 
tion  capabilities,  which  it  gets  through  eRoom’s 
software.  But  it  also  wanted  to  give  employees  a 
personalized  window  into  the  digital  informa¬ 
tion  and  resources  they  needed,  which  the  com¬ 
pany  did. 

Plumtree  uses  software  components  called 
gadgets  to  link  the  portal  with  applications  and 
digital  content.  For  example,  if  BIC  wants  to  give 
employees  companywide  portal  access  to  a 
financial  application  running  on  a  server  in 
France,  it  writes  a  gadget  for  that  application  and 
links  it  to  the  portal.  Users  then  have  a  graphical 
interface  to  that  application  from  the  portal,  no 
matter  where  they  are. 

The  Plumtree  software  can  organize  content 
and  resources  specific  to  each  employee’s 
needs.  In  addition,  the  portal  maintains  user 
roles  and  password  requirements,  so  that  each 


user  has  access  only  to  appropriate  information. 
BIC  employees  previously  had  to  go  through  sev¬ 
eral  steps  to  get  information  they  needed.  For 
example,  a  communications  employee  might 
have  had  to  check  out  competitor  and  partner 
Web  sites,  look  for  BIC-related  news,  check  stock 
numbers  and  send  e-mail. 

“That  person  would  have  had  to  go  to  six  or 
seven  or  eight  different  areas  for  information,” 
Augenstein  says. 

“What  the  portal  and  the  gadgets  allow  you  to 
do  is  bring  much  of  that  information  to  a  cen¬ 
tralized  location.  So  they  don’t  have  to  look  in 
seven  different  places,  they  can  now  look  in  a 
single  location,”  he  adds. 

Ultimately,  Maestro  will  be  available  to  all  9,000 
BIC  employees  and  will  provide  access  to  enter¬ 
prise  resource  planning,  human  resources  and 
financial  applications.  But  initially  the  focus  is 
on  e-mail,  news  feeds  and  other  widely  used 
resources. The  most  popular  link  from  the  portal 
is  to  an  eRoom,  he  says. 

“They  can  launch  into  Maestro,  check  their 
e-mail  and  then  jump  right  into  an  eRoom,”  he 
says.“So  rather  than  having  to  go  to  the  Internet 
first,  mail  second  and  eRoom  third,  they  can  go 
to  one  location  and  get  all  that  information.” 

ERoom  provides  a  digital  workplace  where 
updates  and  changes  to  works  in  process  can  be 
made  and  viewed  by  multiple  users  simultane¬ 
ously. 

“So,  for  example,  in  public  relations,  at  any 
given  time,  we’re  working  on  several  news  releas¬ 
es  at  the  same  time,”  says  Linda  Kwong,  BIC’s 
director  of  corporate  communications.“Rather 
than  having  to  e-mail  my  associates  with 
changes  and  getting  things  back  and  having 
things  flying  all  over  the  place,  [in  the  eRoom] 
you  can  put  in  comments  to  your  co-workers, 
you  can  update  things,  change  things,  highlight 
what  you’ve  done,  add  what  you  want  and  it’s  all 
in  one  place.”  ■ 


KnowledgeBase, 

continued  from  page  21 


Self-service  saves 

Forrester  Research 
found  that  calls  to  a  live 
customer  service 
representative  cost 
companies  an  average 
of  $32.74  per  trans¬ 
action,  while  Web  self- 
service  transactions 
average just 

$1.17 

per  visit. 


visitor  search  records  to  a 
company’s  customer  relation¬ 
ship  management  (CRM) 
software  so  it  can  track  pro¬ 
spects’  interests,  for  example. 

New  to  KnowledgeBase.- 
net  in  Version  2.0  is  an  “un¬ 
answered  questions”  report 
that  points  companies  to  the 
information  its  intranet  users 
and  Web  site  visitors  are 
seeking. 

KnowledgeBase  competes 
with  higher-end  search  ven¬ 
dors  such  as  Ask  Jeeves; 
CRM  vendors  with  self-help 
functionality;  and  self-help 
software  vendors  such  as 
eHelp.  KnowledgeBase  dis¬ 
tinguishes  itself  by  offering  the  tools  not  only  to  search  for  doc¬ 
uments  but  also  to  populate  the  repository,  says  Alex  Kazerani, 
KnowledgeBase  CEO. 

KnowledgeBase.net  2.0  is  available  now.  Customers  can  sub¬ 
scribe  to  the  company’s  application  service  or  license  the  soft¬ 
ware  and  deploy  it  onsite.  In  the  hosted  version,  pricing  is 
based  on  the  number  of  articles  imported.  For  example,  if  a 
customer  wants  to  store  5,000  articles,  each  article  would  cost 
35  cents  per  month. 

This  pricing  formula,  which  lets  companies  pay  as  they  grow, 
was  a  strong  selling  point  for  Xsense,  Cheng  says.  “The  com¬ 
plete  function  set  is  open  to  cus¬ 
tomers  of  all  levels,”  he  notes,  whether 
a  customer  has  100  or  10,000  articles 
on  the  system. 

Onsite  software  licenses  also  are 
based  on  document  volume  and  typi¬ 
cally  start  at  $30,000  for  an  unlimited 
number  of  users. 

Thus  far,  350  companies  subscribe  to 
the  hosted  service,  including  Siemens 
ICN.Jamcrackerand  Noble  Drilling. Only 
“a  handful”of  companies  have  deployed 
the  product  onsite,  Kazerani  says. 

KnowledgeBase.net:  www.knowledge 
base.net 
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■  More  bad  news  emerged  from 
the  application  and  infrastructure 
service  provider  industry  last  week: 

Breakaway  Solutions,  which  has 
had  a  brutal  2001  with  two  CEO  res¬ 
ignations,  layoffs  of  more  than  100 
employees  and  mounting  losses,  says 
it  will  attempt  to  stabilize  operations 
and  find  a  buyer  while  under  bank¬ 
ruptcy  protection. 

Loudcloud,  an  infrastructure  services 
provider  founded  by  former  Netscape 
executive  Marc  Andreessen,  has 
announced  an  undisclosed  number  of 
layoffs  and  a  reorganization  in  a 
cost-cutting  effort  designed  to  carry 
the  company  through  to  profitability. 
Loudcloud  says  the  restructuring, 
along  with  a  recent  partnership  with 
Qwest  Communications,  will  help  it 
to  reduce  cash  bum  to  $18  million  to 
$20  million  by  the  second  quarter  of 
next  year  and  carry  it  to  profitability 
during  2003. 

USinternetworking  says  it  is  laying  off 
an  undisclosed  number  of  its  850 
employees  as  it  continues  to  search 
for  more  funding  in  an  effort  to  break 
even  by  the  end  of  this  quarter.  USi 
led  the  application  service  provider 
market  with  $100  million  in  revenue 
last  year,  according  to  market 
research  firm  IDC.  But  the  company, 
which  announced  150  layoffs  in 
January  and  another  250  In  April,  has 
been  bleeding  red  ink,  with  a  $51.5 
million  loss  in  the  last  quarter. 

■  Sprint  PCS  Group  has  joined  the 
Java  bandwagon,  announcing  an  ap¬ 
plication  developers'  program  in  con¬ 
junction  with  Sun  and  support  for 
Java  on  a  Samsung  Electronics  hand¬ 
set  running  Palm  OS.  Sprint  PCS  will 
start  shipping  the  i300  handset  from 
Samsung  with  Java  support  by  the 
end  of  September.  Sprint  PCS 
already  offers  handsets  from 
Kyocera  that  can  run  Java  applica¬ 
tions.  Nextel,  NTT  DoCoMo  and 
Nokia  also  support  Java-enabled 
phones.  Sprint  PCS  will  team  with 
Sun  officials  and  analysts  to  judge  a 
Java  developers  contest  at  Sprint 
PCS’  developer  conference  to  be 
held  next  month  in  Las  Vegas. 
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Yipes  extends  Ethernet  line 

New  LAN-to-LAN  offering  scales  up  to  1G  bit/sec. 


now  called  Yipes 
VPN.  That  service 
supports  only  IP  and 
has  a  maximum 
bandwidth  of  100M 
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Label  Switching  to  sup¬ 
port  the  National  Area 
Network  service,  but  plans 
to  eventually  move  to 
managed  wavelengths. 


■  BY  MICHAEL  MARTIN 

ATLANTA  —  Yipes  Communications 
last  week  launched  a  LAN-to-LAN  Ether¬ 
net  service  designed  to  give  customers  a 
more  flexible  alternative  to  private  lines 
and  frame  relay. 

The  carrier’s  new  Layer  2-based 
National  Area  Network  service  supports 
any  protocol  that  can  run  on  an  Ethernet 
network  and  lets  customers  scale  up  to 
1G  bit/sec. 

Like  other  Yipes  offerings,  National 
Area  Network  lets  customers  order 
bandwidth  in  1M  bit/sec  increments  on 
demand. 

Yipes,  which  is  based  in  San  Francisco 
and  operates  networks  in  21  cities  across 
the  U.S.,  will  also  continue  to  offer  its 
existing  Layer  3-based  WAN  service  — 


bit/sec. 

Officials,  who  announced  the  service 
at  NetWorld+Interop  2001,  would  not  re¬ 
lease  specific  pricing  on  the  new  ser¬ 
vice,  but  said  the  cost  would  be  compet¬ 
itive  with  frame  relay  and  private-line 
services. 

Yipes  is  supporting  the  new  offering 
with  service-level  agreements  (SLA)  cov¬ 
ering  latency,  packet  loss,  throughput 
and  installation  time.  Officials  say  the 
SLA  parameters  are  comparable  to  what 
customers  would  get  with  a  frame  relay 
or  private-line  service. 

Yipes  will  initially  use  Multi-protocol 


Web-based  service 

Also  new  from  the  carrier  is  Yipes 
NOW,  a  Web-based  service  that  lets  cus¬ 
tomers  add  bandwidth  within  seconds 
of  ordering  it.  Previously,  customers  had 
to  call  Yipes  directly  to  get  bandwidth 
added  on  demand. 

With  Yipes  NOW,  customers  log  on  with 
a  user  name  and  password  to  access  the 
interface. Yipes  guarantees  any  addition¬ 
al  bandwidth  will  be  available  within  5 
seconds,  although  the  company  says  the 
provisioning  time  is  much  less. 

See  Yipes,  page  26 


Visual  Networks  plots  new  course 

Plans  call  for  developing  analysis  software  and  open  interfaces  to  other  platforms. 


■  BY  TIM  GREENE 

ROCKVILLE,  MD.  —  Visual  Networks  is 
laying  out  a  three-year  plan  to  expand  its 
products  beyond  the  frame  relay,  ATM 
and  IP  monitoring  software  that  is  the 
company’s  bedrock. 

The  company  says  it  will  continue  to 
push  its  performance-monitoring  soft¬ 
ware  into  other  vendors’  products  and 
make  the  data  it  gathers  available  to 
other  applications,  such  as  service 
provider  operations  and  support  sys¬ 
tems.  Earlier  this  year,  ADC  announced  it 
will  include  Visual’s  ATM  agents  in  ADC 
access  products. 

Visual  will  also  develop  applications 
that  analyze  reports  produced  by  its  soft¬ 
ware  so  large  companies  and  service 
providers  can  improve  network  capacity 
planning  and  problem  troubleshooting. 

Visual  says  it  plans  open  software  inter¬ 
faces  between  its  applications  and  Web 
browsers,  and  third-party  reporting  and 
management  software. 

The  company  is  working  on  XML  inter¬ 
faces  for  its  performance-reporting  soft¬ 
ware  so  performance  reports  can  be 
accessed  via  Web  browsers.  Currently,  data 
collected  by  its  probes  are  only  accessi¬ 


ble  via  a  proprietary  application  program¬ 
ming  interface. 

The  company’s  core  products,  Visual- 
UpTime,  IPInsight  and  Visual  eWatcher, 
consist  of  probes  that  gather  network 
performance  data  and  software  that 
turns  the  data  into  reports.These  reports 
can  be  used  to  measure  whether  ser¬ 
vice-level  agreements  are  being  met  and 
to  track  down  where  problems  exist  in 
networks. 

The  company  has  already  expanded  its 
IP  capabilities  to  support  monitoring  of 
Multi-protocol  Label  Switching  traffic.This 
tracks  IP  traffic  from  site  to  site  across 

Visual  roadmap 

Visual  Networks  is  laying  out  a  three 
monitoring  software. 


public  IP  networks  as  if  it  were  monitoring 
a  virtual  circuit.  The  company  also  plans 
to  build  IPInsight  into  hardware  appli¬ 
ances  that  can  be  placed  at  individual 
user  sites  to  track  performance. 

Visual  will  also  develop  performance 
analysis  software  sometime  after  next 
year  that  will  focus  on  IP  voice-over-IP 
and  mobile  data  traffic. 

Last  year,  after  plummeting  revenue 
and  disastrous  earnings,  Visual  aban¬ 
doned  its  push  into  companies  to  go 
back  to  providing  tools  for  service 
providers.  It  laid  off  140  employees  and 
closed  two  sites.  ■ 


-year  plan  for  expanding  its  network 


•  Through  the  end  of  this  year:  Develop  an  XML  interface  so  data  gathered  by  Visual 
Uptime,  IPInsight  and  eWatcher  software  can  be  viewed  by  Web  browsers. 

•  During  2002:  Develop  CORBA,  HTTP  and  other  interfaces  so  the  data  can  be  shared 
with  service  provider  portals,  operations  and  support  systems,  and  service  management 
portals. 

•  From  2003  to  2004:  Develop  analysis  software  that  mines  the  data  for  planning  and 
provisioning,  supporting  service-level  agreements  and  troubleshooting. 
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When  it  comes  to  planning  a  wire¬ 
less  strategy,  corporate  users  who 
responded  to  a  U.S.  Giga  poll  are 
representative  of  the  North  American 
user  population.  A  little  more  than  a 
third  responded  that  a  national  or 
regional  strategy  and  policy  regarding 
services  was  in  place,  but  38%  indicated 
their  companies  have  no  management 
plan.  About  a  quarter  of  those  surveyed 
have  only  guidelines  in  place. To  us,  this 
means  that  more  than  60%  of  U.S.  com¬ 
panies  lack  a  formal,  uniform  strategy 
and  policy  regarding  wireless  services. 

Corporate  users  who  responded  to  a 
similar  Giga  poll  in  Western  Europe 
reported  similar  responses  —  31%  had 


Wireless  technology:  No  plan  is  a  bad  plan 


no  formal  strategy,  and  35%  have  only 
guidelines  in  place.  We  found  that  32% 
had  no  national  or  regional  strategies  in 
place.  These  statistics  imply  that 
although  Western  Europeans  rely  far 
more  on  wireless  services  than  do  North 
Americans,  their  focus  on  proactive 
management  has  not  kept  pace. 

No  wonder  then,  that  more  than  22%  of 
North  American  and  20%  of  Western 
European  respondents  claimed  to  have 
no  idea  about  how  much  money  their 
companies  spend  on  wireless.  Without 
centralized  procurement,  employees  typi¬ 
cally  voucher  expenses  for  devices  and 
services  —  which  means  that  with  the 
exception  of  simple  voice  calls,  there  is  an 
absence  of  uniform  features.  Furthermore, 
the  lack  of  centralized  contract  negotia¬ 
tions  and  contracts  means  that  compa¬ 
nies  are  paying  too  much  for  the  devices 
and  services  their  employees  use. 

Should  these  organizational  trends 
continue,  consider  their  implications  for 
the  rapidly  emerging  world  of  2.5G  wire¬ 


less  data  services: 

•  There  are  few  pre-established  corporate 
standards  for  handheld  devices,  which  in 
turn  creates  great  impediments  for  wide¬ 
spread  use  of  wireless  applications. 

•  Without  device  standards,  it  becomes 
difficult  to  establish  uniform  security 
methods  and  procedures.  As  a  simple 
example,  ponder  the  type  of  information 
your  company  might  consider  accept¬ 
able  or  unacceptable  to  store  on  a  hand¬ 
held  —  a  device  that  by  its  very  size  will 
be  misplaced  and  lost  more  frequently 
than  will  a  laptop. 

•  Think  you  are  paying  too  much  for 
wireless  service  now?  So  far,  2.5G  ser¬ 
vices  aren’t  any  sort  of  bargain.  To  be 
blunt,  they  have  the  potential  to  make 
today’s  2G  diseconomies  look  like  so 
much  loose  change. 

•  Most  importantly,  standardization  of 
applications,  platforms  and  security  is 
essential  for  any  organization  to  achieve 
a  competitive  advantage  using  this  tech¬ 
nology.  Clearly,  successful  early  adopters 


have  done  so  and  continue  to  learn  and 
innovate. 

Many  companies  may  make  the  mis¬ 
take  of  thinking  that  their  lack  of  imme¬ 
diate  plans  to  use  2.5G  technology 
means  there  is  no  great  urgency  to 
tackle  the  issues  raised  here.  But  make 
no  mistake,  these  impediments  won’t 
stop  individuals  from  using  2.5G  tech¬ 
nology  —  the  real  and  touted  benefits 
are  far  too  great. 

However,  in  their  naivete,  employees 
have  no  idea  of  the  trouble  they  may 
inadvertently  cause  their  organizations. 
Simply  banning  the  presence  of  this 
technology  won’t  stop  its  use.  Proactive, 
centralized  planning  and  management 
are  essential;  companies  on  both  sides 
of  the  Atlantic  must  get  out  ahead  of  this 
technology  to  harness  its  benefits  and 
curb  its  shortcomings  now. 

Pierce  is  a  research  fellow  at  Giga  Infor¬ 
mation  Group.  She  can  be  reached  at 
lpierce@gigaweb.  com. 


Yipes 

continued  from  page  25 

Customers  can  get  price 
quotes  on  the  added  bandwidth 
through  the  same  interface. 

Yipes  needs  to  continue 
offering  innovative  services  if  it 
wants  to  make  any  headway 
against  interexchange  carriers 
such  as  AT&T  and  Sprint,  and 
the  regional  Bell  operating 
companies, says  Nick  Maynard, 
an  analyst  with  The  Yankee 
Group  in  Boston. 

Perhaps  the  toughest  hurdle 
to  overcome  will  be  convinc¬ 
ing  customers  Yipes  can  match 
the  larger  carriers  in  terms  of 
service  quality,  he  says. 

“If  an  enterprise  can  save  a  lot 
of  money  by  going  with  Yipes, 
then  there’s  a  good  chance  the 
enterprise  will  go  to  them,”  he 
says. 

“But  the  enterprise  is  also 
going  to  want  the  service  and 
reliability  it’s  used  to  getting 
from  the  incumbent  carrier,  ’’ 
he  says. 

Yipes:  www.yipes.com. 
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Read  our  editorial  on  how  Yipes 
fares  against  the  big  guys. 
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Rhythms  shutdown  in  limbo  after  attacks 

Bankrupt  DSL  provider  may  be  forced  by  FCC  to  carry  on. 


■  BY  JULIE  BORT 

As  the  U.S.  government  limps 
along  in  the  aftermath  of  last 
week’s  terrorist  attacks,  one  of  the 
heartiest  broadband  battles  has 
been  put  into  limbo,  leaving  these 
questions  unanswered:  Will  belea¬ 
guered  DSL  provider  Rhythms 
NetConnections  be  allowed  to 
cease  its  operations  as  its  man¬ 
agement  and  creditors  want,  or 
will  the  Federal  Communications 
Commission  continue  to  force 
the  company  to  carry  on,  sup¬ 
porting  its  customers? 

Last  Monday,  the  U.S.  District 
Court  for  the  Southern  District 
of  New  York  agreed  to  step  in 
and  rule  on  the  matter,  remov¬ 
ing  the  issue  from  the  hands  of 
the  U.S.  Bankruptcy  Court.  The 
District  Court  scheduled  a  hear¬ 
ing  for  Friday.  However,  the  court 
building  is  located  a  few  blocks 
from  the  World  Trade  Center, 
and  it  was  unclear  by  press  time 
whether  the  hearing  would  be 
able  to  proceed  Friday. 

In  the  meantime,  Rhythms, 
which  is  based  in  Englewood, 
Colo.,  and  serves  33  cities,  con¬ 
tinued  to  operate  “to  the  best  of 
our  ability,”  a  company  source 
said. “The  last  authority  to  speak 
was  the  FCC,  and  as  law-abiding 
citizens  we  are  obeying  that 
decision.” 

Last  week,  the  FCC’s  message 
was  to  deny  Rhythms  the  right  to 


GLEG  wrecks 

Rhythms  is  just  one  of  several  CLECs  that  has  filed  for  Chapter 
11  bankruptcy  protection  this  year: 
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terminate  its  network  last  Tues¬ 
day,  as  the  carrier  had  planned. 

Rhythms  had  also  scheduled 
for  last  Tuesday  an  auction  of 
assets,  which  has  been  post¬ 
poned  until  a  network  termina¬ 
tion  date  is  established. 

Cease  operations 

On  Aug.  10,  Rhythms  filed  an 
application  with  the  FCC  to 
cease  operations,  the  FCC  says. 
The  commission  notified  the 
public  on  Aug.  24  and  requires  a 
service  provider  to  continue 
operations  for  31  days  after  the 
public  is  notified. 

Had  Rhythms  done  nothing,  the 
termination  would  likely  have 
automatically  been  approved  for 
Sept.  24.  “In  cases  where  a  com¬ 
pany  is  applying  for  discontinu¬ 
ance,  the  application  is  automati¬ 


cally  granted  in  31  days  unless  the 
commission  says  otherwise,”  an 
FCC  spokesperson  said. 

However,  Rhythms  manage¬ 
ment  and  its  creditors  applied 
to  the  FCC  for  approval  to  ter¬ 
minate  last  Tuesday,  rather  than 
on  Sept.  24,  the  31st  day  after 
notification.  But  the  FCC  had 
received  38  complaints  against 
that  termination  date  as  of  the 
Monday  hearing,  which  spurred 
it  to  these  complaints.  This  in 
turn  convinced  the  District 
Court  to  hear  the  case. 

Among  those  who  wrote  to 
the  FCC  was  Broadband  Sol¬ 
utions,  a  DSL  reseller  in  Denver. 

“The  problem  is  that  customers 
haven’t  been  moved  yet.  We’ve 
been  able  to  move  more  than  100 
to  Qwest  [Communications],  but 
not  everyone  qualifies,”  says  Bill 


Zimmerling,  president  of  Broad¬ 
band. 

DirectTV  has  also  reportedly 
lobbied  the  FCC  to  delay 
Rhythm’s  demise,  citing  its 
17,000  customers  that  rely  on 
the  Rhythms  network  and  ask¬ 
ing  the  FCC  to  extend  Rhythm’s 
operations  until  at  least  Nov.  24. 

Alternative  service 

Broadband  is  getting  creative 
in  looking  for  alternative  DSL 
service.  In  addition  to  Qwest,  it 
has  been  trying  to  move  cus¬ 
tomers  to  Covad  Commun¬ 
ications,  another  DSL  provider 
that  filed  for  Chapter  1 1  bank¬ 
ruptcy  protection  in  August. 

But  many  customers  refuse  this 
option.  So  Broadband  struck  up 
an  agreement  with  managed 
VPN  provider  Netifice  Comm¬ 
unications  in  Atlanta,  to  use  Net- 
ifice’s  DSL  network  and  is  wait¬ 
ing  on  about  100  more  orders  to 
be  fulfilled. 

Meanwhile,  although  few  em¬ 
ployees  remain  at  the  company, 
Rhythms’  network  continues  to 
stay  online,  Zimmerling  con¬ 
firms.  ■ 
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CPIane  touches  down  with  Ignition  Control 


Start-up  promises  to  make  service  creation  take  off. 


■  BY  TIM  GREENE 

SUNNYVALE,  CALIF  —  Start-up 
CPIane  this  week  is  announcing 
software  designed  to  make  it  easi¬ 
er  for  IP  service  providers  to  cre¬ 
ate  new  services  and  quickly  acti¬ 
vate  them  for  individual  cus¬ 
tomers  as  they  place  orders. 

Called  Ignition  Control,  this  soft¬ 
ware  defines  services,  checks 
whether  the  network  has  the 
resources  for  each  customer,  and 
then  automatically  activates  the 
service.  The  company  claims 
Ignition  Control  makes  better  use 
of  carrier  network  resources  than 
might  be  made  with  traditional 
manual  configuration  of  devices. 

Ignition  Control  runs  on  Solaris 
workstations  within  service  pro- 


Takes 


■  Aiidian  Networks  announced  the 
certification  of  its  product  line  by 

Removable  Media  Solutions,  Inc.  as 
interoperable  with  storage-area  net¬ 
work  platforms  from  RMSI  and 
Brocade  Communications  Systems. 
The  interoperability  testing  was  com¬ 
pleted  in  RMSI's  labs  last  week. 

RMSI  certified  Alidian’s  Optical 
Service  Network  (OSN)  family  of 
DWDM  add/drop  multiplexers  to 
operate  on  a  metropolitan  network 
containing  RMSI’s  SAN-in-a-CAN 
product  or  Brocade's  SilkWorm  fami¬ 
ly  of  Fibre  Channel  fabric  switches. 
The  OSN  family  includes  the  OSN 
4200,  the  OSN  4400  and  the  OSN 
4800.  www.alidian.com;  www.team 
rmsi.com;  www.brocade.com 

■  Atrica  announced  the  addition  of 
Andy  Ludwick,  co-founder  of  Syn- 
Optics  Communications  and  former 
CEO  of  Bay  Networks,  to  its  board  of 
directors.  Ludwick  serves  on  the 
boards  of  Foundry  Networks,  Cross¬ 
worlds  Software  and  other  private 
companies. 


vider  networks.  It  attacks  the  ser¬ 
vice  definition  and  activation 
from  several  levels. 

First,  service  level  specifications 
are  defined  conceptually  by  code 
written  in  XML.  Then  resource- 
control  software  checks  with  net¬ 
work  elements  to  assess  whether 
the  network  will  support  the  ser¬ 
vice.  If  the  resources  are  available, 
software  called  Service  Architect 
creates  a  Network  Level  Spec¬ 
ification  (NLS)  that  defines  what 
technologies  must  be  combined 
to  deliver  the  service. 

These  NLSs  are  created  by  draw¬ 
ing  on  a  set  of  software  building 
blocks  that  define  individual 
pieces  of  a  service.  For  example,  a 
service  might  require  a  10M- 
bit/sec  link  between  two  sites. 

_  That  requirement  would 

be  handled  by  a  band¬ 
width-management 
building  block,  says 
Simon  Crosby  the  com¬ 
pany’s  chief  strategy  offi¬ 
cer.  There  are  about  a 
dozen  such  blocks  in 
Ignition  Control. 

The  NLS  is  then  con¬ 


verted  to  vendor-specific  instruc¬ 
tions  to  activate  the  service. 

CPIane  has  written  code  defin¬ 
ing  three  services  carriers  can 
provide  using  the  Ignition  Control 
platform:  Ignite  Transparent  LAN 
Service;  Ignite  VPN;  and  Ignite  IP- 
Bandwidth. 

To  activate  services,  Ignition 
Control  must  be  able  to  issue 
instructions  to  configure  individ¬ 
ual  devices  within  a  carrier’s  net, 
and  these  elements  are  typically 
created  by  many  vendors.  CPIane 
is  working  with  eight  to  10  hard¬ 
ware  vendors  to  develop  compat¬ 
ible  software  agents  called 
Ignition  Adapters.  These  adapters 
translate  instructions  from 
Ignition  Control  into  commands 
that  a  particualr  device  built  by  a 
specific  vendor  can  understand. 

If  a  service  provider  has  a 
device  in  its  network  for  which 
CPIane  has  not  written  an  Ignition 
Adapter,  the  provider  can  buy  a 
tool  kit  to  write  their  own. 

Through  adapters,  Ignition 
Control  also  pulls  performance 
data  that  it  can  feed  to  back-end 
software.  This  performance  data 


* 

PROFILE:  CPLANE 

■ 

Based: 

Sunnyvale,  Calif. 

Founded: 

1998  by  Nelu  Mihai,  CEO;  Simon  Crosby,  Chief 
Strategy  Officer;  Ian  Leslie,  advisor. 

Product: 

Ignition  Control  service  creation/activation 
software  for  rapid  service  provisioning. 

Financing: 

■  . 

$35  million  from  ONSET  Ventures,  Pequot  Private 
Equity,  Amamrindo’s  Private  Equity  Group,  CME A 

Ventures,  Woodside  Fund  and  Sun. 

Competitors: 

Dorado,  Syndesis,  Orchestream 

Employees: 

75 

Fun  fact: 

In  1992,  Simon  Crosby  wrote  software  that 
controlled  a  Web  cam  monitoring  a  coffee  pot  in 
the  faculty  lounge  at  Cambridge  University. 

also  lets  providers  track  how  well 
their  networks  are  performing 
based  on  the  number  of  cus¬ 
tomers  and  services  they  support, 
Dave  Passmore,  a  research  direc¬ 
tor  at  The  Burton  Group  says. 

CPIane  will  compete  against 
other  software  makers,  including 
Dorado  Software,  Syndesis  and 
Orchestream,  that  address  service 


creation  and  activation. 

Ignition  Control  will  be  avail¬ 
able  in  the  fourth  quarter,  and 
prices  have  not  been  set.  How¬ 
ever,  prices  will  be  based  on  then 
number  of  Ignite  applications,  the 
number  of  network  elements  and 
what  kind  of  service  and  support 
providers  order. 

CPIane:  www.cplane.com 


ONI  helps  speed  deployment  of  new  circuits 


■  BY  TERRI  GIMPELSON 

NEW  YORK  —  ONI  Systems  last  week 
said  metropolitan  service  provider 
Sphera  Optical  Networks  was  able  to  turn 
up  a  lOG-bit/sec  OC-192  SONET  circuit  for 
an  unidentified  carrier,  using  ONI’s  opti¬ 
cal  transport  gear. 

This  could  be  a  significant  development 
in  that  it  usually  takes  months  to  turn  up 
lower  speed  SONET  circuits.  If  two  weeks 
provisioning  time  becomes  the  norm,  new 
high-speed  services  could  soon  become 
commonplace. 

Sphera  claims  it  is  also  the  first  ring-based 
lOG-bit/sec  deployment. 

Sphera  provided  the  circuit  to  the  carrier 
to  connect  two  carrier  hotels  in  New  York. 
The  carrier  uses  Sphera’s  dense  wavelength 
division  multiplexing  (DWDM)  metropoli¬ 
tan  ring,  which  is  supplied  by  ONI. 

Sphera  uses  ONI’s  ONLINE  7000  and  9000 
transport  boxes  and  OPTX  management 


software.  Sphera  spent  the  last  year  evalu¬ 
ating  gear  from  various  vendors,  including 
Nortel  and  Ciena,  before  selecting  ONI. 

The  circuit  was  tested  for  two  days  be¬ 
fore  it  was  turned  up  Aug.  27,  says  Rohit 
Sharma,  founder  and  CTO  of  ONI.  He  esti¬ 
mates  there  are  between  six  and  12  other 
circuits  on  the  Sphera  ring. 

Charlie  Berger,  technical 
analyst  for  The  Gilder  Group, 
says  the  DWDM  ring  is  the 
key  to  the  fast,  disruption-free 
provisioning. 

“It’s  important  to  under¬ 
stand  that  this  deployment  is 
a  DWDM  circuit  that  is  run¬ 
ning  a  SONET  protocol,”  he 
says.  “ONI’s  success  here 
should  serve  as  a  notice  that 
it’s  all  about  wavelengths 
and  WDM  and  flexibility. You 
can  only  do  all  that  with 
optics.  If  this  were  a  [pure]  DocFinder:  6029 
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The  metropolitan  networks 
architecture  debate  rages  on, 


SONET  system, you  would  an  entire  forklift 
upgrade.” 

Berger  also  points  out  that  the  deploy¬ 
ment  took  place  while  the  carrier’s  system 
remained  up  and  running. 

“Nortel  and  Ciena  would  have  had  to 
shut  down  to  make  this  type  of  upgrade,” 
Berger  says. 

Separately  ONI  announced  a 
multimillion-dollar  agreement 
with  international  data  service 
provider  Equant. 

Equant  plans  to  use  ONl’s 
ONLINE  7000,9000  and  OPTX 
software  to  light  fiber  that  it 
has  purchased  for  local  point- 
of-presence  interconnects  to 
its  long-distance  wavelengths. 
ONI  has  begun  deploying  its 
equipment  in  the  Equant  net¬ 
work  in  London  and  Paris. 

ONI:  www.oni.com;  Sphera: 
www.spheranetworks.com 
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ROUTER  WITH  MPLS. 
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Introducing  the  RS  16000  from  Riverstone  Networks: 


It  s  the  new  generation  of  router  built  expressly  for 


Gigabit  and  10-Gigabit  Metropolitan  Area  Networks. 


The  chassis-based  RS  16000  delivers  up  to  60  wire- 


speed  Gigabit  ports,  along  with  10-Gigabit  Ethernet 


and  CWDM  uplinks  all  in  5  rack  units  -  that’s  70% 


more  Gigabit  ports  per  rack  inch  than  the  nearest 


competitor.  For  service  providers,  this  means  more 


revenue  per  rack  and  lower  operating  costs 


,-mtm 


But  the  RS  16000  is  more  than  the  highest  density 
router  in  the  industry.  As  a  full  function,  Internet- 
caliber  metro-optimized  router,  it  also  delivers  rich 
service  creation  capabilities.  Through  hardware- 
based  MPLS,  bandwidth  carving,  and  extensive 
billing  and  accounting,  the  RS  16000  converts 
raw  bandwidth  into  profitable  services  for  carriers 
throughout  the  Metropolitan  Area  Network. 


Contact  Riverstone  Networks  at  1-877-778-9595  or 


visit  nverstonenet.com  to  see  how  we  re  changing 


the  rules  in  the  Metro. 


FAILURE  is  NOT 


www.nwfusion.com 
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NetworkWorid 

■  AN  INSIDE  LOOK  AT  THE 
TECHNOLOGIES  AND  STANDARDS 
SHAPING  YOUR  NETWORK 


Metatool  bolsters  root-cause  analysis 


■  BY  CATHY  FULTON 

Every  day,  network  executives  face  com¬ 
plex  challenges  managing  the  perfor¬ 
mance  of  WANs.  However,  there  are  simply 
too  much  data  and  too  little  time  to 
address  these  challenges  effectively  To 
resolve  them,  network  executives  need  rel¬ 
evant,  meaningful  information  to  help 
identify  the  root  cause  of  the  perfor¬ 
mance  problems. 

New  tools,  called  root  cause  perfor¬ 
mance  systems  (RCPS),  are  designed  to 
correlate  data  from  multiple  sources  to 
solve  complex  network  performance 
problems. 

An  RCPS  is  a  metatool  that  facilitates 
identification  and  correction  of  complex 
performance  issues  that  occur  across  an 
enterprise-scale  network.  It  operates  on 
the  global  system  rather  than  focusing  on 
individual  segments  or  units,  and  corre¬ 
lates  information  from  vastly  diverse  data 
sources.  An  RCPS  encompasses  a  full  view 
of  a  network  rather  than  a  specific  device 
or  data  source. 

Traditional  tools  address  problems  by 
trying  to  simplify  the  data  through  TopN 
Reports:  Top  10  protocols,  Top  20  hosts, 
Top  25  SLA  violations  and  others.  Un¬ 
fortunately  many  important  issues  require 
correlating  multiple  variables  obtained 
from  different  tools.  While  a  TopN  Report 
may  provide  a  starting  point,  it  is  seldom 
the  final  point  of  data  interpretation. 

Because  there  is  so  much  data  to  ana¬ 
lyze,  network  managers  need  software 
that  performs  logical  troubleshooting 
processes  for  them  with  useful  recom¬ 


mendations  for  improving  network  perfor¬ 
mance.  An  RCPS  handles  this  by  correlat¬ 
ing  multiple  data  sets  from  a  variety  of 
tools,  such  as  topology,  configuration, 
MIB2,  Remote  Monitoring  2/NetFlow, 
response  times,  device  statistics,  protocol 
statistics  and  application  statistics. 

RCPSs  go  beyond  traditional  tools  and 
mine  the  data  to  identify  unusual  and/or 
suspicious  behavior,  anomalous  changes, 


excessive  values  or  variations,  under¬ 
utilized  resources,  configuration  issues, 
atypical  patterns  and  other  issues.  It  cross- 
validates  data  from  different  sources,  and 
alerts  on  inconsistencies,  and  cross-corre¬ 
lates  data  for  root-cause  analysis.  Upon 
isolating  an  issue  an  RCPS  recommends 
corrective  action. 

An  RCPS  typically  taps  directly  into  the 
SQL  or  flat-file  databases  of  its  sources  so 


that  information  may  be  exchanged  effi¬ 
ciently  with  minimal  configuration  —  the 
RCPS  can  automatically  discover  much  of 
the  information  it  needs.  If  a  company 
already  has  an  SNMP  poller,  the  RCPS 
would  tap  into  the  pollers  database  (via 
Open  Database  Connectivity  or  a  small 
software  push  agent)  rather  than  double¬ 
poll  the  devices. 

Installation  involves  placing  an  RCPS 
slave  component  in  each  network  opera¬ 
tions  center  and  pointing  it  to  the  different 
databases,  then  pointing  a  master  RCPS 
component  to  the  slaves.  RCPSs  require 
minimal  configuration,  but  some  tuning  — 
defining  logical  aggregations  and  known 
dependencies  —  is  recommended. 

The  differentiator  of  RCPSs  is  their  prob¬ 
lem-solving  capability.  They  provide  in- 
depth  correlated  analysis  of  network  ser¬ 
vices  and  recommend  improvements. 

The  purpose  of  an  RCPS  is  to  identify  and 
resolve  immediate  and  future  application 
performance  issues  across  an  enterprise 
network.  It  is  a  performance  analysts  pri¬ 
mary  investigative  tool  because  it  brings 
disparate  data  sources  into  a  single  inter¬ 
face.  Whether  a  performance  engineer  is 
given  the  task  of  application  deployment, 
resource  optimization,  performance  diag¬ 
nosis  or  technology  evaluation,  the  infor¬ 
mation  is  readily  available.  RCPSs  also 
search  for  problems  and  solutions  inde¬ 
pendently,  providing  a  dedicated  resource 
to  proactive  performance  management. 

Fulton  is  executive  vice  president  and 
CTO  of  NetQoS.  She  can  be  reached  at 
cathy.  fulton  @netqos.  com. 


HOW  IT  WORKS 


Root  Cause  Performance  System  (RCPS) 

RCPS  correlates  data  from  multiple  sources  to  solve 
complex  network  performance  problems. 


Information  flows  to  the  database  in  several  ways: 

A.  Routers  collect  flow-based  statistics  on  network  traffic  (protocols,  ports,  etc.). 
8.  Probes  collect  application-level  statistics,  gathered  mostly  through  Simple 
Network  Management  Protocol  (SNMP)  that  follow  the  RM0N2  standard. 

C.  Other  routers  offer  statistics  through  SNMP. 

D.  Response-time  data  are  collected  from  individual  program  databases. 


Router 


Probe 


Router 


Program  databases 
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A  highly  scalable  network-specific  database  uses  data 
mining  to  handle  all  the  statistics. 
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Database  server 
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A  management  console  provides 
a  flexible  method  for  determining 
anomalies  and  trends  from  the  data. 


Report 


A  report  is  generated 
on  the  cause  of  the 
problem  and  makes 
recommendations  on 
how  to  fix  it. 


Dr.  Internet 


By  Steve  Blass 


How  many  end  users  can  be  supported  by  one 
desktop/network  administrator?  Is  there  any 
reference  data,  research  or  industrial  standard 
that  provides  this  information? 

It  can  vary  from  25  to  500,  depending  on  fac¬ 
tors  such  as  the  operating  systems  involved, 
the  level  of  support  provided,  and  whether  the 
ratio  in  question  involves  front-line  desktop  sup¬ 
port  personnel  or  server  and  network  infra¬ 
structure  support  staffing  requirements.  Each 
organization  is  different.  The  one  consistent 
industry  standard  seems  to  be  that  there 
should  be  at  least  two  qualified  administrators 


on  staff  for  each  piece  of  equipment,  so  the 
organization  can  pass  the  “Mack  truck  test.”  (If 
one  administrator  is  hit  by  a  truck,  you  pass  if  it 
doesn’t  eliminate  all  the  system  administration 
expertise  at  the  company.)  Here  are  some  Web 
sites  that  can  help  you  determine  the  appropri¬ 
ate  ratio: 

•  www.verber.com/mark/sysadmin/how-many- 
admins.html:  General  guidelines  for  approaching 
the  problem  based  on  the  notion  of  support 
'units,'  with  two  examples  of  using  units  to  cal¬ 
culate  personnel  requirements. 

•  www.rcs.ee.washington.edu/~jeffs/eeDept 
Plan/ratios/html:  A  formula  based  on  mean  time 


to  repair  and  mean  time  between  failures  for 
calculating  the  number  of  system  administrators 
required  to  support  a  given  network. 

•  www.compaq.com/products/  servers/manage- 
ment/idc/casemanage.html:  Support  requirement 
calculations  based  on  support  hours  per  month, 
per  server. 

•  www.electronic-school.com/2000/09/0900f3. 
html:  Claims  the  corporate  standard  is  50  PCs 
per  administrator. 

Blass  is  a  network  architect  at  Change@Work  in 
Houston.  He  can  be  reached  at  dr.internet@ 
changeatwork.  corn. 
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Technology  Update 


GEARHEA9 

INSIDE  THE 
NETWORK 
MACHINE 

Mark 

Gibbs 


Backwords:  Going  back  to  a  Gearhead 
column  on  the  sublime  mysteries  of 
DNS  reverse  mapping  (www.nwfu 
sion.com,  DocFinder:  6030).  A  few  weeks 
ago,  reader  Steve  Hailey  wrote: 

“  . . .  The  loopback  network  should  actu¬ 
ally  be  127.in-addr.arpa,  vs.  0.0. 1 27.in- 
addr.arpa.  127  is  a  Class  A  network  address, 
so  the  remaining  octets  are  used  to  specify 
the  host  portion. 

“As  any  127  address  can  be  used  for  the 
loopback,  0.0.127.in-addr.arpa  would  not 
work,  say,  for  127.55.55.55.  Although  it  is 
common  to  see  the  reverse  zone  listed  in 
the  0.0.127  fashion,  in  most  of  the  techni¬ 
cal  information  out  there,  it  is  incorrect.” 

Middlewords:  This  week,  we  have  found 
yet  another  cool  utility  for  keeping  tabs  on 
your  servers.  The  product  is  KS  Host- 
Monitor  by  Alexander  Kozlov  (www.ks-soft. 
net/hostmon.eng/)  and  it  is  a  great  piece  of 
engineering  starting  at  $55. 

HostMonitor  is  based  on  a  simple  idea: 
Provide  a  list  of  tests  that  can  be  applied 


Back-,  middle- 

to  local  and  remote  resources  and  ser¬ 
vices.  Allow  the  tests  to  be  scheduled  and 
repeated  individually  have  individual  con¬ 
sequences  for  success  or  failure,  and  pro¬ 
duce  reports  in  a  variety  of  formats. 

The  tests  available  are  pinging,  testing 
TCP  connections  (any  port)  and  carrying 
out  a  URL  request  (you  can  check  the 
cyclic  redundancy  check  [CRC]  of  the 
returned  data  or  search  the  data  for  spe¬ 
cific  strings) .You  can  also  check  free  disk 
space,  folder  and  file  sizes,  or  just  if  a  file 
or  folder  exists.  Then  you  can  check  file 
integrity  with  CRC,  verify  a  Universal 
Naming  Convention  path  or  compare 
files. 

Then  there’s  SQL  server  tests  for  Inter- 
base,  Microsoft  SQL,  MySQL,  Oracle, 
PostgreSQL  and  Sybase;  checking  for  run¬ 
ning  processes,  services,  local  and  remote 
NT  events  logs;  checking  CPU  usage;  test¬ 
ing  SNMP  devices;  and  even  custom 
checks  (that  is,  running  your  own  tools 
external  to  HostMonitor). 

You  can  also  create  custom  messages 
and  actions  to  alert  you  to  the  success  or 
failure  of  events  using  what  the  author 
calls  “macros”  —  really  dummy  variables 
that  are  replaced  with  the  required  data 
when  the  message  is  output. 

Reporting  is  awesome. You  can  output  on 
demand  or  automatically  and  report  on 


www.nwfusion.com 


and  afterwords 


failed  events, successful  events  or  both  in  a 
detailed  or  abbreviated  format.The  reports 
can  be  HTML, Windows  Metafile  Format  (a 
format  developed  by  Microsoft  that  con¬ 
sists  of  Windows-specific  instructions  to 


KS  HostMonitor . . . 
is  a  great  piece  of 
engineering  priced 
starting  at  $55. 


draw  vector  graphics,  excellent  for  image 
interchange  between  Windows  applica¬ 
tions  but  useless  on  any  other  platform), or 
database  file  format. 

HostMonitor  can  also  generate  reports 
formatted  for  Wireless  Application 
Protocol. So  you  can  burn  your  money  try¬ 
ing  to  connect  to  your  Web  site  to  find  out 
the  status  of  your  monitored  sites  as  you 
barrel  down  the  freeway  with  one  eye  on 
the  road  and  the  other  on  an  ugly  minus¬ 
cule  screen,  but  we  digress  . . . 

We  configured  a  free  text-to-speech  util¬ 
ity  called  ReadPlease  2002  (http://read 
please.com/)  to  announce  status 


changes.  We  used  the  macro  feature  to 
create  custom  spoken  alerts,  for  example, 
“Oh  darn,  %HostName%  using  %Test- 
Method%  has  disappeared.  Go  get  ’em 
Tex.”  (This  gets  translated  to  “Oh  darn, 
myserver  dot-com  using  URL  request  has 
disappeared”  —  you  get  the  idea.) 

HostMonitor  also  includes  a  built-in 
traceroute,  a  telnet  client,  an  IP  activity 
monitor,  a  log  analyzer,  an  editor  for  test 
profiles  (which  also  allows  the  setting  of 
an  attribute  of  multiple  selections)  and 
scripting  (which  allows  quite  complex 
test  scenarios  to  be  managed  —  particu¬ 
larly  useful  for  monitoring  a  large  collec¬ 
tion  of  servers). 

This  is  an  excellent  tool  that  garners 
nine  out  of  10  gear  teeth. 

Afterwords:  Send  'em  to  gearhead@ 
gibbs.  com. 


BEARHEAD 


Alexander  Kozlov 

KS  HostMonitor 
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Gizmos,  gadgets  and 
other  neat  stuff 

Compiled  by 
Keith  Shaw 


Another  phone  for  your  Visor 

The  Visor  Phone  has  some  competition. 
Sprint  PCS  and  AirPrime  announced 
availability  of  the  Sprint  PCS  Wireless 
Web  Digital  Link,  the  first  Code  Division 
Multiple  Access  Springboard  module  for 
the  Handspring  Visor.  With  the  module, 
Visor  owners  can  turn  their  Visor  into  a 
Sprint  PCS  phone  operating  on  the 
CDMA  network. 

The  Digital  Link  provides 
seven  hours  of  talk  time  and 
300  hours  of  standby  time, and 
weighs  about  3.4  ounces.  In 
addition  to  making  phone 
calls,  you  can  access  the 
Sprint  PCS  Wireless  Web. 

Once  Sprint  PCS  begins  the 
first  phases  of  its  3G  upgrade 
(likely  early  next  year),  Digital 
Link  users  will  be  able  to 
access  data  with  speeds  up  to 
144K  bit/sec. 

The  software  upgrade  to  the 
Digital  Link  would  be  available 
with  the  nationwide  launch  of 
Sprints  3G  services  in  mid-year 


2002.  Pricing  hasn’t  been  announced  yet, 
but  the  device  should  be  available 
in  Sprint  stores  or  online  at 
www.sprintpcs.com  by  the 
end  of  September. 

Color  biz  card 
scanner 

CardScan  600c 
may  finally  con¬ 
vince  you  to  take 
that  pile  of  business 
cards  sitting  on  your 
desk  and  scan  them  into 
your  personal  information 
manager.  CardScan  recent¬ 
ly  released  Version  6  of  the  software  along 
with  the  new  color  scanner.  The  600c  is 
40%  smaller  than  previous  versions,  is 
Universal  Serial  Bus  (USB)  only,  and 
includes  the  following  features: 

•  AutoMap:  Clicking  on  a  contact’s 
address  launches  MapQuest,  provid¬ 
ing  you  with  a  map  and  driving 
directions. 

•  Signature  card:  Scan  in  your  own 
business  card  to  be  used  on 
Outlook  e-mails. 

•  CardScan. Net:  Online  address 
book  so  you  can  access  your  con¬ 
tacts  from  any  Web  browser. 

The  600c  costs  $300.  For  more  infor¬ 
mation,  go  to  www.cardscan.com. 


CardScan 
600c  lets  you 
scan  color  busi¬ 
ness  cards. 


Digital  Link 
offers  CDMA  net¬ 
work  coverage 
for  Handspring 
Visors. 


tions  of  books,  newspapers,  mag¬ 
azines,  radio  shows  and  original 
programs.  The  Audible  Ad¬ 
visor  Springboard  module 
for  the  Handspring  Visor 
contains  16M  bytes  of 
storage  capacity  and 
can  store  and  play 
back  more  than 
4.4  hours  of  Audi¬ 
ble’s  Internet-deliv¬ 
ered  audio.  The  Ad¬ 
visor  costs  $130. 
However,  you  can 
also  buy  the  Advisor 
for  $50  if  you  partic¬ 
ipate  in  Audible’s  BasicListener  flat-rate 
monthly  membership  LAN  for  one  year 
($12.95  per  month). The  program  lets  you 
download  any  audio  book  from  the 
Audible  collection  (currently  more  than 
3,500  titles),  as  well  as  a  subscription  to 
one  audio  version  of  a  newspaper,  maga¬ 
zine  or  radio  program  (currently  more 
than  25). 

For  more  information,  go  to 
www.audible.com. 


Memorex  ships  DVD  media 

Memorex  recently  began 
shipping  its  second-generation 
of  DVD  recordable  media, 
both  in  the  DVD-R  and  DVD- 
RAM  formats. 

The  new  DVD- 
R  product  will 
hold  4.7G 
bytes  of  data 


802.11b  in  a  box 

Agere  Systems  wants  to  make  it  easier  to 
set  up  a  wireless  network.  The  company 
has  announced  availability  of  wireless 
Internet  access  and  networking  kits  for 
small  businesses  and  home  offices  that 
provide  a  complete  802.11b  (Wi-Fi)  wire¬ 
less  network  in  a  box.  The  kits  include  an 
access  point  and  at  least  one  PC  card  or 
USB  client  device  for  desktops,  and  range 
from  $350  to  $750. 

Go  to  www.orinoco  wire 
less.com  for  a  com¬ 
plete  list  of  the 
kits. 

Got  a  cool  device, 
software  or  Web 
site?  Let  me 
know  at  kshaw@ 
nww.com. 


Orinoco  gives  you 
an  access  point 
and  PC  card  all  in 
one  package. 


and  cost  around  $20. The  DVD-R  disc  is  a 
single-sided, “general  use”  type  with  write- 
once  capability  Of  the  two  types  of  DVD- 
R  media  (General  Use  or  Authoring), 
General  Use  will  be  compatible  with 
most  new  video  DVD  recorder/players, 
and  newer  DVD-R  computer  writers.  The 
DVD-RAM  products  will  be  offered  in  a 
single-sided  4.7G  byte  and  9.4G  byte  for¬ 
mats,  and  cost  $35  and  $40,  respectively. 


Listen  to  books  on  a  Visor 

Handspring  Visor  owners  can  buy 
a  module  that  plays  Audible’s  col¬ 
lection  of  downloadable  audio  edi- 


Titanium  Notebook 


Portable  PCs 


Portable  DVD  Players 


Electronic  Organizer 


Everybody  needs  something.  And  the  odds  are  you  can  find  a  good  deal  on  that  something  at  eBay.  With  millions  of 
items  listed  every  week,  we’ve  got  just  about  every  computer  product  you  could  want,  new  or  used.  So  before  you  go  spending 
weeks  searching  for  a  bargain,  you  might  want  to  check  us  out  first.  Go  to  ebay.com  or  AOL  keyword:  ebay  and  register  where 
you  see  this:  #  welcome  new  tuert  \ 
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EDITORIAL 

John  Dix 

The  attack  as 
seen  from 
Interop 


I’m  writing  this  on  a  22-hour  bus  ride  from  Net- 
World+Interop  2001  in  Atlanta  back  to  our  home 
office  in  Southborough.  Mass.,  just  west  of  Boston. 

'rhe  show  was  largely  shut  down  for  the  day  at  2  p.m. 
Tuesday  in  response  to  the  terrorist  attacks  that  morning 
in  New  York  and  Washington,  D.C.  Although  the  show  was 
scheduled  to  open  per  usual  Wednesday,  some  compa¬ 
nies  —  including  ours,  Microsoft  and  Intel  —  were  pack¬ 
ing  up  their  booths  and  leaving.  Network  World  parent 
company  IDG  chartered  a  bus  to  take  25  of  us  home. 

Despite  the  sheen  of  normality  at  the  show  Tuesday 
morning,  with  booth  criers  doing  their  thing  and  people 
milling  about  talking  —  some  about  the  events  of  the 
morning,  some  about  technology,  more  about  the  events 
of  the  morning  —  it  was  clear  no  one  could  focus. 

People  were  filtering  onto  the  show  floor,  but  the  most 
heavily  traveled  booths  belonged  to  the  vendors  that 
used  their  Internet  connections  to  tune  their  big-screen 
monitors  to  CNN.  Even  though  the  audio  and  visual  was 
often  fragmented  and  interrupted,  the  throngs  were  des¬ 
perate  for  information. 

By  late  morning  Tuesday,  CNN’s  headquarters  across  the 
street  from  the  convention  center  was  closed  to  the  pub¬ 
lic.  Police  manning  the  street  between  CNN  and  the  con¬ 
vention  center  wondered  aloud  why  the  seemingly  edu¬ 
cated  people  at  the  show  hadn’t  scattered  to  the  wind. 
After  all,  it  was  unclear  at  that  point  how  many  locations 
might  be  targeted. 

The  city,  however,  urged  show  organizer  Key3Media  to 
keep  the  event  going.  With  each  passing  hour  that 
seemed  more  ridiculous,  and  Key3Media  responded  by 
canceling  the  keynotes  and  then,  a  short  while  later, 
closing  the  exhibit  floor  so  people  could  go  catch  up 
on  the  news  and  check  on  the  well-being  of  friends  and 
relatives. 

In  one  of  the  few  meetings  I  was  able  to  squeeze  in, 
the  subject  of  the  attack  came  up  in  an  eery  way. 
Halfway  through  a  conversation  1  was  having  with  the 
CEO  of  a  young  company,  he  said,  haltingly,  that  most  of 
his  early  customers  were  in  the  financial  market  and 
many  were  housed  in  the  towers.  It  was  clear  he  was 
worried  about  the  safety  of  his  contacts  and  equally 
clear  that  the  future  of  his  company  might  be  at  stake. 

That  moment  crystalized  the  fact  that  it  will  be  a  long 
time  before  we  realize  all  the  trickle  down  implications  of 
this  attack. 


—  John  Dix 
Editor  in  chief 
jdix@nww.com 
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Grid  and  bear  it 

Scott  Bradner  wrote  a  nice  and  admirably  skepti¬ 
cal  column  regarding  a  recent  New  York  Times 
story  that  proclaimed  grid  computing  to  be  the 
“next  phase  of  the  Internet”  (www.nwfusion.com, 
DocFinder:  5973).  However,  I  take  issue  with  some 
of  his  points. 

Like  the  Times  story,  Bradner  focuses  on  a  narrow 
view  of  grid  computing  as  the  “harnessing  of  idle 
computers”  and  is  doubtful  that  this  limited  goal 
has  much  relevance  beyond  a  niche  market.Yet  the 
grid  folks  themselves  (and  1  am  one)  take  a  more 
expansive  view,  defining  the  grid  problem  as  being 
concerned  with  the  “controlled  sharing  and  coordi¬ 
nated  use  of  geographically  distributed  resources” 
(see  www.globus.org/research/papers/anatomy 
.pdf).  To  address  this  problem,  grid  technologies 
such  as  the  widely  used  Globus  Toolkit  address 
issues  fundamental  to  distributed  resource  sharing, 
such  as  single  sign  on,  delegation,  community  poli¬ 
cy  resource  discovery,  remote  resource  access  and 
resource  co-allocation. 

Bradner  also  doubts  that  grid  technologies  can  be 
useful  even  in  the  narrow  sense  of  harnessing 
remote  computers  due  to  the  difficulties  inherent  in 
compensating  owners  of  idle  systems.  This  view 
would  be  a  surprise  to  established  companies  such 
as  Platform  Computing,  which  sells  resource  man¬ 
agement  products  for  harnessing  computers  in 
companies,  or  to  start-ups  such  as  Entropia,  which 
produces  technologies  akin  to  those  used  in 
SETI@home  for  use  within  the  enterprise. 

Bradner  concludes  by  suggesting  that  grid  tech¬ 
nologies  run  the  risk  of  duplicating  the  Distributed 
Computing  Environment  experience,  with  manage¬ 
ment  costs  outweighing  benefits.  This  is  clearly  a 
risk  of  which  all  involved  need  to  be  aware. 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  editor  in 
chief,  Network  World,  1 18  Turnpike  Road,  Southborough,  MA  01 772. 
Please  include  phone  number  and  address  for  verification. 


However,  we  have  also  learned  a  lot  in  recent  years, 
and  the  fact  that  grid  technology  projects  are 
already  generating  Internet  drafts  suggests  that  at 
least  one  pathway  to  technology  implementation  is 
understood.  Whether  this  will  transform  the  Internet 
remains  to  be  seen, but  I  am  confident  that  grid  con¬ 
cepts  will  have  a  significant  impact  on  many 
aspects  of  computing  and  communications. 

Ian  Foster 
Associate  division  director 
Argonne  National  Laboratory 
Argonne,  Ill. 

Don’t  count  on  cable 

Regarding  “Cox  touting  ‘managed’  cable  VPN”  www. 
nwfusion.com,  DocFinder:  5974): 

My  wife  telecommutes,  and  she  uses  Cox’s  Road¬ 
Runner  service  in  Fairfax,  Va.  The  connection  is 
usually  down  about  5%  of  the  time,  but  recently 
had  been  offline  more  than  half  the  time.The  auto¬ 
mated  trouble  desk  normally  had  no  information, 
but  when  she  held  for  a  technician,  she  was  told 
there  was  a  known  problem  in  her  area. 

On  one  occasion,  1  got  online  with  a  technician 
who  suggested  that  the  problem  was  with  the  fire¬ 
wall  that  I  installed.  I  couldn’t  see  why  the  firewall 
would  suddenly  start  causing  problems,  but  re¬ 
moved  it.  Service  did  not  improve.  The  next  day  I 
read  in  the  trade  press  that  a  virus  had  infected  the 
Cox  routers.  So  even  though  Cox  knew  they  had  a 
problem,  they  not  only  blamed  my  equipment,  but 
also  had  me  disconnect  the  protection  I  did  have. 

The  kicker  with  this  recent  rash  of  disconnects  is 
that  when  my  wife  complained  about  the  effect  of 
the  poor  service  on  communication  with  her  cus¬ 
tomers,  the  technician  told  her  that  she  should  not 
count  on  cable  for  business  use.  If  Cox  believes  that, 
then  1  believe  that.  Cox  VPN  is  definitely  out. 

Michael  Cardinale 
Springfield, Va. 


More  online!  www.nwfusion.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder:  5923 
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INTRANET  ADVISER 

Daniel  Blum 


asic  directory  service  is  becoming 
a  free  commodity.  However,  deploy¬ 
ing  directories  is  seldom  trivial,  and 
software  costs  can  be  the  least  of  your 
problems. 

Continuing  a  trend  Microsoft  started  by 
bundling  Active  Directory  into  Windows  2000,  Novell  offers 
eDirectory  royalty-free  to  OEMs  for  up  to  250,000  users,  and  Sun  bun¬ 
dles  the  iPlanet  Directory  Service  without  charge  for  organizations 
with  about  200,000  directory  entries.  IBM  and  Oracle  also  bundle 
their  directories  with  other  products. 

But  often,  your  free  “basic  directory”  becomes  an  “advanced  direc¬ 
tory”  requiring  extra  payments  to  the  vendor. The  first  and  most  obvi¬ 
ous  issue  is  size.  Even  if  your  organization  has  fewer  than  200,000 
users  to  list  in  the  directory,  other  objects  such  as  printers,  groups, 
organizations  and  cost  centers  can  increase  directory  size.  And 
e-business  directories  often  contain  information  about  thousands,  or 
millions,  of  customers. 

What  happens  when  the  directory  gets  past  200,000  or  250,000  users? 
With  Sun  or  Novell,  the  asking  price  is  about  $2  per  user,  but  you 
should  be  able  to  get  that  down  to  a  site  license  totaling  10  cents  or 
less  per  user  in  very  large  deployments.  Microsoft  publishes  Internet 
Connector  pricing  that  lets  customers  support  an  unlimited  number  of 
nonemployee  Internet  users  on  a  given  Internet  server,  starting  at 
about  $2,000  per  server.  The  pricing  is  much  more  affordable  than 
we’ve  seen  in  the  past,  but  with  very  large  directories,  software  costs 
still  add  up. 

Moreover,  a  generalized  directory  supporting  multiple  applications 


Hidden  cost  of  Iree'  directories 


doesn’t  live  in  isolation;  it  needs  to  be  connected  to  diverse  data 
sources  through  metadirectory  technology.  Microsoft  requires  a  con¬ 
sulting  contract  before  customers  can  use  its  Microsoft  Metadirectory 
Services.  Sun,  Novell  and  other  vendors  also  charge  for  their  meta¬ 
directory  products. 

Even  with  discounted  software  costs,  deploying  a  directory  remains 
far  from  free  or  easy  Especially  when  you  plan  a  companywide  direc¬ 
tory  or  a  general-purpose  e-business  directory  for  multiple  applica¬ 
tions, costs  of  services, deployment  and  support  remain  high  and  time- 
frames  to  deploy  often  as  long  as  six  to  18  months,  including  the  whole 
process  from  planning  deployment  through  migration. 

In  addition,  the  gap  between  the  time  a  directory  project  starts  (the 
hype)  and  the  time  it  is  successfully  completed  (the  reality)  can 
leave  applications  hanging.  Often,  line-of-business  applications  must 
go  forward  in  parallel  with  directory  projects  using  embedded  and 
duplicative  directories,  which  only  add  to  the  integration  problem. 

A  start-up  called  OctetString  recently  announced  a  Virtual  Directory 
Engine  (VDE),  which  helps  application  vendors  and  users  deal  with 
the  time  gap.  With  an  OEM  license,  vendors  can  use  OctetString’s  own 
directory  repository  as  an  embedded  directory,  then  later  use  the  VDE 
as  a  proxy  to  tie  into  a  completed  directory 

All  things  considered,  directories  are  moving  in  the  right  direction, 
but  time  and  money  can  still  be  problems.  So  when  your  local  vendor 
or  consultant  comes  around  promising  a  “free”  directory,  be  sure  to 
look  the  gift  horse  in  the  mouth. 


Even  with  dis¬ 
counted  software 
costs,  deploying 
a  directory 
remains  far  from 
free  or  easy. 


Blum  is  senior  vice  president  and  research  director  with  The  Burton 
Group.  He  can  be  reached  at  dbium@tbg.com. 


TELECOM  CATALYST 

Daniel  Briere  and  Beth  Gage 

As  more  and  more  tele¬ 
com  companies  contin¬ 
ue  to  experience  the 
sickening  feeling  of  stock 
value  free-fall,  we  are  be¬ 
ginning  to  see  an  interesting 
trend  emerge.  It  seems  some 
of  these  companies  are  taking  the  old  adage  “think  outside  the  box” 
way  too  literally. Thanks  to  our  devoted  readers  (all  42  of  you),  we  have 
been  given  a  sneak  peek  at  some  of  the  new  business  models,  product 
ideas,  or  business  directions  these  companies  are  considering.  Keep  in 
mind  that  this  is  top-secret  information,  so  blame  us  if  some  of  these 
products  never  happen. 

The  first  batch  of  new  products  targets  offerings  from  giants  such  as 
Procter  &  Gamble,  Johnson  &  Johnson  and  other  personal  care  prod¬ 
uct  industry  leaders.  Watch  your  store  shelves  for  these  new  items: 

•  From  ViaGate  and  ViewGate,  new  toothpastes  to  give  Colgate  a  run 
for  its  money.  From  AimNet,  another  new  toothpaste  attempting  to 
move  ahead  of  them  all. 

•  From  Occam  Networks,  the  new  “Occam’s  Razor  —  Remote 
Shaving  Terminals.” 

•  From  Redback  Networks, a  soothing  lotion  to  relieve  sunburn  pain. 
•  From  Sheer  Networks,  high-quality  pantyhose. 

Not  content  with  ruling  the  telecommunications  industry,  the  follow¬ 
ing  companies  sound  as  if  they’re  looking  to  attack  Americans  where  it 
counts  the  most  —  our  stomachs.  We  are  not  sure  if  any  of  these  items 
will  catch  on,  but  if  they  do, you  saw  it  here  first. 

•  From  FiberNet.a  cereal  promising  to  keep  industry  leaders“regular? 
•  From  Hyperchip,  a  new  potato  snack  loaded  with  caffeine  for  soft¬ 
ware  programmers. 

•  From  Satmex,  south-of-the-border  food  you  can  prepare  at  home. 

•  From  Cisco,  a  new  shortening  to  compete  with  Crisco  (launching 
with  a  commercial  jingle  by  rap  star  Sisqo). 


Coming  soon  to  a  store  near  you 


•  From  Maple  Optical  Systems,  a  new  line  of  syrup  technology  that 
pours  more  quickly  than  any  other,  even  when  cold. 

•  From  Celox,a  new  antacid  tablet  to  take  after  reading  the  morning 
stock  reports. 

•  From  Teleware  Network  Systems,  plastic  food  storage  units  that  put 
Tupperware  to  shame. 

•  From  Chevin,a  new  cocktail  that  combines  Chivas  Regal  with  just 
a  twist  of  Seven-Up. 

Recognizing  that  many  of  their  employees  could  be  a  prime,  target- 
customer  base  for  a  new  product  or  service,  the  following  telecom 
companies  want  to  jump  into  the  sports  and  leisure  market.  Look  for 
these  products  at  your  local  sporting  goods,  department  and  toy  stores: 

•  From  Sprint  and  BroadJump,  track-and-field  running  shoes  and 
equipment  designed  to  capture  market  share  from  Adidas  and  Nike. 

•  From  ReefEdge  and  Wave  Rider,  gear  for  the  hip  surfer  dude. 

•  Because  America  can  never  have  too  many  star-gazing  magazines, 
Telus  is  launching  its  eponymous  publication  —  the  latest  competition 
to  The  National  Enquirer  and  People  magazine. 

•  Ticketmaster  will  now  face  competition  for  AT&T  and  VBT’s  new 
joint  venture,  Concert. 

•  Looking  to  be  the  next  e-Bay,  Gotham  Networks  will  rebrand  itself 
with  the  tag  line:  “A  clear  path  to  Batman  collectibles.” 

•  The  proposed  partnership  of  Tenor  Networks,  Overture  Networks 
and  VocalData  will  build  brick-and-mortar  music  stores  specializing  in 
instruments  and  voice  lessons,  and  equipment  for  telecom  geeks. 

•  From  YadaYada, a  new  chat  hotline  service  for  the  teen  set. 

We  are  sure  there  are  many  more  companies  struggling  with  hot  new 
ideas  such  as  these. Tell  us  what  “secret”  new  products  your  company  is 
developing  as  a  last-chance  effort  to  stay  alive. 


Keep  in  mind 
that  this  is  top- 
secret  informa¬ 
tion,  so  blame  us 
if  some  of  these 
products  never 
happen. 


Briere  is  CEO  and  Gage  is  vice  president  ofTeleChoice,  a  telecommu¬ 
nications  consultancy.  They  can  be  reached  at  telecomcatafyst@ 
telechoice.com. 
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Tito  Ade-Adisa  ,  Senior  Systems  Engineer,  Honda  Research  and  Development 
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IEEE  group  pushes  for  carrier- 
grade  Ethernet  to  compete  against 
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BY  DOUGLAS  RUBY 


The  idea  that  Ethernet  could  become  as  ubiquitous  and 
cost-effective  in  public  carrier  networks  as  it  already  is 
in  private  networks  is  the  driving  concept  behind  an 
IEEE  study  group  on  “Ethernet  in  the  First  Mile.” 

The  EFM  study  group,  a  precursor  to  full-blown  stan¬ 
dards  activity  within  the  IEEE,  is  developing  standards  for  carri¬ 
er-grade  Ethernet  that  could  be  deployed  as  a  low-cost  broad¬ 
band  alternative  to  DSL  and  cable  modem,  and  as  a  replace¬ 
ment  for  SONET. 


If  the  groups  efforts  are  successful,  car¬ 
riers  would  be  able  to  save  money  by  de¬ 
ploying  Ethernet-based  capital  equipment, 
which  is  less-expensive  than  ATM  or 
SONET  switching  gear.  Network  executives 
would  reap  the  benefits  of  less  expensive 
customer  premise  equipment  for  WAN 
connectivity.  And  both  businesses  and 
consumers  would  benefit  from  broad¬ 
band  access  that  would  cost  less.be  easier 
to  get  and  offer  more  bandwidth  than  DSL 
or  cable  modems. 

Before  all  of  this  can  happen,  there 
needs  to  be  a  fundamental  change  with¬ 
in  Ethernet.  While  several  competitive 
local  exchange  carriers  (CLEC).such  as 
Yipes, Telseon,  XO  Communications, 
Cogent  and  Fiberstreet,  are  deploying 
Ethernet-based  public  networks,  the  key 
will  be  convincing  the  traditional  carriers 
that  Ethernet  has  the  operations,  adminis¬ 
tration  and  management  features  neces¬ 
sary  to  be  considered  a  carrier-grade 
transport  technology. 

To  address  those  issues,  the  study  group 
is  defining  carrier-grade  Ethernet  for 
three  topologies:  long-distance,  point-to- 
point  single-mode  fiber;  voice-grade  cop¬ 
per  loops;  and  passive  optical  networks. 
In  addition,  operations,  administration 


and  management  enhancements,  such 
as  remote  monitoring,  remote  loopback 
and  remote  failure  indication,  are  being 
worked  on. 

“I  see  the  change  to  Ethernet  in  carrier 
networks  occurring  fairly  gradually  at  first, 
but  that  won’t  last  long,”  says  Jonathan 
Thatcher,  chair  of  the  IEEE’s  802.3ae  10G 
Ethernet  standards  group  and  principal 
engineer  at  World  Wide  Packets. 

“The  incumbents  will  eventually  be  dri¬ 
ven  to  go  to  Ethernet  by  competition, 
availability  of  low-cost  carrier  grade  prod¬ 
ucts,  improvements  to  the  standards  and 
most  significantly  by  demand  from  large 
corporate  customers,”  he  adds. 

Why  Ethernet 

Today,  Ethernet  rules  the  LAN,  while 
SONET  is  the  dominant  transmission  tech¬ 
nology  for  the  public  WAN.  So,  in  order  to 
route  Ethernet-based  TCP/IP  traffic  into  or 
out  of  the  public  WAN,  some  form  of  trans¬ 
lation,  such  as  ATM,  packet  over  SONET, 
DSL,  cable-modem  or  serial  point-to-point 
high-level  data  link  control  encapsulation 
is  required. 

Because  more  than  95%  of  Internet  com¬ 
munications  begin  and  end  as  Ethernet 
formatted  frames,  the  idea  behind  EFM  is 


to  use  Ethernet  instead  of  SONET  as  the 
primary  transmission  technology  for  pub¬ 
lic  multiservice  networks. 

New  developments 

Ethernet  traditionally  has  been  a  private 
LAN  topology  supporting  point-to-point 
distances  up  to  .062  miles  over  unshielded 
twisted  pair  copper  wire,  up  to  1 .2  miles 


using  multimode  fiber  optics,  and  up  to 
3.1  miles  using  single  mode  optics,  at 
speeds  of  10M,  100M  and  1.000M  bit/sec. 

However,  during  the  past  five  years, 
advances  in  optical  technologies  com¬ 
bined  with  removal  of  the  “collision  do¬ 
main”  limitations  of  true  carrier-sense 
multiple  access  with  collision  detection 
operation  have  allowed  Ethernet  to  stretch 
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to  many  tens  of  miles  over  single  mode 
fiber  (even  over  a  single  fiber). 

Also,  recent  efforts  within  IEEE  802.3  on 
10G  Ethernet  as  well  as  in  International 
Telecommunication  Union  activities  in 
X.86  and  generalized  frame  processing 
have  attempted  to  define  how  to  put  Ether¬ 
net  frames  into  a  SONET  wrapper  for  trans¬ 
mission  over  the  public  WAN  backbone. 

Physical  layer  technologies  already  stan¬ 
dardized  for  ANSI  T1E1.4  very-high  bit  rate 
DSL  (VDSL)  can  also  be  borrowed  and 
adapted  to  provide  high-speed  (10M 
bit/sec  and  above)  Ethernet  over  voice- 
grade  twisted  pair  cabling  at  distances 
longer  than  .49  miles. 

The  carrier  perspective 

At  first  glance,  there  may  not  be  a  huge 
incentive  for  incumbent  carriers  to 
change  from  a  SONET  model  to  an 
Ethernet  transmission  model  because  pro¬ 
viding  more  bandwidth  at  lower  costs  is 
not  necessarily  in  their  best  interests. 

However,  there  are  immediate  and  pow¬ 
erful  incentives  for  their  most  profitable 
segment  —  large  multinational  corpora¬ 
tions  —  to  force  these  carriers  to  provide 
Ethernet-based  access  services. 

For  example,  a  carrier  executive  who 
didn’t  want  his  name  used  says, “If  we 
deliver  a  45M  bit/sec  DS3  to  the  corporate 
premise,  it  will  cost  our  customer  around 
$50,000  [$25,000  per  end]  in  capital  ex¬ 
pense  for  DS-3  interfaces  and  $42,000  per 
year  in  WAN  support  staff  costs  to  support 
that  connection.  If  we  deliver  a  100M 
bit/sec  Ethernet  to  the  site,  use  flow  con¬ 
trol  or  traffic  shaping  to  limit  it  to  45M  bit/- 
sec,and  charge  the  same  monthly  rate,  we 
can  still  help  our  customer  save  lots  of 
money  The  customer’s  capital  cost  to  con¬ 
nect  to  the  100M  bit/sec  Ethernet  link 
drops  to  around  $400  [$200  per  end]  and 
the  staffing  cost  is  $24,000.” 

The  carrier  executive  adds, “In  a  refer¬ 
ence  design  that  we  did  for  a  hypothetical 
virtual  private  line  central  office  service, 
we  designed  it  using  Ethernet  switching, 
ATM  switching  and  traditional  SONET  cir¬ 
cuit  switching.  Ethernet  was  cheaper  by  a 
factor  of  3-to-l  over  circuit  switches  and 
by  a  factor  of  10-to-l  over  ATM  switches.” 

But  he  added  that  Ethernet  was  still 
too  immature  to  deploy  because  there 
is  not  enough  operational  and  manage¬ 
ment  capability  provided  by  the  under¬ 
lying  technology. 

Ethernet  must  become  more  robust  if  it 


is  to  be  successful  in  the  carrier  market¬ 
place.  Carriers  must  be  able  to  ensure  the 
integrity  of  their  networks  and  meet  cus¬ 
tomer  service-level  agreements  without 
fundamentally  impacting  customer  traffic. 

Basic  features  that  have  long  been  taken 
for  granted  in  SONET,  such  as  remote  loop- 
back,  and  link  statistics,  have  not  existed 
within  Ethernet  at  all. The  EFM  study 
group  is  addressing  these  issues,  but  the 
specifics  of  how  to  do  this  have  not  yet 
been  agreed. There  is  debate  on  whether 
to  do  these  functions  completely  out  of 
band  from  the  bearer  traffic  or  whether  to 
try  to  leverage  the  rich  set  of  in-band 
SNMP-based  statistical  and  diagnostic 
capabilities  developed  for  the  enterprise 
Ethernet  market. 

Ethernet  to  the  home 

The  real  prize  for  Ethernet  may  be  res¬ 
idential  broadband  services.  With  more 
than  120  million  residences  in  North 
America,  only  about  5%  are  currently 
subscribing  to  any  form  of  high-speed 
(more  than  300K  bit/sec)  broadband 
Internet  service. 

The  deployment  and  adoption  rates  for 
DSL  and  cable-modem  services  have  been 
frustratingly  slow  for  many  potential  cus- 
tomers.This  process  has  been  further  com¬ 
plicated  by  the  financial  failures  of  a  num¬ 
ber  of  DSL-based  CLECs.  Finally,  by  the 
time  currently  planned  DSL  and  cable  net¬ 
works  are  finally  deployed,  future  perfor¬ 
mance  enhancements  required  for  broad¬ 
cast  video,  HDTV  Web  access  and  home 
entertainment  services  may  be  well  be¬ 
yond  the  scalability  and  capability  of 
those  deployments. 

“I  see  the  subscriber  access  network  as 
the  last  horizon  for  Ethernet.  We  have 
done  10M  bit/sec,  100M  bit/sec,  1,000M 
bit/sec  and  now  10,000M  bit/sec.The  cost 
of  Ethernet  switching  is  dramatically  lower 
than  competing  technologies  such  as  DSL 
and  ATM.  Further,  with  support  for  running 
Ethernet  on  low-quality  voice-grade  cop¬ 
per  at  much  longer  distances  than  100 
meters,  new  opportunities  will  open  up  in 
‘unstructured’ wiring  at  hotels,  older  office 
buildings,  hospitals,  airports  and  multi¬ 
tenant  units,” says  Howard  Frazier,  chair¬ 
man  of  the  IEEE  802.3  EFM  effort. 

Frazier  adds  that  the  price/performance 
ratio  of  Ethernet-based  equipment  for 
residential  broadband  services  can  be 
two  orders  of  magnitude  better  than 
current  DSL  equipment.  And  DSL  re 
quires  an  ATM  backbone,  which  is 
more  expensive  than  an  Ethernet  back- 
bone.“So  the  cost  of  the  whole  network 
infrastructure  can  be  less  in  absolute  dol¬ 
lars  at  the  same  time  it  delivers  much 
higher  performance  to  the  subscriber]’ 
Frazier  says. 

Vendor  push 

More  than  77  companies  and  125  peo¬ 
ple  attended  the  March  EFM  Study  Group 
meeting,  with  as  many  as  200  attendees  at 
the  May  meeting  in  St.  Louis. Vendors  in¬ 
cluded  Cisco,  Nortel,  Intel,  Alcatel  and 
Lucent,  plus  many  newcomers. 

Cisco  is  shipping  a  Catalyst  switch  that 


uses  a  proprietary  implementation  of 
Ethernet  VDSL  to  deliver  up  to  15M  bit/sec 
over  voice  grade  copper  cable  at  dis¬ 
tances  up  to  5,000  feet.This  so-called  long- 
reach  Ethernet  is  being  targeted  at  hotels 
and  other  multi-unit  buildings. 

“But  for  this  technology  to  be  truly  dis¬ 
ruptive,  which  we  believe  it  can  be,  it  must 


be  standardized,” says  Bruce  Tolley,  man¬ 
ager  of  emerging  technologies  at  Cisco. 

Ruby  is  a  28-year  veteran  of  the  computer 
and  data  networking  industry.  He  recently 
retired  as  vice  president  and  CTO  ofAvaya  s 
Enterprise  Internetworking  business.  He  can 
be  reached  at  dmby@charter.net 


The  standards  effort  is 
focusing  on  three  areas: 

■  Long-distance,  point-to-point  optical  Ethernet  —  The  technical  objective  is 
to  standardize  operation  of  1,000M  bit/sec  (lOOOBaseX)  Ethernet  over  a  single 
fiber  (instead  of  a  fiber  pair)  at  a  distance  greater  than  or  equal  to  6.2  miles. 
This  new  fiber-optic  physical  layer  interface  could  be  used  to  provide  lower 
cost,  single-mode  optical  interfaces,  using  half  the  amount  of  fiber  currently 
required  for  Gigabit  Ethernet  at  distances  twice  that  currently  specified  by 
the  standards.  State-of-the-art  1300nm  and  1550nm  single-mode  optics  will 
be  leveraged  to  support  this  work.  This  will  be  a  relatively  minor  enhance¬ 
ment  to  existing  Ethernet,  using  technology  that  is  generally  considered  to  be 
low  risk.  This  kind  of  connection  would  be  most  applicable  to  high-speed  cor¬ 
porate  networks. 

■  Voice-grade  copper  Ethernet  —  The  technical  objective  is  to  support  point-to- 
point  distances  greater  than  or  equal  to  2,500  feet  at  speeds  greater  than  or 
equal  to  10M  bit/sec.  Technical  presentations  have  shown  operation  at  speeds 
near  50M  bit/sec  for  shorter  distances  with  operation  at  lower  than  10M  bit/sec 
speeds  at  much  longer  distances.  While  some  study  group  members  want  to  just 
“steal”  the  physical  layer  specification  developed  for  ANSI  T1E1.4  very-high  bit 
rate  DSL,  there  are  also  other  proposals  that  will  meet  this  requirement.  This 
activity  will  likely  require  more  work  than  long-distance  optical  fiber,  but  in  the 
true  spirit  of  Ethernet  it  will  “borrow"  from  past  work. 

■  Passive  optical  Ethernet —  Perhaps  the  most  aggressive  and  controversial  of 
the  three  topologies  being  considered,  the  Ethernet  Passive  Optical  Network 
(EPON)  technical  objective  is  to  develop  an  802.3  compatible  physical  layer  inter¬ 
face  for  operation  at  1000M  bit/sec,  at  distances  greater  than  or  equal  to  6.2 
miles,  with  support  for  at  least  16  or  more  end  points,  in  a  shared,  point-to-multi- 
point  topology.  EPON  expects  to  borrow  heavily  from  work  already  done  within 
the  post,  telegraph  and  telephone  administration-sponsored  Full  Service  Access 
Network  (FSAN)  consortium.  A  passive  optical  network  (PON)  uses  a  single 
fiber  from  the  central-office  head  end  (or  other  active  location)  to  service  16 
to  32  end  points,  The  optical  signal  would  be  split  by  one  or  more  "passive”  split¬ 
ters  mounted  midstream  in  the  network.  In  this  topology,  any  end  point  could 
“receive”  downstream  traffic  from  the  head  end  at  up  to  the  full  1.000M  bit/- 

sec,  but  would  have  to  share  the 
•fc  "upstream"  bandwidth  with  up  to  32 
other  nodes,  thus  limiting  its  share 
to  about  30M  bit/sec.  The  PON 
architecture  has  inherent  advan¬ 
tages  in  that  less  fiber  is  required  to 
service  more  users,  plus  power  is  not 
required  in  manholes,  on  poles,  or  at  the 
curb.  PONs  may  also  have  a  lower-cost  elec¬ 
tronics  structure,  however,  given  the  still 
declining  cost  of  very  inexpensive  Ethernet 
switches,  it  is  not  entirely  clear  that  this 
will  continue  to  be  the  case. 

Unfortunately,  unlike  the  ATM  PONs 
defined  in  FSAN,  Ethernet  operation 
over  point-to-multipoint  networks  is  cur¬ 
rently  undefined.  Architecturally,  Ethernet 
interfaces  today  expect  the  underlying  network  to 
be  based  on  either  point-to-point  links  or  a  shared  peer-to- 
peer  topology.  Without  more  work,  the  EPON  will  “break”  certain  behaviors  that 
higher  layer  protocols  such  as  IEEE  802.1  bridging  and  others  expect. Thus,  it  is 
expected  that  more  work  will  be  required  to  define  the  EPON  than  the  prior  two. 
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New  players 
offer 
inexpensive, 
flexible 
broadband  links. 


If  you’re  looking  for  an  alternative  to  pricey  and  inflexible  T-l  connections  to 
the  Internet,  or  if  you  want  to  build  a  campus  or  metropolitan-area  network 
without  making  a  capital  investment,  one  option  is  a  Gigabit  Ethernet-based 
MAN  vendor. 

Newcomers  such  as  Telseon, Yipes  Communications  and  Cogent  Communi¬ 
cations  are  offering  inexpensive  broadband  links  that  can  be  provisioned  quickly, 
plus  they  offer  access  to  value-added  services  from  network  service  providers, 
including  application  hosting,  storage  services  and  Web  hosting. 

They  can  also  connect  companies  throughout  the  U.S.  or  globally  over  WAN 
broadband  optical  links  that  interconnect  MANs.  In  addition,  these  vendors  are 
bringing  fiber  directly  to  customers  within  multitenant  buildings  by  connecting 
to  the  building’s  vertical  riser.  Ethernet  is  the  dominant  access  method,  which 
enables  multitenant  building  customers  to  connect  directly  to  their  building  LAN. 
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The  natwork  design  looks  like: 

•  Gigabit  Ethernet  switches  aggregate 

ustomcr  •!  jffic  and  connect  to  routing 

switches  in  the  core  network  using  optical 
lasers  over  single-mode  fiber-optic  cable. 

•  SONET,  dense  wavelength  division 
multiplexing  (DWDM)  or  Gigabit  Ether¬ 
net  runs  in  the  core  network.  Gigabit 
switches  connect  directly  to  SONET 
switches  through  Packet  over  SONET 
interfaces  for  existing  SONET  installa¬ 
tions.  (When  10-Gigabit  switches  be¬ 
come  available,  they  will  provide  direct 
SONET  connections  at  OC-192.) 

•  In  new  installations,  vendors  are  using 
Gigabit  Ethernet  switches  with  optical 
interfaces  in  the  core  network. Trunking 
(link  aggregation)  is  deployed  for  switch- 
to-switch  connections  for  increased 
bandwidth. 

•  DWDM  allows  vendors  to  support  mul¬ 
tiple  channels  on  a  fiber  pair.  A  full-du¬ 
plex  Gigabit  Ethernet  link  requires  a  fiber 
pair  for  each  2G  bit/sec  channel.  DWDM 
can  combine  up  to  16  channels  on  a  fiber 
pair,  and  in  the  near  future,  up  to  32  chan¬ 
nels,  which  eliminates  the  need  to  deploy 
or  purchase  multiple  fiber  pairs. 

•  Coarse  WDM  (CWDM)  supports  fewer 
channels  (usually  four  or  eight)  that  are 
spaced  wider  across  the  WDM  frequency 
spectrum  than  DWDM,  but  it  is  less  ex¬ 
pensive  than  DWDM.  Some  vendors  find 
this  option  more  cost  effective. 

The  players: 

•  Cogent  Communications,  headquar¬ 
tered  in  Washington,  D.C.,  targets  commer¬ 
cial  customer  premises  in  major  metro¬ 
politan  areas  nationwide.lt  addresses 
users  within  a  multitenant  building  who 
need  broadband  access  to  the  Internet  or 
who  need  broadband  connections  to 
locations  within  the  same  metropolitan 
region  or  in  another  city  supported  by  a 
Cogent  MAN.  It  provides  100M  bit/sec 
access  to  its  network. 

Cogent’s  nationwide  network  is  an 
end-to-end  IP-based  network.  Its  back¬ 
bone  runs  at  OC-192  (9.952G  bit/sec) 
over  fiber  and  interconnects  its  MANs  in 
at  least  20  U.S.  cities.  Cogent’s  MAN  rings 
run  at  OC-48  (2.488G  bit/sec). While 
Cogent  uses  long-haul  DWDM  to  inter¬ 
connect  its  backbone  nodes,  it  uses 
CWDM  for  its  MAN  rings.  Each  fiber 
strand  within  Cogent’s  fiber  cable  sup¬ 
ports  up  to  128  separate  channels. 

•  Telseon,  based  in  Palo  Alto  and  Denver, 
has  deployed  MANs  in  20  major  U.S.  cities 
and  60  data  centers.  While  Cogent  and 
Yipes  target  enterprise  customers, Telseon 
targets  service  providers,  which  use  the 
Telseon  infrastructure  to  provide  services 
to  enterprise  customers. 

Telseon's  strategy  of  supporting  multiple 
service  on  its  MANs  benefits  enterprise 
users  by  providing  them  with  a  range  of 
services  from  multiple  service  providers. 
They  can  contract  with  several  service 
providers  for  different  types  of  services 
provided  at  the  same  point  of  presence. 

Telseon  provides  its  standard  service 
dubbed  Ethernet  lRwhich  is  priced  on 
bandwidth  and  distance;  and  its  other 


service,  called  Metro  Wave  Service,  is  pro¬ 
tocol  independent  and  provides  its  ser¬ 
vice-provider  customers  direct  connec¬ 
tions  between  two  network  locations 
within  a  metropolitan  area  at  2.5G  bit/sec 
and  10G  bit/sec  over  DWDM. This  service 
supports  data,  voice  over  IP  and  Internet 
traffic.The  service  provider  who  contracts 
Telseon  for  this  service  can  demux  the 
bandwidth  and  provide  connections  via 
its  own  access  equipment  to  companies 
over  legacy  circuit  switching  technolo¬ 
gies,  such  asTl/El  andT3/E3. 

Telseon  says  it  negotiates  the  price  of 
this  service  on  a  case-by-case  basis. 
Pricing  depends  on  volume,  geographical 
factors  and  user  requirements. Telseon 
offers  its  service  provider  customers  three 
types  of  network  connections:  point-to- 
point,  point-to-multipoint  and  multipoint- 
to-multipoint. 

•  Yipes,  located  in  San  Francisco,  pro¬ 
vides  broadband  LAN-to-LAN  intercon¬ 
nect  service,  called  Yipes  MAN  and  Yipes 
WAN,  and  a  LAN  to  Internet  access  service 
it  calls  Yipes  NET.  Yipes’  network  is  IP- 


Telseon  customers  currently  average 
50M  bit/sec  of  bandwidth  for  the  initial 
order,  but  many  quickly  move  up  to  70M 
bit/sec  or  more.Telseon  customers  can 
easily  provision  their  network  because  it 
is  an  Ethernet,  IP-based  network.  A  Telseon 
browser  enables  users  to  instantly  gain 
more  bandwidth  by  “a  click  of  their 
mouse”  button. Telseon  calls  this  feature 
“instant  scalability’ Telseon  customers  can 
scale  their  bandwidth  from  1M  bit/sec  up 
to  1G  bit/sec  in  just  10  seconds.Telseon’s 
scalability  has  a  granularity  of  1M  bit/sec. 

Yipes  delivers  its  service  to  subscribers 
via  a  direct  fiber  connection  between  its 
MAN  and  the  customer  premise.  Like  its 
competition,  it  connects  its  service  direct¬ 
ly  to  a  10/ 100Base  Ethernet  RMS  port  on 
the  customer’s  LAN.Yipes  subscribers  can 
scale  their  bandwidth  from  1M  to  1G  bit/- 
sec  in  lM-bit/sec  increments.  But,  chang¬ 
ing  bandwidth  is  not  instantaneous. 
Customers  must  contact  Yipes  with  their 
requested  bandwidth  change,  which  is 
executed  by  the  next  day 


deploy  10  Gigabit  Ethernet  switching  for 
its  core  when  it  becomes  available. 

Yipes  has  several  partners  that  support 
key  components  of  its  network.Yipes  part¬ 
nered  with  Metromedia  Fiber  Network  to 
deploy  fiber  cable  in  major  U.S.  cities 
served  by  Yipes.Yipes  also  has  partnerships 
with  major  IP  backbone  providers, such  as 
Level  3  Communications  and  Qwest 
Communications  to  transport  packets  over 
their  WANs  between  its  geographically  dis¬ 
persed  MANs. Yipes  uses  Extreme  Networks 
Summit  and  Black  Diamond  switches  for 
its  MANs  and  Juniper  M40  routers  for  its 
optical  network  core  and  M20  routers  for 
differentiated  services  at  the  edge. 

How  to  choose 

Prospective  users  of  service  providers 
should  select  a  service  provider  based  on 
the  provider’s  geographical  coverage,  its 
growth  plans  and  its  service-level  agree¬ 
ment  (SLA). 

A  SLA  should  guarantee  successful 
installation  on  the  date  it  specifies,  the 
bandwidth  and  service  availability  that 


The  key 
players 

cogent 

COMMUNICATIONS 

o 

TELSEON 

yipes 

*  "  that's  fast! 

Services  provided 

Internet  access  and  LAN  extension 

Ethernet  IP  service  and 

Metro  Wave  Service 

Internet  access,  LAN  extension, 
and  firewall  service 

Access  bandwidth 

1M  to  1G  bit/sec  in 

1M  bit/sec  increments 

1M  to  1G  bit/sec  in 

1M  bit/sec  increments 

1M  to  1G  bit/sec  in 

1M  bit/sec  increments 

Charges 

$1,000  per  month  for  100M  bit/sec; 
$10,000  per  month  for  1G  bit/sec 

$5,540  per  month  for  150M  bit/sec 
plus  $800  for  two  router  ports 

$1,000  per  month  for  10M  bit/sec, 
$2,100  per  month  for  50M  bit/sec  or 
$3,000  per  month  for  100M  bit/sec 

based  end  to  end.Yipes  MAN  is  protocol 
insensitive  and  can  accommodate  any 
Layer  3  protocol.  However, Yipes  WAN  is  an 
IP  transport  service,  which  limits  traffic  to 
IP  protocol.lt  also  restricts  transport  speed 
to  between  1 M  bit/sec  and  80M  bit/sec. 
Yipes  secures  its  MAN  service  as  a  VPN.  Its 
WAN  gateway  a  VPN  device  provided  by 
NetScreen  Technologies,  supports  Triple- 
DES  and  packet  authentication. 

Yipes  also  offers  a  managed  firewall  ser¬ 
vice  (Yipes  WALL)  for  its  Yipes  NET  sub- 
scribers.Yipes  WALL  includes  a  firewall 
device  (rated  at  100M  bit/sec  maximum) 
from  NetScreen  configured  to  a  cus¬ 
tomer’s  specifications. Yipes  installs  the 
firewall  at  the  subscriber  site.  It  includes  a 
firewall  monitoring  service  provided  by 
Yipes  partner,  Riptech,  which  provides  its 
Security  Operations  Center  from  which 
security  analysts  monitor  customer  fire¬ 
walls  on  a  24-7  basis. 

Delivering  the  goods 

Cogent  subscribers  get  a  dedicated  100M 
bit/sec  Fast  Ethernet  connection  for  a  flat 
rate  of  $1,000  per  month.  Cogent  brings  its 
fiber  cable  directly  to  the  building  at  no 
cost  to  subscribers,  and  connects  to  stan¬ 
dard  Category  5  risers  within  the  building. 
At  the  subscriber’s  LAN,  the  Cogent  access 
cable  plugs  directly  into  the  RJ45  port  on 
a  Fast  Ethernet  network  interface  card. 


The  vendors  behind  the  vendors 

Cogent’s  network  is  Cisco-based.  It  is  con¬ 
structed  around  Cisco’s  ONS  15454  and 
ONS  15800  Optical  Network  Switches  and 
its  12016  Gigabit  Switch  Router  (GSR). 

Telseon  constructs  its  networks  with 
Gigabit  Ethernet  switches  from  Foundry 
Networks  and  Riverstone  Networks. 
Foundry’s  Biglron  switches  are  used  in 
Telseon’s  core  networks  located  in  higher- 
density  cities,  while  Telseon  uses  River¬ 
stone  service  interface  units  and  access 
switches  in  all  of  its  networks  and  River¬ 
stone’s  core  switches  in  Telseon  MANs 
not  supported  by  Foundry.  Extreme,  ONI 
and  Cisco  are  also  equipment  suppliers 
to  Telseon. 

Telseon’s  core  network  is  optical  and 
uses  long-range  Gigabit  Ethernet  Interface 
converters  (GBIC)  and  DWDM  to  intercon¬ 
nect  switches  over  single-mode  fiber 
cable.  Multiple  links  interconnect  switches 
and  DWDM  will  eventually  support  up  to 
10G  bit/sec  on  each  wave,  which  provides 
high  scalability  and  redundancy  for  net¬ 
work  resilience. 

Telseon  has  been  deploying  CWDM  tech¬ 
nology  to  scale-up  its  networks  and  lever¬ 
age  the  use  of  installed  fiber  cable.  CWDM 
is  more  cost-effective  in  MANs,  where  fiber 
cable  runs  are  limited  to  the  metro  area, 
than  DWDM  equipment  designed  for 
long-haul  networks. Telseon  plans  to 


the  customer  specifies,  and  the  percent¬ 
age  of  network  availability,  packet  lat¬ 
ency,  and  packet-loss  delivery  specified 
by  the  SLA. 

Service  providers  that  connect  directly 
to  the  customer  premise  eliminate  last 
mile  costs  for  the  subscriber  and  make  it 
easy  for  subscribers  to  access  their  ser¬ 
vice.  Subscribers  should  be  able  to  imme¬ 
diately  upgrade  their  service  bandwidth 
according  to  their  need,  for  example, 
“with  a  click  of  their  mouse  button.” 

Network  availability  should  be  99%  and 
packet  latency  should  be  minimum  for 
packets  that  conform  to  the  SLA.  For  ex¬ 
ample, Telseon  claims  an  average  latency 
of  1.5  msec  for  its  Standard  Data  Service. 
Also,  packet  loss  ratio  —  the  number  of 
lost  packets  divided  by  the  number  of 
transmitted  packets  —  should  be  less 
than  0.01%. Telseon  rates  its  rate  as  0.004% 
for  its  Standard  Data  Service. The  sub¬ 
scriber  should  also  be  able  to  upgrade 
the  SLA  according  to  need.  All  these 
objectives  need  to  be  met  for  successful 
network  service. 

Axner  is  president  of  DAX  Associates,  a 
network  analyst  and  consulting  firm  in  the 
Philadelphia  area  that  produces  a  Gigabit 
Ethernet  market  study  called  10  Gigabit 
Networks.  He  can  be  reached  at  daxner@ 
adelphia.  net. 
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IP  telephony’s  soft  underbelly 


TESTERS 

CHOICE 

Edwin  Mien 


most  of  the  leading  vendors  still  use  pro¬ 
prietary  voice-over-IP  protocols. 

•  When  we  asked  the  leading  IP  tele¬ 
phony  vendors  if  they  know  of  any  third- 
party  vendors  whose  soft  phones  would 
work  with  their  systems,  all  but  one 


responded  with  a  terse  “No.” 

Don’t  assume  that  all  soft  phones  are 
created  equal,  or  even  similar.  We  have 
exercised  enough  soft  phones  to  con¬ 
clude  that  their  features,  functions  and 
ease  of  use  are  widely  divergent. 

It  may  be  possible,  someday,  to  load  and 
run  a  universal  voice-over-IP  phone  appli¬ 
cation  on  your  laptop.  But  that  likely  won’t 


happen  for  a  few  years.  Soft  phones  repre¬ 
sent  the  bleeding  edge  of  this  new  tech¬ 
nology,  and  it’s  an  area  that’s  screaming  for 
comparative  tests.  Stay  tuned. 

Mier  is  the  founder  of  Miercom,  a  network 
consultancy  and  testing  center  in  Princeton 
Junction,  N.J.  He  can  be  reached  at  ed@ 
mier.com. 


A  week  doesn’t  go  by  without  some 
enterprise  networker  asking  us:  So 
what  can  IP  telephony  do  for  me  that 
the  current  digital-PBX  lot  can’t? 

As  it  turns  out,  the  promise  of  IP  tele¬ 
phony  remains  just  that,  more  of  a  promise 
than  instant  gratification. 

In  time  you’ll  be  able  to  run  all  your  traf¬ 
fic  over  a  single  network,  yank  out  those 
expensive  leased  trunk  lines,  greatly  sim¬ 
plify  management  of  the  whole  enchilada, 
and  eventually  cut  costs.  But  what  does  it 
get  you  today? 

Some  vendors  of  IP  telephony  are  mak¬ 
ing  headway  with  customers  via  the 
“soft”  sell.  By  sending  real-time  voice 
through  an  IP  network, software  can  then 
handle,  manipulate  and  process  it  as 
data.  Call  it  either  computer-telephony 
integration  or  convergence,  it  means  that 
new  applications  can  consolidate  as¬ 
pects  of  voice  and  data  in  ways  not  pre¬ 
viously  possible. 

Consider  unified  messaging.  Most  who 
have  worked  with  a  unified-messaging 
system  appreciate  the  user  productivity 
gain  that  comes  from  accessing  voice 
mail  and  e-mail  concurrently  through  the 
same  interface. 

Then  there  are  “soft  phones,”  which,  for 
the  uninitiated,  run  on  a  PC  with  a  micro¬ 
phone  and  speaker.  These  replace  “hard” 
phones  —  whether  they  be  IP  digital  or 
analog.  For  a  large  corporate  client  that’s 
particularly  interested  in  the  “soft”  side  of 
IP  telephony  we  recently  conducted  a  sur¬ 
vey  on  the  state  of  soft  phones. 

First  the  good  news: 

•  All  leading  IP  telephony  vendors  — 
including  Cisco,  Avaya  and  3Com  —  now 
offer  soft  phones,  and  most  are  quickly 
expanding  the  scope  of  their  telephony 
applications. 

•  Soft  phones  are  generally  less  expen¬ 
sive  than  the  hard  phones  they  supplant, 
although  not  by  as  much  as  you  might 
expect.  Soft  phone  licenses  cost  $100  to 
$200,  compared  with  $200  to  $300  for  a 
digital  phone,  and  from  $200  to  $500  for 
an  IP  phone. 

Now  for  the  bad  news: 

•  Don’t  expect  a  broad  selection  of  soft 
phones  that  will  work  with  your  IP  tele¬ 
phony  system.  We  tracked  down  nearly  40 
independent  vendors  that  claimed  they 
were  working  on  soft  phones  during  the 
past  18  months.  More  than  half  are  out  of 
business. 

•  Of  a  dozen  third-party  vendors  that  are 
still  working  on  soft  phones,  only  two  said 
they  expected  their  wares  to  work  with 
popular  IP  telephony  systems  because 


Unique  Access  Solutions 


Learn  more  about  TDMolP 
at  RAD's  dedicated  Web  site 
www. TDMolP.com 


Simple 

Math 

'legaty  IHijralm 

Not  only  is  TDMolP  superior  to  VoIP  in  its  ability 
to  transparently  deliver  voice,  video  and  data 
over  IP,  it's  also  simpler  and  more  cost-effective 
RAD's  IPmux  family  of  TDMolP  gateways  is  the 
first  to  extend  TI/EI  and  T3/E3  circuits  over  IP 
and  protect  existing  investments  in  legacy  PBX 
and  TDM  systems  -  with  no  forklift  upgrades  or 
loss  of  functionality. 


Call  RAD  toll-free  1  -888-747-8868  or  contact  market@radusa.com 

©  Copyright  2001  RAD  Data  Communications 
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Lessons  in  leasing 

Purchasing  pointers  on  when  to  shell  out  the  dough  for  new  equipment  and  when  it’s  better  to  lease. 


■  BY  DREW  ROBB 

You  need  more  bandwidth  right  now,  but  the  company  is  in  the 


mature  technologies  with  a  five-year  shelf  life, so  you  should  probably  buy  them.  On  the 
other  hand,  less  mature  components  such  as  load  balancers  are  typically  upgraded 
every  two  to  three  years  and  make  better  candidates  for  leasing. 


grip  of  layoffs  and  budget  cuts.  Should  you  scale  back  your 


plans  and  purchase  only  the  most  crucial  equipment,  or  lease 


everything  you  need  and  saddle  your  firm  with  payments  for 


three  years? 


Network  executives  regularly  wrestle  with  the 
thorny  issue  of  whether  to  buy  or  lease  net¬ 
work  equipment  and  applications. 
Unfortunately,  there  is  no  pat  answer  that  is 
right  for  all  situations. 

“From  a  tech  viewpoint,  it  would 
probably  be  easier  if  we  had  the 
cash  in  hand  and  simply  pur¬ 
chased,”  says  Charles  Savage,  MIS 
director  for  Atkinson-Baker,  a 
court  reporting  firm  in  Glendale, 

Calif.  Nevertheless,  due  to  tax  and 
other  financial  advantages,  he 
leases  80%  of  the  company’s 
equipment,  including  servers, 
hubs,  routers  and  switches,  as 
well  as  the  network  operating 
system  and  groupware. 

If  you’re  facing  the  lease  vs.  buy 
dilemma,  consider  these  guidelines 
for  making  a  decision  and  getting  the 
most  from  a  leasing  deal. 


1.  Lease  when  you're  short  on  cash. 

“Unless  they  are  strapped  for  capital, 
companies  tend  to  buy  equipment,”  says 
Carl  Pitasi,  an  analyst  with  IT  consulting 

firm  Compass  America.  For  those  experiencing  cash  flow  problems  or  budget  cutbacks, 
leasing  offers  the  ability  to  acquire  gear  right  away 
For  educational,  nonprofit  and  healthcare  organizations  in  particular,  leasing  opens 

the  door  to  more  advanced  technology“Leasing  provides 
the  flexibility  to  refresh  technology  as  needed  and  pro¬ 
vides  a  steady  monthly  cost  so  there  is  less  of  an  impact 
on  the  budget,”  says  Mike  Nunnelly,  a  network  administra¬ 
tor  for  Deaconess  Hospital  in  Evansville,  Ind. 

However,  the  ease  with  which  leased  equipment  can  be 
acquired  carries  with  it  the  same  potential  for  overspend¬ 
ing  as  credit  cards.  So  don’t  go  increasing  bandwidth  just 
so  employees  can  download  MP3s.  Instead,  adopt  a  firm 
policy  of  only  leasing  equipment  that  will  lead  to  greater 
productivity  or  higher  income. 


More  online! 

•  Fusion  exclusive: 

Get  a  list  of  lessors. 

•  The  Lease  Assistant: 
Leam  about  leasing  basics. 

DocFinder:  6021 


2.  Buy  equipment  you're  going  to  keep  a  long  time. 

Decide  how  long  you’ll  be  using  the  equipment.  If  it’s 
more  than  three  years,  consider  buying;  otherwise,  leasing 
might  be  more  attractive.  Gartner  analyst  Lawrence  Orans 
points  out  that  core  routers  and  switches  are  relatively 


3.  Be  careful  choosing  a  lessor. 

What  you  may  not  know  is  that  once  the  paperwork  is  signed,  many  firms  will  sell  your 
lease  to  a  financing  company  that  collects  the  payments  and  enforces  the  terms.  This 
can  create  trouble,  especially  when  it  comes  time  to  close  out  or  renew  the  lease. 
So  search  around  for  a  leasing  company  that  will  be  there  for  you  in  the 
long  term. 

Atkinson-Baker  went  through  several  leasing 
companies  before  settling  on  American 
Equipment  Leasing,  now  a  part  of 
CitiCapitaI.“The  relationship  between 
the  three  parties  —  the  vendor, 
the  lease  company  and  us  —  is 
very  important,”  Savage  says. 
Nowadays,  he  ensures  that  all  par¬ 
ties  work  well  together  before  sign¬ 
ing  anything. 

It  also  helps  if  you  can  find  a  lessor 
that  will  cover  equipment,  software 
and  installation.  Most  specialize  in 
hardware,  since  that  can  be  repos¬ 
sessed.  But  it  simplifies  life  if  a  lease 
covers  an  entire  project  and  rolls 
everything  into  one  monthly  payment. 

4.  Pay  close  attention  to  lease  terms. 

Before  signing,  pull  out  your  crystal  ball  and 
take  a  look  at  what  happens  when  the  lease 
expires.  A  common  problem  with  leasing  is  not 
understanding  the  terms  of  the  agreement  and 
getting  into  a  bad  deal. 

“We  do  a  lease  buyout,  never  planning  to 
return  the  equipment  at  the  end  of  the  term,” 
says  Thomas  Ranalli,  IT  director  for  Lyon  &  Lyon 
in  Los  Angeles.This  puts  his  intellectual  property  law  firm  in  control  of  when  and  what 
equipment  gets  replaced  rather  than  it  all  being  dictated  by  the  lease  terms. 

If  you  want  to  trade  in  hardware  at  lease  termination  for  new  models,  closely  exam¬ 
ine  terms  regarding  return  or  disposal  of  equipment,  extension  of  the  lease  and 
added  fees. 


5.  Focus  on  the  bottom  line. 

Because  it  all  comes  down  to  money  in  the  end,  you  should  have  a  good  grasp  of 
financial  basics  and  how  they  relate  to  equipment  acquisition. 

That  way,  you  can  competently  advise  the  CFO  in  terms  of  return  on  investment  and 
optimizing  cash  flow.  Be  sure,  then,  to  take  into  account  the  full  range  of  financial  fac¬ 
tors, such  as  taxes, interest  rates, amortization, depreciation  and  lost  opportunity  to  make 
the  most  informed  decision. 

These  can  swing  the  final  price  of  equipment  up  or  down  by  20%,  depending  on  your 
firm’s  financial  situation. 

Although  the  CFO  may  end  up  making  the  final  decision  whether  to  buy  or  lease,  if 
you  know  the  game  and  the  business  repercussions, you’ll  be  in  a  better  position  to  rec¬ 
ommend  the  right  course  of  action. 


Robb  is  a  freelance  writer  in  Los  Angeles  specializing  in  technology  issues. 


Every  Feature 
You  Could  Possibly  Need. 

(And  Some  You  May  Never  Have  Imagined.) 


Vented  top  panel 
incorporates  dual 
2.5"  x  6"  cable 
access  openings. 


Innovative  cable  entry 
design  at  the  bottom  of 
the  cabinet  provides 
users  with  flexibility 
and  unequaled  wire 
management  access. 


Side  panels  lift  off  for 
fast  and  easy  access, 
and  are  available  in 
either  solid  or  vented 
versions. 


Rugged  anti-tip  plates 
can  be  mounted  on 
the  front  or  rear  of 
the  cabinet.  Reversing 
the  plate  allows  for 
easy  stowing  when 
not  in  use. 


Fully-vented  doors  are 
available.  All  door 
styles  can  be  readily 
changed  to  hinge  from 
either  the  left  or  right. 


Internal  cable 
management 
accessories  allow 
users  to  establish 
efficient  and 
organized 
connectivity 
solutions. 


Caster,  leveler 
mounting  and 
grounding 
capabilities  are 
integrated  directly 
into  the  cabinet 
structure. 


Top  fan  panel 
boosts  air  circulation 
within  the  cabinet. 
A  separate  cable 
access  panel  keeps 
wiring  in  place 
during  routine 
maintenance. 


Our  isoNet™  network  enclosures  come 
complete  with  all  the  versatile  features  you 
need  to  get  custom  performance  and 
standard-design  economy. 

After  50  years  of  designing  and  building 
enclosures  of  all  sizes  and  types,  we  can 
provide  you  with  the  most  cost-effective, 


tightly  engineered  network  packaging 
solutions  in  the  industry. 

For  the  complete  story,  ask  for  our  new 
brochure.  After  you've  looked  over  the  long 
list  of  options,  we'll  talk  about  how  to  put 
them  together  for  you  in  an  enclosure  that 
includes  everything  you  need.  And  want. 
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Every  Option  Imaginable  *  from  EMCOR® 


Call  507-289-3371  for  a  brochure  or  visit  our  website  at  www.emcor-crenlo.com 


Horizontal  solutions  with 
direct  network,  serial,  or 

modem  access 


power  management 

solution  is  your  life  saver. 


•  Real  life  questions: 


How  much  power  is  my  equipment  using? 

Am  I  about  to  trip  the  circuit  breaker? 

What  is  the  temperature  of  my  cabinet? 

How  do  I  reboot  locked  servers  from  5000  miles  away? 


•  Real  life  answers: 


BayTech  power  management  solutions  with  a  return  on 
investment  that  just  makes  sense. 

You  no  longer  need  to  be  there  to  reboot  locked  routers, 
SNMP  traps  are  generated  when  you  reach  your  circuits 
capacity,  and  power  measurement  is  instantaneous. 

Reducing  downtime  and  costs  is  no  longer  a  luxury,  its  a 
requirement.  With  BayTech  remote  site  management 
solutions  you  will  not  only  do  both,  you  will  always  have 
instantaneous  access  to  your  equipment,  anytime  from 
anywhere. 


www.baytech. 
1-800  523-2702 


New  Zero  U  Solutions 
with  up  to  20  receptacles 

per  unit  at  up  to  30  amps 


BayTech 


YOUR  CUSTOMER 
ALREADY  KNOWS 


AND  THEY’RE  ON  THE  PHONE 
TO  YOUR  CEO  RIGHT  NOW 

WHO’S  GOING  TO  GET  THE  NEXT  CALL? 

When  a  service  failure  occurs,  the  last  people  you  want  to  find  out  are 
often  the  first  to  know.  And  by  the  time  your  technology  staff  can  react, 
the  service  failure  has  escalated  to  a  much  higher  level  -  a  painful  one. 

With  Silas  Reveille"1,  the  people  who  can  resolve  the  failure  find  out  first. 
Silas  Reveille  detects  component  and  application  failures  as  soon  as  they 
occur,  and  immediately  alerts  the  proper  staff  with  meaningful  diagnostic 
information.  Unlike  conventional  enterprise  management,  Silas  Reveille 
delivers  within  days  a  single  view  of  the  health  of  your  critical  technology 
infrastructure  -  without  software  agents. 

You  see  what's  happening  across  all  the  diverse  platforms  and  applications 
that  run  your  company,  the  ones  your  customers  depend  on. 

In  the  real  world,  this  makes  all  the  difference. 

SEE  HOW  SILAS  REVEILLE™  CAN  SAVE  YOU 
FROM  BEING  THE  LAST  TO  KNOW 
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REAL  WORLD  APPLICATION  MANAGEMENT 

www.silasrEveille.CDm  ■  reveille. sales f  silastechnDlDgies.com  •  1.877.897.2579 


FatPipe  it! 


WITH  MULTI-PATH  VPN 


CORPORATE  OFFICE 


FATPIPE  MPVPN 


Multi-Path  VPN  takes  any  VPN  &  makes  it  9  times  more  secure 
and  3  times  faster,  reliable  and  redundant 


FILE  SERVERS 


ANY  VPN 


FatPipe  Networks' Multi-Path  VPN  (MPVPN) 
turns  any  VPN  into  a  Multi-Path  VPN 

•  No  BGP  programming  or  new  hardware  at  the  ISP 

•  Dynamic  bi-directional  load  balancing  of  traffic 

•  3  times  more  speed,  reliability,  and  redundancy 

•  Works  with  Ti,  T3,  Ei,  E3,  DSL,  and  Wireless 

•  Works  over  multiple  ISPs  and  backbones 

•  Reliability  for  hosting  web  servers 

•  Works  with  all  IPSEC  VPNs 

•  Host  multi-homed  servers 

•  9  times  more  secure 


ANY  VPN 
FILE  SERVERS 


ISP  1,  2,  &  3 


FATPIPE  MPVPN 


FatPipe 
www.fatpipeinc.com 
I  nfo(a)fatpi  peinc.com 
Tel:8oo. 724. 8521 
Fax:  801.281.0317 


■"Patented  and  Multiple  Patents  Pending 


BRANCH  OFFICE 
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The  Hub  of  the  Network  Buy 
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£%/*  Performance  LAN/WAN  Troubleshooting 
&  Protocol  Analysis  Software  Solutions 

Uisen-er— Removes  the  Mystery  of  What  is 
Being  Sent  or  Received  by  LAN  Stations 

Observer  identifies  network  trouble  spots  and  costs 
thousands  iess  than  expensive  hardware-based 
analyzers.  If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert  Observer  or 
Observer  Suite. 

•  Fuil  packet  capture  and  decode  for  over 
1000  protocols,  including  TCP/IP  (v4  and  v6), 

NetBIOS/NetBEUI,  IPX/SPX,  Appletalk, 

SNA  and  DECnet 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
packet  capture  from  any  port(s) 

•  Long-term  network  trending  collects  statistical 
data  for  days,  weeks,  months,  even  years 

•  Optimized  ErrorTrack  NDIS  drivers  display 
true  errors-by-stations 

•  Real-Time  Statistics  include  Top  Talkers, 

Bandwidth,  Protocol  Statistics, 

Efficiency  History 


EXPERT  OBSERVER 
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•  Additional  probes  are  $295  per  local  or  remote 
segment/site/switch 

•  Ethernet  (10/100/1000),  Token  Ring,  FDDI 

Expert  Observer — Identifies  Problems  and 
Provides  Expert  Information  in  Plain  English 

Expert  Observer  includes  all  of  the  features  of 
Observer  plus  real-time  and  post-capture  expert 
event  identification,  expert  analysis,  VoIP  expert 
and  modeling  of  network  traffic  data. 

Observer  Suite — The  Ultimate  Tool  For  The 
Most  Demanding  Power  User 

Observer  Suite  provides  a  full  complement  of  tools 
that  includes  all  of  the  features  of  Expert  Observer 
plus  SNMP  management,  RMON  console/Probe 
and  Web  reporting.  Includes  one  remote  Probe. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.networkinstruments.com 

US  &  Canada  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fax  +44  (0)  1959  569881 


cheduling  Headaches? 


WebEvent  can  help  eliminate  the  hassles  of 
scheduling.  As  the  leader  in  Web-based  calendar 
solutions,  we  offer  the  most  time-tested  and  dynamic 
software  on  the  market.  All  at  a  price  that  leaves 
most  people  wondering,  "What's  the  catch?" 

The  catch  is  that  you  have  to  try  it  to  believe  it. 
Nearly  2,000  organizations,  including  Fortune  500 
companies  and  US  government  agencies,  use 
WebEvent  on  their  public  sites  and  private  intranets. 
Download  a  free  copy  and  see  for  yourself  why 
WebEvent  has  a  96%  customer  approval  rating. 

Special  Offer  to  NetworkWorld  Readers 

Get  an  extra  10%  off  of  our  already  low  prices. 

Enter  the  special  promotion  code  NWORLD  when 
you  purchase  online  at  our  site,  or  mention  this 
ad  to  a  sales  person  at  978.975.3344  x250. 

Try  it  free  for  15  days!  Download  a  copy  today 
from  www.WebEvent.com. 


Use  WebEvent  for: 

•  Team  scheduling 

•  Event  publishing 

•  Resource  management 

—  WebEvent  software  gives  you: 

•  Full  source  code  access 

•  Customizability 

•  Scalability 

•  Cross-platform  compatibility 

•  Intuitive  user  interface 

•  Easy  implementation 

•  So  many  features  -  so  little  space! 
Check  out  our  product  demos  at 
www.WebEvent.com. 
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Web  @3  Event 


Scheduling 


Made  Simple 


www.WebEvent.com 

978.975.3344x250 


The  Hub  of  the  Network  Buy 


It's  Time 
for  the 


Server 

The  Adonis  Server™  is  a  dedicated 
DNS  appliance  that  integrates  powerful 
Java®  technology  into  a  simple,  easy  to  use 
and  cost  effective  network  solution. 


www.bluecatnetworks.com 


simple  .  secure  .  affordable 


BiueCot  Networks  name,  design  and  related  marks  are  trademarks  of  BlueCat  Networks, 
v  2001  All  Rights  Reserved.  Java#  la  o  trademark  of  Sun  Microsystems,  Inc. 
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Take  KVI 


Switching  to  a  Higher  Level! 

AutoView  and  OutLook 
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Unrivaled  KVM  Access  and  Control 


JLiooking  for  greater  access  to  more  servers? 
Need  the  flexibility  to  handle  multiple  platforms 
or  users?  Step  up  to  Avocent  KVM  switches. 

Our  AutoView  series  controls  up  to  24  multi¬ 
platform  servers  as  far  as  500  feet  away. 
Choose  an  Avocent  OutLook  switch  for  true 
mult-user  access  to  your  rack-mounted  servers. 
Both  switches  are  expandable,  designed  to  keep 
pace  with  your  growing  data  center. 

Find  out  what  the  world’s  leading  technology 
companies  and  server  manufacturers  already 
know,  and  take  your  switching  to  a  higher  level. 


J£emx 


'  m  m  m  *>  m  m  m 


ADVANCED  KVM  SWITCHES 


Users 

Ports 

Platforms 

Key  Features 

AutoView  200 

1  local,  1  extended 

4,8 

PC 

All  models  are 

AutoView  400 

1  local,  1  extended 

8,16,24 

PC,  USB,  Sun 

rack  mountable, 
flash  upgradeable 

OutLook  21 60ES 

2 

16 

PC 

and  expandable 

OutLook  4160ES 

4 

16 

PC 

with  built-in  on 
screen  display. 

Go  to  www.avocent.com  or  call 
1-866- AVOCENT  (286-2368) 
and  get  your  free  KVM  buyers 
guide  today 


Avocent 

The  Power  of  Being  There,, 


Avocent,  the  Avocent  logo  and  ‘The  Power  of  Being  There'  are  trademarks  of  Avocent  Corporation.  Cybex  and  AutoView  are  registered  trademarks  of  Cybex  Computer  Products  Corporation. 
Apex  and  OutLook  are  registered  trademarks  of  Apex  Inc.  All  other  marks  are  the  property  of  their  respective  owners.  ©  2001  Avocent  Corporation. 
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The  Simple,  Powerful,  High  Value 


Firewall 


Now 

Available  in  the 
GB  Family  of 
Firewall 
Appliances 


At  $995.00  with  an  unlimited 
user  license  GNAT  Box  Firewall 
isn’t  cheap.. .it’s  cost  effective. 

Features  Include: 

•  Proven  Firewall  Technology 

•  Dynamic  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Easy  to  Configure  and  Operate 

•  Remote  Web  Base  Management 

•  Time  Based  Access  Control 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy  with  Anti-Spam  Features 

•  Win95/NT  Secure  Remote  Management 

•  URL  and  Content  Filtering 

•  Supports  Gigabit  Ethernet,  FDDI,  TokenRing 
10/100  Ethernet,  DSL,  Cable  Modem  &  PPP 

•  IPSec  VPN 

•  Built-in  DHCP  Server 

•  Built-in  DNS  Server 

•  ICSA  Certified 


Global  Technology  Associates,  Inc. 

Sales:  800-775-4GTA  •  Tel:  407-380-0220 
gb-info@gta.com  •  www.gnatbox.com 


CERTIFIED 


(  Firewall  ) 


I 
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Server  Management 

Starts  Here 


Rose  Electronics  KVM  switches 
or  multiple  workstations  to  have  local  or  ri 
access  to  multiple  computers  located  in  serve1 
rooms  or  on  the  desktop. 
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ELECTRONICS 

fWW.ROSE.COM 


Rose  is  a  leading  KVM  switch  manufacturer 
with  the  most  complete  range  of  sel 
management  products.  A  KVM  industry 
Rose  is  known  for  its  technically  superior  and 
price  competitive  products. 

From  simple  access  to  complex  configurations 
Rose  provides  easy  server  management 
solutions. 

Call  ROSE  today. 

Rose  Electronics 

10707  Stancliff  Rd.  Houston,  Texas  77099 

800-333-9343  281-933^ 

USA  .  CANADA  .  ENGLAND  .  GERMANY  .  BENELUX  .  AUSTRALIA  .  SINGAPO 


The  Hub  of  the  Network  Buy 


NetworkWorld's 


Telecom 
Busines: 
Wor 


¥ 


Advnmmq  Ihe  Business  of  Telecom 

October  10-12,  2001 
New  York,  NY 
Booth  #1515 


There  is  a  better  way 


to 


your 
wireless  LAN! 


Colubris  Networks’  CN1000  Family  of  Wireless 
LAN  Routers  with  integrated  IPSec  &  L2TP. 


colubrisnetworks.com 

keyword:  wlan  security 


Colubris  Networks 


Securing  your  Wireless  Future  ’ 


The  premiere  designer  and  manufacturer 
of  modular  ergonomic  computer  support 
furniture,  enclosures  &  cabinets. 

Racking  Systems  •  Enclosures  •  19"  Rackmount  • 
Relay  Racks  •  Personal-Workstations  •  KVM 

2-61  Borden  Ave.  L.I.C,  NY  11101 

www.hergo.com 


The  Hub  of  the  Network  Buy 


Recess,  control,  operate  and  manage 


your  entire  network  (servers,  hubs,  routers, 
dumb  terminals)  from  any  number  of  1 
consoles,  .  .......  comfortably  located  on 

your  network  0  <  f  administrators’  jf 

desks,  and  | even  in  remote 
offices  over  y  the  Internet. 

/Vsk  us  about  Key-View  and  XP4ooo,  and 
join  other  Fortune  500  IT  managers  currently 
implementing  the  most  advanced  integrated  ] 
^network  management  solutions.  It  J 


istributed  Server  Managemen 


Do  you  offer  Training 
or  Educational  Services? 

If  so,  call  Enku  today  to  find  out  how  to 
place  your  listing  in  our  Training  Directory. 

1-800-622-1108  ext.  6465 


Looking 


With 

Network  World's 


lankamarti 

you  can  find  them. 


LinkSmart,  located  on  \ 
Network  World  Fusion, 
allows  you  to  search  for  \ 
products  and  services  by  \ 
technology.  Vendor  listings  \ 
appear  with  a  product/service  1 
description  and  include  a 
link  to  each  vendor's  website. 
Solutions  in  one  convenient  site, 
www. nwfusio n.com/linksmart 


fUl  nr 

Products  as  SoiulfiiitS 


Are  You  Gambling  With  Your 
Expensive  Data  Center  Systems? 


You  may  be  if  you  aren’t  using  SharkRack  cabinets  and 
racking  systems.  Our  cabinets  are  made  of  the  highest 
quality  materials,  including  aluminum  extrusion  and  heavy 
gauge  steel.  We  use  heavy  duty  fans  in  our  cooling  sys¬ 
tems.  And  SharkRacks  look  great  and  are  featured  in 
some  of  the  world’s  foremost  show-case  data  centers. 
Best  of  all,  you  can  still  access  disks,  CD-ROMs,  and 
other  components  after  your  computers  are  racked. 
Give  us  a  call  today  to  see  how  we  can  help  you 
Save  Space,  Keep  Cool,  and  Look  Good. 


1-877-427-5722 

www.sharkrack.com 

infoshark@sharkrack.com 


vSHARK 

HACK 


'*» 

aSk  ■ 


The  SharkRack  NetBotz  environmental  monitoring 
appliance  will  watch  over  conditions  in  our  cabinets 
and  send  out  an  alert  to  notify  of  problems  in  advance. 


Dealer  Inquiries  Welcome 


Our  Keyboard/Flat  Panel  sys¬ 
tem  takes  up  only  1  RU  in  total. 


Remote  Network  Management 

Reboot  Your  Equipment  From  Anywhere! 


Telnet  Power  Switch  (TPS) 


✓  2  Individual  Outlets  /  Network  Security  Features 

/  On/Off/Reboot  Switching  /  Manual  On/Off  Buttons 

✓  Outlet-Specific  Password  Security  /  Switches  15-Amp  Load 

www.wti.com  (8oo)  854-7226 


western  telematic  incorporated  Keepinq  the  Net...Workinq ! 

5  Sterling  •  Irvine  •  California  •  92618-2517  f  n  a 


Telnet  and  Dial-Up  AC  Power  Switch 


IS  Amp 
Power  Circuit 


Individually  Controllable 
Outlet  Plugs  (2) 


Out-of-Band  Management 


lOBase-T 

Ethernet 

Interface 


Local  RS232  Console  Port 


DATA  PRODUCTS 


Cisti  Smms 


A  uthorized  Reseller 

Buy  Sell  Lease  Repair 

New  Refurbished  Used 

* 

'  •  •  •  •••  •  _  >  :■  •••;  ,v 

Routers  Nortel  DSU/CSUs 

Switches  Memory  3Com 

Hubs  ISDN 

1  800  553  0592 


www.wdpi.com 

Email:  cisco6@wdpi.com 


NetWOlfk  World’s  Direct  Response  Card  Decks 
deliver  more  than  157,500  (justified  buyers! 


Next  Deck:  November  11,  2001 


Ad  Close:  October  5,  2001 


Call  for  more  info  on  how  to  reach  them! 

800-622-1108  ext.  6507or  email  at  directresponse@nww.com 


Get  More  for  Today's  Budget! 


Contact  BIZI 
to  SAVE  up  to  80% 

•  50-80%  Savings  off  Retail  List  Prices 

•  120-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 


Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-2494 

or  (315)  458-9606  fax:  (315)  458-9493 

Your  global  partners  in  new  &  quality 

We  Buy,  Sell,  Trade  and  Lease...  pre-owned  networking  equipment 


CISCO,  BAY/NORTEL,  3COM,  CABLETRON,  EXTREME,  FORE/MARCONI 


'ey  View  Cart  '«/’  Clear  Cart 


FACTORY  DIRECT 
FIBER  OPTIC  PRODUCTS 


Jumpers,  Pigtails,  Termination  Boxes, 
Preconnectorized  Backbone  Cable, 
Mode  Conditioning  Cables, 
Ethernet  Converters  and  Switches, 
CAT5  Products,  Photonic  Devices 

www.fiberd.vne.com 

/Ifiberdyne  LABS,  INC. 

l-(800)  894-9694 
(315)  895-8470 
Fax  (315)  895-8436 


We 


Sel 


CISCO 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


.  Seki'Bla  Espenel \ 
.  W(r  spf ech*n  Oe«ai*eb: 


800.451.3407 

90  Castilian  Drive.  Suite  110,  Santa '.8ar.«a‘jfti£CA'931 17 


www.networkhardwa  r€.#f 

...  -m 


BUY 


NETWORK  HARDWARE  RESALE 


mm m 
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Cable  University 

(800)  537-8254 
www.CableU.net 

FREE  online  training  in  network 

cabling  installation  &  maintenance] 

- - . 

_ .... _ ! _ H 

NetworkTraining.com 

(800)  NET-SKIL 
(800)  638-7545 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 

i  BNETSYS  Inc. 

I  (800)  BNETSYS 
wwwbnetsys.com 
Instructor  led  &  online  Cisco 
certification  training  @  no  charge 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies 
today  to  help  you  with  your 
training  needs! 


WRCA.NET 

NEW  « 3CT!gk»  USED 


AUTHORIZED  RESELLER 
Access/Routers/Switches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 
800-699-9722 


Wwrm  to  17-nv 

Networking  Products 
and  Services 

Over  170,000  qualified  subscribers  of 
Network  World  are  ready  to  buy. 

Call  today  to  place  your  ad  in  the  Marketplace! 
1-800-622-1108  ext.  6465 


Buy  p 
Online 


East  Coast:  71 8-993-9200  ■  West  Coast:  909-829-3089 
www.premiermetal.com  — 


www.premiermetal.com 


Your  Best  Cabinet 
Resource  Center 


Best  Selection  -  server, 
datacomm,  wall-mounted 
cabinets,  relay  racks 
Best  Delivery  -  many 
models  shipped  from  stock 
Best  Pricing 
Best  Web  Site  -  easy 
selection,  drawings  &  specs 


Premier  Metal  Products  Company 


FIBER  OPTIC 
SOLUTIONS 


•  T1/E1  &  T3/E3  Modems 

•  RS-232/422/485  Modems  and 
Multiplexers 

•  IBM  3270  Coax,  AS/400  Twinax,  and 
RS/6000  Modems  and  Multiplexers 

•  LAN  -  Arcnet/Ethernet/Token  Ring 

•  Video/Audio/Hubs/Repeaters 

•  ISO  -  9001 

s.s.TECH 

Toll  Free  866-SITech-1 
630-761-3640,  fax  630-761-3644 

www.sitech-bitdriver.com 


Save  big  on  new/used:  >  Routers  >-  Gigabit/FE/ATM  Switches 
>-  Access  Servers  >•  Optical  Networking  >- Wireless  BUY/SELL/RENT 


>  CISCO  ►  Juniper  ►  Lucent 

V  www.digitalwarehouse.com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


>  Nortel 

>  Foundry 

>  Extreme 


>  Morconi 

>  Adtran 

>  Quick  Eagle 


Netfast  Communications  Inc.,  56-29  56^  Drive ,  Maspeth,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894- 1573 
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Enku  Gubaie 

800-622-1108  ext.  6465 
FAX:  508-460-1192 
Internet:  egubaie@nww.com 


For  more  information  on 
advertising  in  Network  World’s 
Marketplace  contact: 


Ciuc  Scma; 


m  Bay  Networks 


Why  Are  We  The  Best? 


•  Nortel  Service  Contracts  •  Next-Day  Hardware 

•  Nortel  Service  Renewals  Replacement 

•  Free  Technical  Support  *  Competitive  Prices 

•  Good  As  New  Gear, 

Same  as  New  Warranty 
-  at  Better  Than  New  Prices 

Refurbished  Specials: 

BayStack  450-24T  (AL2012E14)  with  MDA  Port 

10/100/1000  BT  Autosense  Switch 

Limited  Lifetime  Warranty 

Special  $995 

List  $2,695 

BLN-2  Router  Base  Unit  (71000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $1,999 

List  $12,700 

BCN  Router  Base  Unit  (73000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $2,999 

List  $18,150 

ARN  8  MB  Ethernet  Router  Base  Unit  (CV1001003) 

Other  Memory  Config  and  modules  avalible.  Call  now  for  pricing. 

Special  $295 

List  $1,134 

Dont  want  used?  Try  our  low  prices  on  new!  Call  Today! 

©Call  for  Free  Quote! 

888-8LANWAN 

(888-852-6926)  SB*-  * 

National  LAN  Exchange  •  WWW.nle.com 


Your  best  investment 


is  your  professimiai  network. 


WlTl’s  2001 

Professional  Women  s 
Summit  &  Exposition 


October  24-25,  2001 

Hynes  Convention  Center  ▼  Boston,  MA 

For  more  information,  conference  package  pricing  or  to  register  for 
the  Professional  Women's  Summit  please  visit  us  at 
www.witi.com  or  call  toll-free  800.3 34. W1T1 

WITl  offers  a  dynamic  2-day  accelerated  program  that  will  provide  every  professional  women  with  the  essential  tools, 
opportunities,  insights  and  connections  to  achieve  her  goals.  Take  advantage  of  this  unique  occasion  to  network  with 
top  leaders  and  visionaries  utilizing  technology  to  succeed. 

Over  the  course  of  2  days  you  will  be  offered: 

►  Powerful  keynote  sessions 
►  Practical  skill-building  workshops 
►  Dynamic  roundtable  discussions 
►  Highly  interactive  panel  discussions 
►  Networking,  Networking,  Networking. 

I  have  learned  so  much  about  myself,  my  environment,  and  the  people  that  work  with  me  and 
live  with  me  from  this  WITl  Conference.  The  only  thing  that  I  can  say  is  that  as  a  professional 
woman  in  any  technological  or  business  field,  you  MUST  attend  this  conference! 

Kathrine  Roberts,  Mainframe  Programmer,  West  Corporation 

Sign  up  for  the  Boston  Conference  before  September  21 ,  2001 
and  receive  a  $200  discount  off  the  at-the-door  price. 


omen  in  Technology  International 


Advancing  Women  Through  Technology 


M 
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sponsors  include: 


CapitalQne 


N 


X 


Taking  Care  of  Business 

Prudential 
t*  Financial 


Raytheon 

Expect  great  things 
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Information  Technology  Professionals 
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IT  CAREERS 


11  n— mmi  mil 


Platinum  Sponsors 

IDG  Recruitment 
Solutions 
Yahoo!  Careers 

Gold  Sponsor 

Merck 


■rr^.yj'jK'A 

CAREER  FAIR 

'  The  ' 1  Diversity  Career  fair  In  The  Nation  ” 


Silver  Sponsor 

Verizon  Wireless 


Bronze  Sponsor 

Verizon 


Meet  face-to-face  with  the  area's  hottest  companies  and 
land  a  job  with  more  money,  opportunity  &  challenge! 


2001  UPCOMING  SCHEDULE  OF  EVENTS 


COLUMBIA,  MD 

WOODLAND  HILLS,  CA 

CHICAGO,  IL 

Monday,  Sept.  17 

- 

WASHINGTON,  DC 

Wednesday,  Sept.  19 

Tuesday,  Sept.  25 

• 

DETROIT,  Ml 

Tuesday,  Sept.  25 

Monday,  Oct.  1 

LOS  ANGELES,  CA 

Tuesday,  Oct.  2 

Tuesday,  Oct.  23 

PHOENIX,  A2 

Monday,  Nov.  5 

CALL  1-800-562-7469  FOR  MORE  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 


Or  check  out  www.naacpcareerfair.com  to  find  out  more  about 
these  events  and  other  career  opportunities. 


The  NAACPDiversity  Career  Fair  is  produced  and  managed  by  Shomex 

2601  Ocean  Park  Boulevard,  Suite  200  •  Santa  Monica,  CA  90405  •  (310)  450-8831 


B2B  Integration 
Strategies  &  Solutions 


New  York 

Sept.  19-21,  2001 

San  Francisco 

Oct.  29-31,  2001 

Enter  to  WIN  a  3-Day  Conference  Pass  (a  $1495  Value!) 

Visit  www.hrainstorm-group.com  for  details 

I 

www.brainstorm-group.com 
T:  508-393-3266  F:  508-393-8845 


Business . 
integration™ 

(INFERENCE  SERIES 


The  eBusiness  Integration 

Conference  Series  is  the  leading 
forum  specifically  designed  to 
provide  business  and  IT  leaders 
with  solutions  to  the  full 
spectrum  of  e-business 
integration  challenges. 

Featuring  leading  analysts, 
authors  and  end  user  case 
studies,  this  series  details  the 
business  driven  strategies,  the 
latest  technological  advancements, 
proven  “Best  of  Breed”  solutions  and 
trends  in  e-business  integration. 


Plan  to  attend  the  eBusiness  Integration 
Conference  in  order  to  integrate  business 
partners,  processes,  the  enterprise, 
suppliers,  applications  &  mobile  devices. 


Produced  bv 


If  you’re  an  IT  professional  who’s  tired  of  playing  industry  catch  up  and  want  to  get  ahead  of  the  game, 
look  to  Ajilon.  As  a  frontrunner  of  information  technology  services,  our  people  are  always  in  demand. 
Our  clients  span  a  wide  variety  of  industries  so  you’ll  benefit  from  a  challenging,  varied  environment. 
And  with  a  steady  flow  of  new  projects  you’ll  have  the  stability  that  many  consultants  dream  of.  At  Ajilon 
we  don’t  just  invest  in  technology,  we  invest  in  people.  Visit  us  on  the  web  at  www.ajilon.com. 
You’ll  see  we’re  taking  information  technology  into  the  future.  And  we’d  like  to  take  you  with  us. 


AJ  I  LON®  I  www-aiilon-Com 

The  human  side  of  information  technology. 

An  equal  opportunity  employer. 


Computer 

IT  Professionals 

AT&T  has  multiple  openings 
(all  levels)  in  information 
technology  fields.  Positions 
include  Software  Engineers, 
Systems  Analysts,  Network 
Engineers,  Web  Masters, 
Database  Administrators, 
Researchers,  Technical 
Managers,  and  other  IT 
positions.  Openings 

nationwide  including  Arizona, 
North/Central  New  Jersey, 
New  York,  California, 
Colorado,  Florida,  Georgia, 
Illinois,  Missouri,  North 
Carolina,  Ohio,  Pennsylvania, 
Texas,  Virginia  and 
Washington.  Some  positions 
require  a  Bachelor’s  degree, 
some  a  Master’s,  others  a 
Ph.D.  Some  require 
experience,  others  are  entry 
level.  Interested  candidates 
should  apply  on-line  at: 
www.att.com/hr  Use  keywords 
IT  Professionals  and  indicate 
location  preference  and  salary 
requirements;  or  mail  resume 
with  cover  letter  to: 

AT&T 

Human  Resources 
429  Ridge  Road 
Dayton,  NJ  08810 

AT&T  is  committed  to  equal 
opportunity.  Workplace 
diversity  makes  us  stronger. 


NBEU 

TO  HIRE. 

(J)  careers.com 

START 
WITH  US. 


Trusted  by 
more 
hiring 
managers 
than  any 
IT  space 
in  the 
world. 


MW010917N2 
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With  a  deep  line-up  of  print,  web  and  event- 
driven  products,  IDG  Recruitment  Solutions 
can  deliver  solid  results  with  record  speed. 


■■ 


I  his  is  the  way  to  integrate  your  recruitment 
efforts  moving  your  message  to  your  target 
audience  across  several  platforms-with 
maximum 


efficiency  and  effect 


IDG  Recruitment  Solutions  is  as  close  as  your 
keyboard,  as  fast  as  your  modem,  as  easy  as 
picking  up  the  phone. 


. 


For  more  information  or  to  place  an  ad,  contact 

607,.  or  email  at 


Janis  Crowley  at  6 
Jani  s_C  row!  ey  @  itcaree  rs .  n  et 


Recruitment  Solutions 
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COMPUTER  PROFESSIONALS 

MAKE  IT  YOUR  BUSINESS 
TO  GET  IN  ON  E-BUSINESS 

CHC  is  a  strategic  E-Business 
solutions  and  professional  ser¬ 
vices  company  that  is  powering 
a  new  breed  of  rapid  growth  In¬ 
ternet  developers.  With  thirty 
years  of  experience,  CHC  is  a 
global  leader  in  systems  integra¬ 
tion,  migration  and  innovation, 
enabling  companies  to  stay 
ahead  of  the  technological 
curve. 

Immediate  opportunities  for: 

•  WEB  ARCHITECTS  and 
•WEBDEVELOPERS 

w /  a  combination  of  the  following: 

•  COLD  FUSION  •  SPECTRA 

•  ORACLE  •  VISUAL  BASIC 

•  VISUAL  C++  •  SIEBEL  •  ASP 

•  COM,  DCOM  •  JSP  •  HTML 

•  JAVA,  JAVA  BEAN  •  EJB  JAVA 
SERVLETS • WEBSPHERE 

•  IBM  MQ  SERIES  •  XML,  UML 

•  MTS  •  CLARIFY  •  PERL 
•OBJECTPERL  •  SPYPERL 

•  SMALLTALK  •  PL/SQL 
•VISUAL  AGE 

We  also  have  positions  open  for: 

•  PROJECT  MANAGERS 

•  BUSINESS  ANALYSTS 

•  SYSTEMS  ANALYSTS 
•WEB  GRAPHIC  DESIGNERS 
•NETWORK  ENGINEERS 
with  integration,  registry,  DLL’s 
and  MSI  packaging 

•  OBJECT  ORIENTED  DESIGN 

•  CMM  LEVEL  II 

•  UNIX  SYSTEM  ADMINS 
with  Sun  Solaris 

For  more  detailed  job 
descriptions,  visit  our  website  @ 
www.computerhorizons.com 

We'll  provide  you  with  a  stimu¬ 
lating  supportive  environment, 
attractive  salaries  and  benefits 
including:Tuition  Reimbursement. 
401 K  Savings  Plan  Company 
Matched,  Life,  Health,  Dental 
Plan,  On-Going  Technical  Training 
and  Employee  Assistance 
Program.  Please  forward  your 
resume  to:  Tom  Culmone, 
Staffing  Manager,  Dept  917, 
COMPUTER  HORIZONS 
CORP.  49  Old  Bloomfield 
Avenue,  Mountain  Lakes,  New 
Jersey  07046-1495.  Call  973- 
299-4000  or  1-800-321-2421. 
Fax:  973-331-1632.  E-mail: 
jobs@computerhorizons. 
com  (in  MS  Word  format  only, 
please).  An  Equal  Opportunity 
Employer  M/F. 


TECHNICAL  ARCHITECT  (CRM) 
(2  positions)  to  design,  develop 
and  implement  call  center  and 
Customer  Relationship  Mgt. 
(CRM)  software  apps.  and  mgt. 
sys.  using  Epiphany,  SQL, 
SQL’Plus,  SQL  Server,  Oracle, 
HTML,  XML/XSL  and  JavaScript. 
Require  Bach.  deg.  or  foreign. 
Equiv.  in  Comp.  Sci./Engg.,  Info. 
Tech.,  or  related  computing  field, 
w’  3  yrs.  exp.  in  the  job  offered  or 
in  the  development  and  imple¬ 
mentation  of  communication 
software  apps.;  Ext.  pd.  travel  to 
domestic  and  inti,  client  sites  is 
required;  8-5,  M-F. 

SR.  SAP  CONSULTANT  (HR)  (1 
position)  and  SAP  CONSULTANT 
(HR)  (3  positions)  to  design, 
develop,  implement,  supportt 
and  manage  HR  software  apps. 
and  mgt.  systems  using  SAP 
R/3.  Sr.  SAP  position  performs 
duties  on  a  senior  level  and 
requires  a  Master’s  deg.  or  for¬ 
eign  equiv.  in  Comp.  Sci./Engg., 
Info.  Tech.,  or  related  computing 
field;  Regular  SAP  position 
requires  Bach.  deg.  or  foreign 
equiv.  in  Comp.  Sci./Engg.,  Info. 
Tech.,  or  related  computing  field. 
Each  position  requires  a  demon¬ 
strated  ability  to  perform  the  stated 
duties  gained  through  previous 
work  exp.  or  academic  course- 
work  and  projects.  Ext.  pd.  travel 
to  domestic  and  inti,  client  sites 
is  required.  8-5,  M-F. 

Send  resume  and  cover  letter 
identifying  which  position  you 
are  applying  for  to:  Corp.  HR, 
EPI-USE  America.  Inc.,  400 
Galleria  Parkway,  Suite  1500, 
Atlanta,  GA  30339  (No  Phone 
Calls  Please) 


SOFTWARE  &  ASIC 
POSITIONS 

ONEX  COMMUNICATIONS 
CORPORATION,  a  suburban 
Boston-area  company  specializ¬ 
ing  in  the  design,  development 
and  marketing  of  VLSI  solutions 
for  emerging,  converged  com¬ 
munications  networks,  seeks  to 
fill  a  number  of  Software,  ASIC, 
and  Systems  Engineering  posi¬ 
tions,  at  various  levels  of 
responsibility,  at  our  site  in 
Bedford,  MA. 

Most  positions  require  a  Bache¬ 
lor’s  degree  (or  equivalent) 
(some  require  a  Master's 
degree),  together  with  at  least  1 
to  8  years  relevant  industry 
experience: 

Software  Engineers: 

•  SONET;  IP;  Other  Networking 
Protocols 

•  API 

•  Embedded  Systems; 
Architecture 

•  Test  /  Qualification 

•  Firmware 
ASIC  Engineers: 

•  Design;  Verification 
System  Engineers: 

•  Data  Networking 

Starting  salaries  from  $75,000  - 
$150,000,  commensurate  with 
the  position's  specific  responsi¬ 
bilities,  together  with  contributo¬ 
ry  medical  and  dental,  life  and 
AD&D  coverage,  STD,  LTD, 
401  (k),  3  weeks  earned  time  off, 
and  other  industry  competitive 
benefits. 

Please  mail,  fax,  or  email  your 
resume,  indicating  Reference 
Code  IMSP,  to:  Onex 
Communications  Corp.,  ATTN: 
Ms.  Heidy  Gisler,  34  Crosby 
Drive,  Bedford,  MA  01730; 
Fax:  781/271-9988; 
email:  IMSP@Onexco.com. 
Visit  our  website  at 
www.onexco.com. 

Onex  is  An  Equal  Opportunity 
Employer. 


Programmer/Analyst.  Sr.  wanted 


by  org.  in  NYC.  Req'd:  Bachelor 


Comp.  Sc.  or  Equiv.  +  3  yrs.  of 


comp.  exp.  incl.  Lotus  Domino, 


LotusScript,  Java,  JavaScript, 


C++.  Fax  resume  to  Vygor 


Solutions,  Fax#:  (212)  504-801 6. 


♦ 


SENIOR  SOFTWARE  ENGI¬ 
NEER  II  -  40  Hours  Per  Week. 
9am-5pm.  $71,000  per  year. 
Located  in  Miami,  FL.  Requires 
Bachelor's  degree  or  US  equiv¬ 
alent  in  Physics,  Computer 
Science  or  Engineering  and  5 
years  experience  in  the  job 
offered.  Work  in  a  team  environ¬ 
ment  on  object  oriented  systems 
framework  development.  Design/ 
develop  complex  major  software 
subsystems  using  OOA/D,  C++ 
and  Java.  Apply  leading  edge 
software  engineering  practices. 
Apply  advanced  CASE  tool 
expertise.  Work  within  a  modern 
configuration  management 
environment.  Management  and 
technical  know-how  and  self¬ 
development,  focused  urgency. 
Proficiency  in  object-oriented 
analysis  and  design  using  OOA/D, 
C++,  Java,  etc.  Send  resume  to 
Maria  Wilson  at  Beckman  Coulter 
Inc,  M/C  31-B02,  11800  SW 
147th  Avenue,  PO  Box  169015, 
Miami,  FL  331 1 6-901 5.  An  EOE 


Software  Engineer  req.  in  NY, 
NY  w/MS,  min.  1  yr.  exp.  which 
includes  archival  dbase  activities 
and  dealing  on  as  international 
basis.  To  develop,  implement  & 
maintain  corp.  internet/intranet 
and  multi-site  technical  & 
archival  dbases;  design  and 
develop  semiconductor  control 
software.  MS  SQL  Server  2000. 
Skills:  SQL,  Windows  NT  4.0, 
Visual  Studio  (all  tools).  Send 
Res.  Attn:  Recruiter,  Applied 
Semi  Conductor,  Inc.,  29  Broad¬ 
way,  Suite  #2205,  New  York,  NY 
10006. 


Analyst  Programmer  Intermediate 
to  perform  lanning,  developing, 
testing  and  documenting  com¬ 
puter  applications;  managing  a 
database  management  system; 
training  staff  on  database  system; 
providing  consultations  and 
backup  training  to  the  Center's 
staff;  using  SQL,  HTML  and 
Visual  Basic  to  perform  above 
duties.  Req.:  BS  in  CS  or  CIS  or 
MIS,  or  equivalent  experience 
and  ability  to  use  SQL,  HTML 
and  Visual  Basic  to  perform 
duties.  55k/yr.,  8am  to  5pm, 
40hrs/wk.,  Fax  resume  to 
(404)651-3112.  Suite  823,  One 
Park  Place,  University  Plaza, 
Atlanta,  GA  30303  Attn:  Les 
Janis.  Code:  WJQ01 95 


Jay  R.  Smith  Mfg.  Co.  seeks 
experienced  Software  Engineer 
with  WinNT,  Sun  Microsystems, 
Rational  Rose,  Java,  Progress 
4GL,  HTML,  XML  skills  and 
BS/MS  in  MIS  or  other  computer 
studies.  Send  resume  to  H.R. 
Manager,  2781  Gunter  Park 
Dr.  East  P.O.  Box  3237,  Mont¬ 
gomery,  AL  36109-0237  or  on¬ 
line  at  Mike.Polis@jrsmith.com 


CommVault  Systems,  Inc.  seeks 
Software  Developers.  Dev  s/ware 
products  using  C/C++  for 
PC/UNIX  platforms.  Req:  BS  in 
comp  sci,  eng'g,  or  rel  disc  &  1  yr 
exp  s/ware  dev  or  s/ware  engi¬ 
neer.  Must  have  exp  W/C/C++, 
Java,  ASP  &  database  applica¬ 
tions  or  exp  w/UNIX,  C,  C++, 
Oracle,  &  Solaris.  Res  to  thoffman 
@commvault.com.  EOE. 


Systems  Analyst.  MS  Computer 
Science/Engineering  or  related. 
2  yrs.  exp.  as  follows;  Sen. 
Delphi  Dev.;  Delphi  5.0;  Delphi 
4.0;  Delphi  3.0;  PL/SQL;  Post¬ 
script  Sybase  1 1  .x;  Oracle  7;  MS 
SQL  Server  6.5;  analysis,  design; 
work  with  Delphi  components  in 
a  Windows  NT/95  operating 
environment.  Exp.  in  development 
of  client/server  applications  for 
securities  trading  firm;  work  with 
Delphi  components  in  a  Windows 
NT/95  operating  environment. 
Sal.  $75,350.  Send  resume  to: 
Job  2,  PO  Box  5275,  New  York, 
NY  10185-5275. 


Computer  Support  Specialist  - 
consult  with  customers  in  Brazil 
to  determine  needs  &  prepare 
proposals  us'g  knowl  of  computer 
hardware,  software,  peripherals 
&  network'g.  Sales  &  tech'l  sup¬ 
port,  advise  on  installation,  con¬ 
figuration  &  network'g  solutions, 
troubleshoot'g.  Travel  reqd.  35 
hrs.  $35,700  yr.  2  yrs  exp.  Fax  re¬ 
sume  to  (954)  783-5084,  Attn: 
Mr.  Antunes. 


Medical  Systems  Management, 
Inc.,  a  Wakefield,  MA  based 
international  leader  in  technology 
and  services  for  the  healthcare 
industry,  seeks  qualified  Clienter/ 
Server  Developers  to  fill  imme¬ 
diate  positions.  Must  have  a  BS 
in  Comp.  Sci  and  6  months 
of  PowerBuilder  and  SQL  and 
relational  database  experience. 
Please  send  your  resume  to:  Lori 
McCarron,  Human  Resources , 
MSM,  200  Quannapowitt  Pky, 
Wakefield,  MA  01880 


Several  positions  available. 

Requirements  and  salary  vary 

per  position.  Send  resume  to: 

Watson,  A.M.I.,  6145F  Northbelt 

Parkway,  Norcross,  Georgia 

30071. 


Sr.  Software  Engineer,  wanted 
by  optical  networking  system 
developer  in  Oceanport,  NJ. 
Must  have  a  Bachelor’s  of 
Science  in  Computer  Science, 
Electronics  Engineering,  or 
Technology  and  5  yrs.  exp.  in  job 
offered  or  in  Software  Develop¬ 
ment  or  a  MS  degree  in  the 
same  field  of  study  plus  3  yrs.  of 
exp.  in  job  offered  or  in  Software 
Development.  Respond  to  Doreen 
Connors,  HR  Department  (ref# 
047),  Tellium,  Inc.,  2  Crescent 
Place,  Oceanport,  NJ  07757. 


Software  Engineer:  Analysis, 
design,  development  and  imple¬ 
mentation  of  computer  software 
for  Framemaker  and  Oracle/ 
Access  databases  using  Java / 
C++  in  Windows  NT  and  Unix 
environment;  develop  web 
applications  using  Javascripts, 
ColdFusions  and  Oracle.  MS  in 
Comp  Engg,  Elec  Engg,  or 
Comp  Science.  Send  resume: 
HR  Dept,  Key  Data  Solutions, 
675  Line  Rd,  Aberdeen  NJ 
07747. 


Several  FT  positions  open  for 
exp'ed  Project  Mangers,  Prog/ 
Sys  Analysts,  S/W  Engineers 
and  DBAs  skilled  in  some  of  the 
following:  Java,  HTML,  COM. 
IIS,  ASP;  Oracle,  Developer 
2000,  PL/SQL,  Power  Builder; 
VB,  SQL,  Sybase;  Windows 
NT/UNIX  admin,  web/wireless 
technologies;  datawarehouseing; 
database  admin  etc.  Require  a 
BS/MS  with  cone,  in  CS/Engg 
(any  branch)/Math,  Business  or 
related  field.  Highly  competitive 
salary.  Traveling  involved  to 
client  sites.  Send  resume  to: 
Cosyne  Enterprises,  Inc.  3235 
Satellite  Blvd.,  Bldg.  400,  Suite 
300,  Duluth,  GA  30096. 


WEB  DEVELOPER.  Layout/code 
internet  &  intranet  websites  in 
Java,  Solaris,  Windows  NT  envi¬ 
ronments;  B.S.  degree  +  1  yr  exp 
req.;  Send  resume  to  S.  Batista, 
Logical  Design  Solutions,  131 
Madison  Av.,  Morristown,  NJ 
07960.  (TM) 


Systems  Analyst.  M.S.  Computer 
Science  or  related.  Intranet  man¬ 
ager.  1-2  yrs.  exp.  maint.  and 
devel.  heavily  used  intranet  site; 
devel.,  upgrade,  and  maint. trading 
software  systems;  Delphi  5.0; 
Delphi  4.0;  Delphi  3.0;  PL/SQL; 
Postscript;  Sybase  1 1  .x;  Oracle 
7;  MS  SQL  Server  6.5;  1-2  yrs. 
development  of  office  integration 
applications.  Sal.  $43,600.  Send 
resume  to:  Job  4.  PO  Box  5275, 
New  York,  NY  10185-5275. 


Information  Architect  wanted  by 
Int  Mktg  Communications  Co  in 
Manh.  Responsible  for  leading 
Information  Architecture  for  client 
internet,  intranet  &  extranet;  dev 
functional  requirements,  site  maps 
&  functional  specifications.  Bach 
of  Arts  in  Communications,  Media 
or  Comp  Science  &  2  yrs  exp  in 
job  offered  or  2yrs  as  Internet  or 
Web  Site  Analyst  req.  Respond 
to:  HYL/HR  Dept,  P.O.  Box  4241 , 
GCS,  NY  10163. 


Systems  Analyst.  Masters  degree 
in  Systems  Analysis  or  related.  2 
yrs.  exp.  as  follows:  Oracle 
Developer;  Oracle  7;  Oracle  8i; 
SQL  Server;  PL/SQL;  BEA  Web 
Logic;  PL/SQL;  Java;  Vingette; 
Pro  +C;  VB  Script;  Unix  operating 
system.  2  yrs.  exp.  in  application 
development  and  database 
design  for  use  in  financial 
services  firms.  Sal.  $75,350. 
Send  resume  to:  Job  1 ,  PO  Box 
5275,  New  York,  NY  10185- 
5275. 
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DATABASE  ADMINISTRATOR  - 
40  Hours  Per  Week.  9am-5pm. 
$61,500  per  year.  Located  in 
Miami,  FL.  Requires  Bachelor's 
degree  or  US  equivalent  in 
Engineering.  Science,  Mathe¬ 
matics,  or  Computer  Information 
Systems  and  2  years  experience 
in  the  job  offered.  Works  on  data¬ 
base  tasks  including  implemen¬ 
tation  and  support  of  third  party 
database  management  systems. 
Analyzes  tests  and  implements 
physical  database  design  to 
support  various  system  applica¬ 
tions.  Ensures  data  back-up  and 
recovery,  maintenance,  data  in¬ 
tegrity,  and  adequate  database 
space  for  physical  databases  by 
participating  in  developing  oper¬ 
ational  guidelines  for  physical 
databases.  Coordinate  technical 
issues,  application  development 
requirements  and  vendors  to 
ensure  effective  data  manage¬ 
ment  throughout  the  company. 
Exercises  judgement  within 
defined  practices  and  policies  to 
determine  appropriate  action., 
participates  in  the  formulation 
of  operational  guidelines  for 
physical  database  management. 
Knowledge  of  Oracle,  Sybase, 
Informix,  SQL  Server,  Ingres, 
Unix  networking  with  NT,  C  pro¬ 
gramming  language  and  ability 
to  perform  elementary  shell 
programming  required.  Send 
resume  to  Maria  Wilson  at 
Beckman  Coulter  Inc,  M/C 
31-B02,  11800  SW  147th 

Avenue,  PO  Box  169015,  Miami, 
FL  33116-9015.  An  EOE 


Sagarsoft  is  seeking  IT  profes¬ 
sionals  to  work  at  various  locations 
throughout  the  US 

'Software  Engineers,  Customer 
Support  and  Sales  Engineers, 
Programmer  Analysts,  Quality 
Assurance  Engineers,  Database 
Administrators,  and  System 
Administrators.  Req:  B.S.  plus  2 
yrs  exp 

•Senior  Software  Engineers, 
Senior  Programmer  Analysts. 
Req;  M.S.  plus  one 
year  exp  or  B.S.  plus  5  yrs  exp. 

Send  resume  to:  Sagarsoft,  Inc, 
78  Eastern  Blvd,  Glastonbury, 
CT  06033 


SENIOR  SOFTWARE  CONSUL¬ 
TANT  (Bellemead,  NJ).  Design 
and  develop  business  and  internet/ 
intranet  applications  using  JAVA, 
C++,  C,  Oracle,  PL/SQL  on 
UNIX  platforms.  Must  have 
MS/BS  in  Computer  Science  or 
Engineering  plus  relevant  expe¬ 
rience.  Send  resume/cover  letter 
to:  Manohar  Gadiraju,  Gadiraju 
Technologies,  Inc.,  138  Ketcham 
Road,  Bellemead,  NJ  08502. 


Computer  Programmer.  Masters 
degree  in  Systems  Management 
or  related.  2  yrs.  exp.  as  follows: 
Delphi  4.0;  Delphi  3.0;  Delphi 
2.0;  Oracle  7.3;  Microsoft  SQL 
Server;  Oracle  Server;  Sybase 
Server;  MS  FoxPro;  database 
and  system  design  in  a  Windows 
NT/95  operating  environment. 
1-2  yrs.  exp.  in  development  of 
client/server  applications  for 
securities  trading  in  financial 
institutions.  Sal.  $69,700.  Send 
resume  to:  Job  3,  PO  Box  5275, 
New  York,  NY  10185-5275. 


UNIX  Administrator  wanted  by 
Syst  Design  Co  in  Manh.  Install, 
configure  &  perform  maintenance 
of  operating  systems,  network 
applications,  servers  &  hardware; 
oversee  UNIX  systems,  admin¬ 
istration,  setup,  database.  MS  in 
Engineering  or  Comp  Sci  &  1  yr 
exp  in  job  offered  req.  Respond 
to:  RCS/HR  Dept,  PO  Box  4241 , 
GCS,  NY  10163. 

Software  Engr  needed  for 


computer  consulting  firm.  35  hrs. 


$16  hr.  B.S.  (orequiv)  +  1  yrexp. 


Fax  resume  to  (305)  248-2415, 


Attn:  Mr.  Patel. 


Computer  Programmer.  B.S. 
Mgmt.  Info.  Sys.  or  related.  Min. 
of  2  yrs.  exp.  as  follows:  Oracle 
7;  Oracle  8i;  Developer  2000; 
SQL  Server;  PL/SQL;  Oracle 
Reports;  Unix  operating  systems; 
application  devel.  and  database 
design  in  Windows  NT/95  oper¬ 
ating  environment;  2  yrs.  exp.  in 
application  development  and 
database  design  for  use  in 
financial  services  firms.  Sal. 
$69,700.  Send  resume  to:  Job  5, 
PO  Box  5275,  New  York,  NY 
10185-5275. 


An  international  consulting  firm  is 
seeking:  Programmer  Analysts, 
Senior  Programmer  Analysts, 
Software  Engineers,  Technical 
Market  Analyst  and  Database 
Administrators.  Requirements 
vary  depending  upon  position. 
Exp  with  a  variety  of  hardware 
and  software  packages.  We  offer 
a  competitive  salary,  commen¬ 
surate  rate  with  exp.,  plus  a 
comprehensive  benefit  package, 
including  401 K,  health,  dental 
and  education  assistance/reim¬ 
bursement.  Send  resume  to: 
Goldstone  Technologies,  LTD, 
One  Lawson  Lane,  Burlington, 
VT  05401  .Tel:  802-658-7600/Fax: 
802-658-1090  Email:  hrrecruit 
@  goldstonetech.com 


Manager  of  Information  Systems 
needed  for  Internet  Service 
Provider  to  develop  and  improve 
information  systems  functionality. 
Min  req.  Bach  degree  in  Systems 
Engineering  and  4  yrs  exp.  Send 
resume  Attn.  Human  Resources 
IFX  Corporation  1 5050  NW  79th 
CT.,  #200  Miami  Lakes,  FL 
33016.  Ref:  222 


SVI  America  Corp.  is  an  infor¬ 
mation  management  consultancy 
co  with  offices  throughout  the 
US.  We  work  with  many  organi¬ 
zations  to  develop  integrated 
solutions  that  transform  their 
enterprises.  By  understanding 
the  key  components  that  drive 
an  organization,  we  provide 
tangible  results  &  a  competitive 
advantage  to  our  clients. 

SVI  America  Corp.  presently 
requires  Programmer  Analysts 
with  the  following  qualifications: 
A  Bachelor's  degree  in  Comp- 
Sci.,  Math,  Engin'g,  Bus.  Admin 
or  a  related  discipline,  2  years 
exp.  in  the  job  offered,  &  experi¬ 
ence  using  COBOLII,  CICS  & 
ADABAS/NATURAL.  Must  be 
willing  to  temporarily  relocate  to 
client  sites  throughout  the  U.S. 

To  apply,  please  contact:  HR 
Dept.,  SVI  America  Corp.,  15800 
John  J.  Delaney  Drive,  Suite 
250,  Charlotte,  NC  28277  or  E- 
mail:HR  ADMIN@SVIAMERICA. 
COM 


Software  Engineer  sought  by 
Premier  Alliance  Group,  Inc.  for 
Raleigh,  North  Carolina  office. 
Must  possess  a  Bachelor  of 
Science  (B.S.)  degree  in  engi¬ 
neering  or  computer  science  (or 
the  foreign  equivalent),  plus  two 
(2)  years  experience  in  software 
development.  Demonstrated 
expertise  designing  object  ori¬ 
ented,  distributed  architecture 
systems  using  Visual  Basic, 
Visual  C++,  Java.  Experience 
working  with  relational  databases 
including  Oracle,  SQL  Server, 
DB2.  Experience  in  technical 
analysis/documentation/testing 
of  software  systems.  Respond 
to:  Human  Resources  Manager, 
Premier  Alliance  Group,  Inc., 
4521  Sharon  Road,  Ste.  300, 
Charlotte,  NC  2821 1 . 


Computer  Professionals: 

IT  professionals  with  2-5  years 
of  progressive  experience  re¬ 
quired  by  Software  Development 
&  Consulting  firm  in  Iselin,  NJ  for 
the  following  positions: 

Web  Developers; 
Programmers/System  Analysts/ 
Software  Engineers  with  C,  C++, 
Java.VC+  +  ;  Unix  Systems 
Administrators;  Project  Managers; 
Client/Server  Developers  & 
Networking  Administrators; 
Oracle/Sybase/MS  Sequel  Serv¬ 
er  DBA's. 

Individuals  must  have  Bachelors/ 
Masters  Degree  in  Engineering 
or  Science  or  Technology  or 
Math  or  Commerce  or  Equiva¬ 
lent.  Please  respond  to  HR  De¬ 
partment,  CG-Vak  Software 
(USA)  Inc.,  100  Wood  Avenue 
South,  Suite  #113,  Iselin,  NJ 
08830  or  e- mail  to  murali@cg- 
vak.com 


ADDENDUM 

Systems  Analyst.  Design,  develop, 
&  implement  software  applic. 
using  Java,  JSPs,  JavaScript, 
HTML,  XML  &  BlueMartini  on 
PC/Windows  NT  &  SUN/Solaris 
for  e-commerce  &  MIS  div. 
Develop  COOL:2E  generated 
applic.  on  AS/400  environment. 
Modify  COOL:2E  data  models, 
functions,  &  native  RPG/400 
&  CL/400.  Plan,  estimate, 
recommend,  coordinate,  & 
participate  in  development, 
implementation,  &  maintenance 
or  projects.  Design  business 
systems  at  conceptual  level 
&  guide  development  staff  mem¬ 
bers  in  technical  levels  of  system 
design.  Design  logical  &  physical 
databases.  Develop,  document, 
&  recommend  specific  automated 
procedures  according  to  specific 
business  system  reqs.  Req. 
Master’s  degree  or  foreign  equiv. 
in  Computer  Science/related 
field.  EOE.  Send  resume  to 
Patricia  Ryan,  Human  Resources, 
Belk  Stores  Services,  Inc.,  2801 
W.  Tyvola  Rd.  Charlotte,  NC 
28217. 


where  the  best  get  better 

1-800-762-2977 
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Architectural  Intern/Computer 
Graphics  Specialist.  Work  w / 
architects  during  dsgn  &  construc¬ 
tor  phases  of  projects;  generate 
3D  comp  models,  create  lighting 
effects  &  simulate  natural  light 
conditions:  create  still  images  & 
animations  to  visualize  proposed 
dsgn;  produce  multimedia  work 
to  showcase  dsgn  abilities  of 
architects;  &  dsgn  &  construct 
web  pages  for  client  projects.  BS 
in  Architecture  or  related  field.  1 
yr  exp  in  job  offd  or  as  3D  Artist 
or  similar  duties  under  different 
job  title.  1  yr  exp  to  incl  use  of 
AutoCAD  2000, 3D  Studio  MAX4, 
Character  Studio  for  MAX,  3D 
Studio  VIZ  3,  Corel  Graphics 
Suite,  Adobe  Photoshop,  Adobe 
Illustrator,  Soundforge,  Macro¬ 
media  Director,  Adobe  Premiere, 
Macromedia  Flash  &  MS  Front- 
Page,  dsgn  &  production  of 
interactive  CD-ROMS,  image, 
sound,  &  nonlinear  video  editing. 
40  hrs/wk,  $31K/yr.  Must  have 
proof  of  legal  authority  to  work  in 
US.  Send  your  resume  to  IA 
Workforce  Center,  215  Watson 
Powell  Jr.  Way,  Des  Moines,  IA 
50309-1727.  Please  refer  to  Job 
Order  IA1 1 01 461 .  Employer  paid 
ad. 


SOFTWARE  ENGINEERS  (8 
positions);  require  Bachelor's  in 
Engineering/Computer  Science/ 
Mathematics/Science  or  closely 
related  field  with  experience 
providing  skills  in  described  duties, 
at  $60,000  per  year.  Senior 
Software  Engineers  (8  positions) 
with  Master's  and  two  years 
experience,  at  $65,000  per  year. 
Provide  on-site  consulting  in 
design,  analysis  and  development 
of  software  applications  for  legacy 
systems  in  IBM  mainframe 
environment;  development  and 
administration  in  Oracle,  DB2, 
SQL  Server  and  Sybase;  e- 
commerce  and  web  applications 
development  in  Microsoft,  Java 
and  related  technologies;  network 
management  systems  developed 
with  Netscape  Server  and  related 
tools;  SAP  R/3  applications  on 
Windows  with  DOS  and  ABAP/4 
and  related  modules.  40%  travel 
to  client  sites  in  the  United 
States.  Mail  resumes  to:  YASH 
Technologies,  Inc.,  Human 
Resources,  605  17th  Avenue, 
Suite  1 ,  East  Moline,  IL  61 244. 


NE  OH  seeks  experienced 
Programmer  Analysts:  Experience 
with  VisualAge  Smalltalk,  Object 
Oriented  analysis  developing 
of  client/server  applications. 
Requirements:  B.S.  in  Electrical 
Engineering/Computer  Science 
&  at  least  2  yrs.  exp.  Send 
resume  to  IT  recruiting  Code: 
SCB025,  300  North  Commons 
Blvd.  OHF  12,  Mayfield  Village, 
OH  44146  NO  call  or  walk-ins. 
EOE. 


Process  Analyst.  40  hrs/wk. 
8:30am-5:00pm.  $40,000/yr. 
Facilitate  data  transfer  between 
local  and  global  databases;  test 
C3P  (computer  aided  design/ 
computer  aided  engineering/ 
computer  aided  manufacturing/ 
product  information  management 
[PIM]  releases;  troubleshoot 
failed  data  transfer  transactions; 
provide  technical  feedback  and 
status  of  Product  Information 
Management  [PIM]  environment 
to  Global  PIM  teams.  4  yr.  Bach¬ 
elor  degree  in  Comp.  Sci.,  Pub. 
Mgt.,  Inf.Syst.,  orequiv.  required, 
and  9  months  experience  as  an 
Information  Officer  must  include 
database  development.  "Employ¬ 
er  Paid  Ad".  Send  resumes  to 
MDCD/ESA,  P.O.  Box  11170, 
Detroit,  Ml  48202-1 170.  Ref  No. 
200636 


IT  Professionals 

Entergy,  one  of  America's  largest 
utility  companies,  has  multiple 
openings  for  the  following 
occupations  in  multiple 
locations: 

•  Information  Technology 
Professionals 

•  Systems  Analysts 

•  Computer  Programmers 

•  Software  Engineers 

For  immediate  consideration, 
please  forward  your  resume  and 
salary  requirements  to:  Entergy 
Corporation  and  operating 
subsidiaries,  Attn:  Ms.  Lori 
Hendler.  HR  Department,  PO 
Box  61000  New  Orleans,  LA 
70161.  Phone:  504-576-4117 
EOE/M/F/D/V  Principals  only. 
You  will  only  be  contacted  if  you 
are  considered  for  an  interview. 


Research  &  Development  Engi¬ 
neer:  Research,  plan,  prgrm, 
test  &  document  unique  CAD 
geometry  extraction  &  unstruc¬ 
tured  mesh  generation  algorithms; 
maintain  &  extend  existing  s/ 
ware;  provide  tech’l  assistance 
to  support  &  consulting  staff.  MS 
in  Math,  Eng  or  Comp  Sci  +  2  yrs 
in  job  offd  or  related  occupation 
such  as  Mech  Eng.  or  similar 
duties  under  different  job  title. 
Exp  must  incl:  dvlpg  large  scale 
engg  s/ware  in  CAD  or  CAE 
envrmt;  dvlpng  computational 
geometry  &/or  grid  generation 
algorithms;  &  using  Fortran,  C,  & 
C++  prgmg  langs.  40  hrs/wk. 
$70,200/yr.  Must  have  proof  of 
legal  authority  to  work  in  US. 
Send  your  resume  to  IA  Work¬ 
force  Center,  1700  S.  1st  Ave., 
Ste  1 1B,  PO  Box  2390,  IA  City, 
IA  52244-2390.  Please  refer  to 
JO#  IA1 101 460.  Employer  paid  ad 


Software  Developer  (San  Antonio, 
TX):  Researches,  designs,  and 
develops  Java  Enterprise  Appli¬ 
cation  Systems  using  OOA/ 
D/P,  UML,  Java,  J2EE  (EJB, 
JDBC,  RMI,  JMS.JSP,  Servlet), 
WebLogic,  Websphere,  VisualAge 
for  Java,  MQSeries,  XML,  SQL, 
Oracle,  DB2,  UNIX,  and  Windows 
NT.  1 .5  yrs  related  exp.  Contact: 
Cindy  Tello  of  Applied  Engineering 
Management  Co.  at  1 6500  San 
Pedro,  #308,  San  Antonio,  TX 
78232,  (210)  495-8465  ext.  201 
(T),  (201)495-8456  (F) 


ABB  Network  Management  in 
Sugar  Land,  TX  seeks  experi¬ 
enced  Software  Engineers  with 
Alpha-Unix,  SAN,  RANGER 
SCADA/EMS/DMS,  CISCO  and 
SCCS  skills  and  BS  degree  in 
Computer/Electrical/Electronic 
Engineering.  Send  resume  to 
H.R.Mgr.AJT/NS,  1601  Industrial 
Blvd.,  Sugar  Land,  TX  77479  or 
online  to  resumes@abbnm.com 

Systems  Analyst  wanted  in 

Houston,  TX.  Apply  to: 

HR  Dept.,  Global  C&C, 

10333  Harwin  Dr.,  Ste  299, 

Houston,  TX  77036, 


Database  Analyst  wanted  in 


Houston,  TX.  Respond  to:  HR 


Dept.  KOT  Corp.,  12714  Royal 


Dr.,  Stafford,  TX  77477. 


R-TECH  GROUP 
MULTIPLE  SOFTWARE 
OPENINGS!! 

Oracle,  SQL  Server,  C/C++, 
Visual  C/C++,  FORMS, 
REPORTS,  WINDOWS  NT/ 
UNIX, INTERNET/INTRANET, 
VB,  API,  VBA,  VB  Script,  Visual 
Interdev  &  Studio,  JAVA/Script/ 
beans,  HTML,  ASP,  COLD 
FUSION,  COBRA,  Cgi,  Perl, 
OLE,  COM/DCOM,  MSS,  MTS, 
OOS,  E-Commerce,  Cisco, 
Siebel,  Cognos,  Tivoli.  Clarify, 
Admins,  Network,  DBA. 

Send  resumes  (textfile)  to: 
RTG789(@aol.com  or  mail  to: 
2507  Aspen  Lane,  Bloomfield 
Hills,  Ml  48302 


Advisory  Engineers  needed  in 
Houston,  Texas  by  software 
development  company  to  perform 
database  analysis  and  adminis¬ 
tration  for  production,  test,  and 
development  of  Oracle  relational 
databases;  write  software  using 
Java  and  Java  database  con¬ 
nectivity.  Must  have  Bachelor's  in 
Computer  Science  and  4  yrs 
exp.  in  the  job  offered.  Fax 
Resume  to  Carla  Tutt  HR 
Representative,  HR  Dept,  at 
281-480-2979  or  mail  to  Centra 
2000,  Inc.  16441  Space  Center 
Blvd.,  Building  C,  Suite  100, 
Houston  Texas  77058-2979.  Put 
Code  DBA-NS  on  the  resume. 


Software  Engineers  (SE)  needed 
in  Dallas,  Texas  area  for  research, 
design,  &  development  of  soft¬ 
ware  programs  for  the  following 
positions: 

SE  for  low-level  systems,  Network/ 
web/business  process  program¬ 
ming  with  3  yrs  of  C/C++  and 
TCP/IP  socket  programming; 

SE  for  large  enterprise  level 
database  development  and 
electronic  data  parsing  w/3  yrs 
of  Windows  NT  server-based 
relational  database  management 
system  and  transaction  monitoring 
program,  Visual  Basic  and  web 
server  technology  for  dynamic 
web  pages; 

SE  for  JavaScript  programming 
with  3  yrs  of  Visual  Basic,  SQL 
Server  and  client  scripting  tools. 

All  positions  require  a  Bachelor's 
in  Comp.  Sci.  Comp.  Eng,  or  MIS 
and  3  yrs  in  job  or  related  exp. 
Send  resume  to  RiverRock 
Systems,  P.O.  Box  990  Addison, 
Texas  75001-0990,  refer  to 
Code:  SE-LL 


Call  your 
ITcareers  Sales 
Representative 
1-800-762-2977 


The  World 
Of  Work  Is 
Changing 
Every  Week. 


Luckily,  We  Are  Too! 

For  the  most  up  to  date 
opportunities  and  coverage, 
stay  tuned  in  with  us. 

ITcareers 

where  the  hest  get  better 

1-800-762-2977 
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Network  World  Seminars  and  Events 
are  one  and  two-day,  intensive  seminars 
in  cities  nationwide  covering  the  latest 
networking  technologies.  All  of  our  sem¬ 
inars  are  also  available  for  customized 
on-site  training.  For  complete  and  imme¬ 
diate  information  on  our  current  seminar  offerings,  call  a 
seminar  representative  at  800-643-4668,  or  go  to  www.nwfu- 
sion.com/seminars. 
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Publicize  your  press  coverage  in  Network 
World  by  ordering  reprints  of  your  editorial 
mentions.  Reprints  make  great  marketing 
materials  and  are  available  in  quantities  of 
500  and  up.  To  order,  contact  Reprint 
Management  Services  at  (717)  399-1900  x124 
or  E-mail:  rtry@rmsreprints.com 
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more  than  a  billion. 

So  this  whole  myth  of  a  lack 
of  demand  for  broadband  and  a 
lack  of  interest  in  alternatives  to 
the  RBOCs  is  just  that,  a  myth. 
And  it’s  great  evidence  of  Wall 
Streets  schizophrenia.  We  con¬ 
sistently  exceeded  what  we  pro¬ 
jected,  consistently  exceeded 
what  the  industry  projected,  and 
yet  at  some  point  in  2000,  Wall 
Street  decided  this  industry 
shouldn’t  be  financed.  Just  kind 
of  woke  up  one  morning  and 
said,“Ah,no.“ 

They  went  from  being  willing 
to  tolerate  the  risk  associated 
with  long-term  business  plans 
where  the  horizons  were  meas¬ 
ured  in  decades  to  demanding 
instantaneous  returns. That’s 
really  what  happened:  The  finan¬ 
cial  markets  completely 
changed  the  metrics  of  success. 


Why? 

When  the  Internet  bubble 
burst,  the  wave  of  destruction 
swept  into  our  industry  and  peo¬ 
ple  didn’t  have  either  the 
strength  or  ability  to  determine 
which  business  plans  made  the 
most  sense,  which  made  the  least 
sense. Wall  Street  didn’t  distin¬ 
guish  between  dot-coms  and 
companies  that  were  building 
real  assets,  real  revenue,  real  cash 
flow,  real  businesses.The  wave 
indiscriminately  wiped  everyone 
out. 

Those  CLECs  that  aren’t  bank¬ 
rupt  yet,  what’s  the 
difference?  You  tell 
me. What’s  the  dif¬ 
ference  between 
XO,  McLeodUSA 
and  us,  today?  Their 
equity  values  have 
been  withered 
away  to  absolutely 
nothing.  So  they’re 
only  down  99%, 
instead  of  down 
100%. 


More  online! 


How  was  this  mani¬ 
fested  in  Winstar? 

We  never  got  the 
chance  to  find  out 
because  Lucent  put 
us  out  of  business 
before  we  were 
impacted  by  the 

environment. That’s  the  subject  of 
a  big  lawsuit  that  will  go  on  for  a 
while. 

Can  you  give  us  a  thumbnail  of  the 
$10  billion  Lucent  suit?  As  I  under¬ 
stand  it,  you  defaulted  on  some¬ 


what  Wall  Street  wants  from  young 
companies  today. 

What  happens  to  half-built  CLEC 
networks? 

Why  investors  might  try  to  jump- 
start  Winstar. 


thing  and  then  they  pulled  the  rug 
from... 

That  was  pre-emptive  PR. We 
didn’t  default  on  anything.They 
defaulted. They  just  came  out 
and  said  we  were  in  default  and 
therefore  they  weren’t  going  to 
fund  us,  when  in  fact  they  were 
in  default  because  they  didn’t 
fund  us. 

What  was  Lucent  fund¬ 
ing? 

It  was  an  all- 
encompassing  line 
put  in  place  in  1988 
and  renewed  in  May 
of  2000  for  equip¬ 
ment  and  for  the 
buildout  of  our  net- 
work.The  way  it 
worked  is  we 
advanced  money, 
every  quarter,  to  sub¬ 
contractors  on  their 
behalf  and  then  they 
reimbursed  us.  And 
they  didn’t  reimburse 
us.  So  we  were  out 
$90-some-odd  mil¬ 
lion.  But  even  worse  was  they 
indicated  they  weren’t  going  to 
make  any  more  payments.  So  we 
had  to  figure  out  how  to  replace 
them  for  the  year,  or  else  we 
were  in  trouble.  So  we  were  in 
trouble. 

Could  you  make  payroll? 

We  had  a  $1  billion  invest¬ 
ment  plan  for  the  year  2001. 
Between  network  building  and 
operating  expenses,  at  that  point 
we  were  consuming  close  to  $80 
million  per  month. 
So  pick  your  place. 
We  were  using 
money  across  the 
board,  for  salaries, 
for  interest  pay¬ 
ments,  for  every¬ 
thing.  And  once 
they  took  $400  mil¬ 
lion  out  of  our 
hands  it  wasn’t 
something  we 
were  able  to  deal 
with. 


from  toppling  over  themselves. 

Is  part  of  the  problem  with  the 
CLEC  market  that  there  are  too 
many  players? 

That’s  another  thing  people 
like  to  say  that  there  were  too 
many  people  competing.  If  you 
think  about  the  way  industries 
get  created,  you  have  many  play¬ 
ers  at  the  beginning  doing  work 


Winstar  CEO  Bill  Rouhana  Jr.  says  the  business  didn’t  change, 
Wall  Street  did. 


that  needs  to  be  done  and  that  is 
too  hard  for  big  companies  to 
do.  Big  organizations  are  not 
good  at  doing  entrepreneurial 
things,  and  in  the  infancy  of  an 
industry  entrepreneurs  do  the 
heavy  lifting.They  create  the  first 
level  of  businesses  and  then  it 
makes  sense  to  amalgamate  and 
drive  efficiencies. 

Were  there  a  couple  of  hun¬ 
dred  CLECs  and  could  we  have 
done  with  a  few  less?  Of  course. 
But  is  that  the  reason  for  this? 
Uh-uh.  To  say  this  is  the  reason 
that  things  went  the  way  they 
did  is  like  saying  there  wasn’t 
demand  for  broadband.  It’s  revi¬ 
sionist  history. 


turned  off  any  domestic  cus¬ 
tomers  —  on  28  of  the  60  markets 
we’re  in. 

What  do  you  have  in  those  mar¬ 
kets? 

We  have  3,248  buildings  that 
are  done,  and  1,050  more  build¬ 
ings  under  construction. That  is, 
they  are  almost  done  but  still 
need  a  little  bit  of  capital  to  fin¬ 
ish  them  off.  So  we’ll 
be  serving  more  than 
4,200  buildings  when 
in  those  28  markets. 

Now  the  business 
as  we  envisioned  it 
at  9,700  buildings  at 
the  end  of  this  year 
was  capable  of  sus¬ 
taining  our  overhead 
and  our  interest 
costs  as  they  were 
then  in  place.Today 
we  have  a  very 
reduced  cost  struc¬ 
ture  and  we’ve  sold 
all  kinds  of  ancillary 
businesses  that  we 
can’t  afford  to  be  in 
anymore,  our  media  businesses, 
little  ISPs  we  had  purchased  and 
some  other  things. 

And  with  our  very  focused 
core  we’re  approaching  cash 
flow  breakeven,  including  capi¬ 
tal,  but  we’re  not  there  yet. 

We’ll  have  taken  that  $80  mil¬ 
lion  per  month  investment  of 
capital  and  operating  losses 
down  to  something  approaching 
$5  million  per  month  by  the  end 
of  this  year. That’s  a  $75  million 
per  month  change  in  our  con¬ 
sumption  of  cash.  A  pretty  dra¬ 
matic  swing,  and  it  has  been 
traumatic  getting  there  because 
we’ve  had  to  lay  off  a  lot  of 
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Didn't  Lucent  have  a 
lot  of  skin  in  the 
game? 

I  think  they 
were  facing  a 
series  of  difficult 
choices.  How 

much  could  they  afford?  The 
answer  was,  they  couldn’t  afford 
to  give  us  $400  million  this  year.  I 
sometimes  liken  it  to  an  ailing 
giant, stepping  on  a  lot  of  tiny 
people  as  they’re  stumbling,  try¬ 
ing  to  figure  out  how  to  stop 


excellent  people. 

What  would  allow  you  to  exit 
Chapter  11? 

Well,  we’re  looking  for 
investors  and  we  recently 
announced  that  the  company  is 
up  for  sale.  So  either  of  those  two 
things  would  allow  us  to  do  it.  A 
sale  would  of  course  be  an  exit, 
and  there’s  been  a  fair  amount 
of  interest  so  far.  But  who  knows. 
In  this  environment  it’s  very  diffi¬ 
cult  to  predict  what  people  are 
going  to  be  willing  to  do. 

Back  in  '99  you  thought  the  busi¬ 
ness  would  unfold  like  this:  You'd 
deliver  a  DS-3  to  a  building  and,  if 
you  signed  up  one  customer  which 
bought  20  lines,  that  would  cover 
the  cost  of  the  buildout  and  leave 
you  with  650  channels  to  service 
other  customers  in  that  building. 
Did  it  work  that  way? 

It  turned  out  a  lot  better.  In 
those  days,  a  DS-3  took  a  whole 
channel. Today  we  are  running 
OC-3s  —  three  DS-3s  —  on  a  sin¬ 
gle  channel,  and  we  have  OC-6 
radios  that  can  support  six  DS-3s 
on  a  single  channel  and  OC-12 
radios  in  the  labs.That  process 
of  technology  enhancing  our 
ability  to  drive  bits  per  hertz  way 
exceeded  my  expectations.  We 
took  capital  costs  down  from 
$3,500  aT-1  to  under  $50  aT-1. 

Wow. 

Wow  is  the  right  answer.  And 
two  thirds  of  our  buildings  today 
are  built  with  those  new  econo¬ 
mics.  So  I  think  the  future  of 
fixed  wireless  is  just  as  vibrant,  if 
not  more  so,  than  it  was  when  we 
first  talked  about  it.  I’ve  yet  to 

See  Winstar,  page  61 


You  told  me  you  planned  to  reach 
8,000  buildings  by  the  end  of  2000 
and  be  in  60  domestic  markets. 

How  did  you  do? 

In  fact  we  got  to  74  markets, 
because  we  reached  14  interna¬ 
tional  markets  as  well. We  didn’t 
get  to  the  8,000  buildings,  we  got 
to  something  like  4,000.  But  we 
were  on  track  to  get  to  9,700  in 
2001.  We  were  stopped  at  the  end 
of  the  first  quarter  of  2001 
because  we  declared  Chapter  1 1 
on  April  18.  At  the  time,  we 
reached  slightly  more  than  5,000 
buildings  worldwide.  But  we  had 
to  sell  our  international  business¬ 
es  or  close  them  in  Chapter  1 1 , 
so  that  took  a  chunk  off. 

And  now  we’re  focusing  — 
focusing  is  the  right  word 
because  we  haven’t  closed  any 
domestic  markets,  we  haven’t 
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find  a  way  to  deliver  fiber  to  buildings  that 
is  cost-competitive, simply  because  it’s  so 
labor  intensive. 

How  many  customers  do  you  have  today? 

A  little  over  30,000  businesses.  And  I’m 
going  to  guess  there  are  more  than  a  mil¬ 
lion  people  in  those  businesses. 

Is  there  a  sweet  spot  in  terms  of  your  cus¬ 
tomer  profile? 

No.  In  fact,  we’ve  gone  out  of  our  way  to 
make  sure  we  have  attractive  packages  for 
all  sizes  of  customers  in  our  buildings. 
That’s  our  sweet  spot:  3,248  buildings, 
99,055  businesses.  And  we  stratify  those 
businesses.  How  many  have  100  or  more 
employees,  how  many  have  2 1  to  99 
employees,  how  many  have  one?  And 
each  group  has  its  own  set  of  products. 

For  our  smaller  customers,  the  1  to  20, 
we  have  the  combination  of  high-speed 
Internet,  voice  and  long  distance  by  the 
minute.  For  our  midmarket  customer  we 
have  what  we  call  Premier  Access,  which 
is  bigger  bandwidth.  And  then  the  biggest 
guys  have  a  whole  series  of  products,  the 
private  line  products,  DS-3  products,  etc. 

How  would  you  handicap  the  race  between  the 
remaining  CLECs? 

In  the  bankruptcy  process  you  have  the 
ability  to  restructure  your  business.  I’ll  give 
you  an  example.  We  have  a  deal  with 
Qwest  that  has  been  completely  repriced 
to  current  fair  market  value.  We  used  to 
pay  them  $9  million  quarterly  We  now  pay 
them  $250,000.  We’re  saving  millions  and 
millions  of  dollars  every  month  just  by 
being  able  to  bring  things  to  fair  market 
value. 

Now,  if  you  are  not  out  there  trying  to 
do  that,  it’s  going  to  be  hard  for  you  to 
compete  with  us.  After  a  while,  it’s  an 
unfair  fight.This  is  the  big  burden  facing 
the  remaining  CLECs. 

How  much  debt  are  you  left  with? 

Right  now,  effectively  none.  We  have  a 
debtor-in-possession  loan  of  $175  million 
and  it’s  the  only  debt  we  pay  interest  on. 
Two  of  our  vendors  have  agreed  to 
become  participants  in  that,  so  that  brings 
it  to  $250  million,  roughly 

It  sounds  like  your  banking  background 
served  you  well  for  the  situation  you  find 
yourself  in. 

That  and  my  legal  background  have 
both  helped  me. 

I  didn't  know  you  had  that. 

Yeah,  I  was  a  lawyer,  too.  Seven  years  a 
lawyer,  ten  years  a  merchant  banker,  so  it 
has  helped  a  lot.  But  the  No.  1  thing  that 
has  helped  has  been  the  relationships  we 
have  built  over  seven  years.  We’re  grateful 
to  suppliers,  vendors,  and  customers. 
Customers  have  been  unbelievably  great. 
We’ve  had  customers  agree  to  defer  cred¬ 
its,  saying  “you  need  the  money  more 


than  we  do.“  It’s  amazing. 

How  does  fixed  wireless  compare  to  wire  line 
services. 

Our  network  performs  much  better 
than  most  wireline  networks.  Customers 
don’t  care  whether  you’ve  got  the  best 


switch  in  town  if  everything  between  the 
switch  and  their  office  breaks  every  day. 
They  care  about  the  overall  performance. 
That’s  measured  by  troubles  per  100  lines; 
that’s  why  we  have  to  report  that  to  the 
regulators.  Winstar’s  trouble  per  100  lines 
are  consistently  under  .5.That  makes  us 


way  better  than  anybody  else.  Verizon, 
which  is  delivering  better  and  better  ser¬ 
vice  in  terms  of  network  metrics,  is  down 
to  1.2  per  100  lines;  twice  as  high  as  us. 

But  still,  they  used  to  be  2.4, so  you  have  to 
give  them  credit.  And  2.4  is  actually  the 
standard  you  have  to  meet  S3 


POSTPQ 


Waiting  to  ask  storage 
questions  could  be 
hazardous  to  your  business 


“Will  e-business  continue  to  fuel  the 
storage  crisis?” 

“ What’s  the  prognosis  for  Fibre  Channel 
based  SANs?” 


" When  should  I  consider  iSCSI? 


“Where  can  I  turn  for  storage 
management  advice?” 

“Should  storage  be  centralized 
or  distributed?” 


STORAGE 
TOWN  MEETING: 

Building  a  Supenor 
Infrastructure 

A  Network  World  Event 

WASHINGTON,  D.C. 
Sept.  25  Postponed 
NEW  DATE  TO 

BE  ANNOUNCED 

DENVER,  CO 

October  4 

NEW  YORK,  NY 
Sept.  26  Postponed 
NEW  DATE  TO 

BE  ANNOUNCED 

SAN  FRANCISCO,  CA 
October  9 

BOSTON,  MA 
October  2 

SAN  JOSE,  CA 

October  10 

CHICAGO,  IL 
October  3 

IRVINE,  CA 

October  1 1 

Get  answers  at  Network  World’s 
Storage  Town  Meeting. 

As  online  storage  demands  surge,  you  face  a  flood  of  ques¬ 
tions  about  how  to  build  an  infrastructure  strong  enough  to 
handle  the  data  streaming  into  your  enterprise. 

There’s  no  better  place  to  get  answers  than 
Network  World’s  Storage  Town  Meeting: 
Building  A  Superior  Infrastructure. 

Attend  this  FREE,  interactive,  one-day 
event  and  you’ll: 

■  Get  straightforward  answers  to  your 
hard-hitting  questions  from  storage 
experts  Steve  Duplessie,  founder 
of  Enterprise  Storage  Group  and 
Sandra  Gittlen,  events  editor  at 
Network  World 

■  Meet  face-to-face  with  world-class 
storage  vendors  and  compare  the 
best  solutions  on  the  market. 

■  Explore  the  pros  and  cons  of  tech¬ 
nologies  such  as  SAN,  NAS,  Fibre 
Channel,  SCSI,  InfiniBand,  storage 
over  IP  and  more. 

_  Register  for  Network  World’s  Storage 
9  Town  Meeting:  Building  A  Superior 
Infrastructure.  And  get  the  answers  you 
need  now — before  your  storage  infrastruc¬ 
ture  becomes  hazardous  to  your  business. 


Register  today  at  www.networkworld.com/seminars/storage  or  call  800-643-4668. 


PLATINUM  PRESENTING  SPONSORS: 

Cu»  Sunni 

BLUE-ARC 


GOLD  EXHIBITING  SPONSOR: 


SOFTWARE  CJhi  VERITAS 


NS! 


To  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  508-490-6520  or  adamato@nww.com. 


Networt 

TOWN  MEETING 

Where  technology  leaders  answer  to  you. 


www.nwfusion.com 

m 

NetwcrkWorW 

9/17/01 

• 

BackSpin 

Turning  appalling  into  despicable 


Received:  09/12/01  05:48  Pacific 
Daylight  Time  /  Subject:  A  Call  To  All 
Americans . . .  Dear  friends  of 
Flowgo,  Like  the  rest  of  the  world, 
we  are  shocked  and  dismayed  by 
the  sinister  attack  leveled  at  the 
proud  city  of  New  York  today.  We  would  like  to 
take  this  time  to  say  that  our  thoughts  and 
prayers  are  going  out  to  the  victims  and  their 
families. . . .  Here  is  a  simple  message  to  pass  to 
all  your  friends  and  family  to  help  in  this  effort 
[URL] _ Together  we  can  get  through  this.” 

-  message  sent  out  by  Flowgo,  apparently  a  division  of 
ellniverse  Network,  to  a  significant  portion  of  the  company's 
reputed  list  of  40  million  names. 

The  above  was  one  of  a  half-dozen  messages  on 
the  same  theme  I  received  on  the  morning  after  the 
suicide  attacks.There  may  have  actually  been  more 
but  my  spam  filters  are  getting  pretty  good.  As  you 
might  guess,  I  have  an  issue  with  these  messages. 

At  first  blush  you  might  assume  that  the  letters  are 
heartfelt  expressions  of  sympathy  Unfortunately  that 
seems  unlikely  for  several  reasons.  First, sending  gen¬ 
eralized  expressions  of  condolence  to  anyone  you 
do  business  with  is  spam,  nothing  more.  When  I  dis¬ 
cussed  this  issue  with  the  public  relations  woman 


for  Flowgo, she  responded, “Do  you  think  it  would 
have  been  better  if  we  had  sent  out  our  usual  mes¬ 
sages  with  dancing  bears?”  to  which  the  answer  is,  of 
course  not!  What  the  company  should  have  done 
was  refrain  from  sending  out  anything. 

Second,  the  messages  were  not  devoid  of  PR  pitch. 
Sure,  as  the  PR  woman  pointed  out,  the  company 
wasn’t  making  a  big  fuss  of  the  program  and  expect¬ 
ing  newspapers  to  pick  up  on  it.  But  the  value  of 
putting  your  company  name  and  Web  site  URL  in 
front  of  as  many  as  40  million  people  is  not  to  be 
taken  lightly  particularly  when  it  conveys  a  good  citi¬ 
zen  image  in  the  current  context.. 

Third,  when  you  go  to  that  URL  there’s  a  poem 
backed  by  the  Stars  and  Stripes  and  a  button 
labeled  “Press  here  to  e-mail  and  tell  a  friend  about 
this  page.”  The  page  you  wind  up  at  requires  you  to 
enter  your  name  and  e-mail  address  to  continue 
and,  if  you  supply  your  gender,  ZIP  code,  birth  date 
and  telephone  number,  the  company  offers  you  the 
chance  to  win  $50,000. 

You  then  enter  the  e-mail  addresses  of  your  friends. 
Next,  the  page  offers  you  the  opportunity  to  sign  up 
for  contests  about  “special  offers”  and  “fun  newslet¬ 
ters.”  Finally  you  have  to  choose  one  of  three  submit 
buttons,  each  of  which  results  in  a  different  advertis¬ 
ing  page  with  a  fake  progress  meter  at  the  top  that 
purports  to  be  tracking  the  status  of  sending  the 


messages  (to  keep  you  looking  at  the  ad).  If  you  hit 
the  back  button, you  get  a  wholly  inappropriate  car¬ 
toon  ad  for  a  “must-see  comedy’ 

Need  more  evidence  of  the  selfish  commercial 
nature  of  this  pitch?  The  message  your  friend 
receives  from  Flowgo  reads:  “A  call  to  Americans  (by 
Just  Say  Wow)  /  Click  below  to  see  this  page  and  to 
join  the  Just  Say  Wow  mailing  list:  [URL]  /  To  just  visit 
the  recommended  page,  click  here:  [URL]  /  We  also 
thought  you  might  be  interested  in  the  following 
SPECIAL  offer!  /  Get  a  FREE  copy  of  your  credit  re¬ 
port  online!!!  [URL].” 

Shawn  Gold.eUniverse’s  CEO  sent  me  a  message 
defending  this  campaign  and  saying, “You  have  to 
understand  that  this  is  what  we  do  everyday  Sending 
out  positive,  inspirational  messages. ...  If  you  read  the 
content  on  our  site  and  talk  to  the  people  that  cre¬ 
ate  it, you  will  find  eUniverse  is  about  as  appropriate 
as  it  gets  when  it  comes  to  helping  Americans  com¬ 
municate  how  they  feel  and  turn  these  unfortunate 
events  into  one  of  union  and  strength.” 

Shawn,  I  did  read  the  content  on  your  site,  and 
given  the  context,!  am  disgusted. Companies  using 
this  kind  of  crass  commercialism  are  appalling  at 
the  best  of  times.  Given  our  current  circumstances, 
they  are  simply  despicable. 

Your  outrage  to  nwcolumn@gibbs.com. 


mpendium 


By  Adam  Baffin 


Stuff  you  just  can’t  miss. 


What  was  that  Dickens  line?  "It  was  the  best  of 
times,  it  was  the  worst  of  times." 

For  every  site  like  Amazon.com  or  PayPal  that  set 
up  a  system  for  making  online  donations  to  help  sur¬ 
vivors  of  last  week's  attack,  there  seemed  to  be  a 
company  that  tried  to  capitalize  on  the  disaster  via 
spam  (see  Gibbs  above  and  www.nwfusion.com, 
DocFinder:  6046  for  our  page  of  online  resources). 

For  every  individual  who  set  up  a  site  to  discuss  how  to  give  aid  or  just  talk,  there 
was  another  trying  to  sell  bombing-related  stuff  on  eBay  (congratulations  to  eBay 
for  cutting  off  such  auctions  and  to  the  unnamed  survivor  who,  on  seeing  somebody 
collecting  World  Trade  Center  rubble  to  sell  on  eBay,  punched  him). 

Still,  and  above  all,  the  Internet  once  again  showed  its  strength  as  a  medium  for 
people  to  share  their  feelings  and  accounts  of  what  happened.  Some  examples: 

Escape  from  the  subway 

"People  were  shouting  at  us:  Get  out  of  the  station!  Get  off  the  trains!  There’s  been 
a  terrorist  attack!"  DocFinder:  6047 


cloud,  and  was  not  able  to  breathe.  We  carried  her  inside  the  building,  and  someone 
who  had  medical  training  took  over  trying  to  help  her.  She  coughed  up  some  very 
horrible  things  and  then  seemed  to  die."  DocFinder:  6049 

Living  four  blocks  away 

“Everything  was  covered  in  a  snow  of  dust  a  few  centimeters  high.  Papers  from  all 
sorts  of  businesses  were  strewn  across  the  street.  There  was  a  stark  silence,  bro¬ 
ken  by  a  few  officers  in  the  area.  Looking  up  towards  the  WTC,  I  could  see  nothing 
but  a  brown  cloud.  I  started  heading  north  on  Broadway.  Even  with  the  mask  I  was 
wearing,  it  was  getting  hard  to  breathe  and  my  eyes  were  stinging."  DocFinder:  6050 

I'm  Canadian 

"I  was  doing  better  today,  until  a  short  while  ago  when  I  was  at  a  cafe  for  break¬ 
fast.  As  I  stood  in  line,  someone  (very  loudly  and  in  a  very  accusing  tone)  asked: 

"Are  you  from  Afghanistan??”  All  eyes  turned  upon  me,  burning,  each  one  accom¬ 
panied  with  accusatory  frowns.  Needless  to  say,  I  very  sheepishly  said:  "I  am  not 
from  Afghanistan,"  then  I  quietly  left . . .  with  an  empty  stomach  and  almost  crying. 
"I  felt  so  small,  and  I  now  feel  so  unsafe  and  uncomfortable.”  DocFinder:  6051 
You'll  find  more  links  to  photos  and  first-person  accounts  at  DocFinder:  6052 


Nearby  resident 

"I  saw  the  second  plane  hit  the  building  as  I  was  on  the  phone  with  my  wife,  who 
was  staying  at  her  parents  with  my  3-week-old  son.  I  saw  debris  fly  everywhere  and 
a  huge  fireball.  At  that  time  I  told  my  wife  I  love  her  and  ran  to  put  on  some  clothes 
and  flee  my  apartment. ...  Everyone  was  getting  as  far  away  as  possible.  As  I  walked 
I  saw  people  jumping  or  falling  from  the  building's  upper  floors.  I  will  never  forget 
that  sight  for  as  long  as  I  live."  DocFinder:  6048 

Taking  refuge 

"One  Asian  lady  had  apparently  breathed  in  a  large  amount  of  the  overpowering 


Still  more 

Doc  Searls  lives  in  California  and  has  been  posting  his  thoughts  on  his  Weblog: 

“Walking  back  from  a  meeting  at  school  this  evening,  Jeffrey  and  I  looked  up  at  the 
sky,  as  always.  But  it  was  ...  different.  What  was  that  behind  the  high  branches  of  an 
oak  tree?  A  star  or  an  —  no,  it  couldn’t  be  an  airplane.  There  were  no  airplanes  in 
the  sky  tonight.  Only  stars:  a  condition  we  haven't  seen  in  nearly  a  century. 

'"Why  aren't  the  planes  flying,  Papa?'  Jeffrey  asked.  I  explained.  He  asked  again.  I 
explained  again.  I  stopped  the  questioning  when  the  count  got  to  four. 

"But  it  won’t  stop."  DocFinder:  6053 

Send  along  any  site  suggestions  to  agaffin@nww.com. 


The  lowest  TCO 
in  the  storage  industry? 

EMC,  FYI. 


We’re  doing  more  than  anyone  else  in  the  industry  to  lower  the 
Total  Cost  of  Ownership  of  storage  infrastructure. 


To  see  actual  case  studies  that  show  how  we’re  accomplishing 
that,  check  out  www.EMC.com/goodnews 


EMC2 

where  information  lives 


WITH  THIS  SOFTWARE  THE  VISITORS  COULD  COMBAT  THE  CONSTANT  BARRAGE  OF  CYBER’ATTACKS. 

TIVOLI  for  SECURITY  MANAGEMENT 

|  WINNER,  2001  INFORMATION  SECURITY  EXCELLENCE  AWARD  | 


IT’S  A  DIFFERENT  KIND  of  WORLD. 

((y  business  software  tivoli.com/safe  YOU  NEED  A  DIFFERENT  KIND  of  SOFTWARE. 


